BOOT and SHOE ea te 


NATIONAL VOICE OF THE TRADE 


SERVING THROUGH SCIENCE 


...to help you make 
friends with the young- 
sters in your community. 

Your Keds salesman 
will explain the details 
of our complete store 
resale program— your 
assurance of profits 
from Keds as always. 








@ UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 
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A popular pump with tailored bow. 
Countess last. 21/8 heel. 
In Tandrite Calf, Color No. 313 
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ike red in the 
color spectrum, Tandrite 
Calf possesses outstanding 
distinction in a highly com- 
petitive field . . . proving its 
superiority at every point 


of comparison. 


Fine texture, color of flaw- 
less exactitude, and a tire- 
less capacity for long wear 
...are combined with the 
beauty and flexibility de- 
manded by eminent fashion 


designers. 
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Army Russet Oxford, 
Allenite Tip. 
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Independence Is A Wonderful Thing! 





Holland-Racine Dealers 
Place @ high value on their inde- NATIONALLY ADVERTISED IN 
pendence and so do we. Seeing eye §=§ BOOST COLLIER’S “LIBERTY: ESQUIRE 
to eye on the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 
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SHOE > 
pammnmbnemaned i oe acme Seeds © 


PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY... 

Three comprehensive, Nationally Advertised lines — and as the ads say: sold only 

by independent dea! who are professional hands at shoe fitting; double assurance 
customer satisfaction. 


HOLLAND-RACINE SHOES, ine. michican 
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STYLE 
No. 8804 


For a short-cut to wisely balanced stocks in your vital children’s and misses’ departments, 
look into this established applauded brand. In Pollyanna you have a single resource from tots 
to teens...shoes with proved foot-health features and finer fit...made with dependable 


Pennsylvania craftsmanship. That’s why Pollyanna is the spotlighted name in leading stores. 


A.$. KREIBER SHOE CO 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA. 
Marbridge Bidg., 47 W. 34 St. 
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@ Things are happening fast in the 
shoe business, these days. Fluctuat- 
ing conditions make for uncertainty. 
But at Walk-Over one standard re- 
| mains constant ...high style, top 
| quality, perfect fit—are still the 
fundamentals of every pair of shoes 


stamped “Walk-Over.” 





Geo. E. Keith Company, Brockton 63, Mass. e New York Sales Rooms, Marbridge Building—822 and 906 
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“I open a new chapter 


for the surprising blonde” 


The attractive blonde with the horn-rimmed spectacles 
and notebook had waited so patiently that | didn't ex- 
pect a Tartar. Buf the first two pairs I showed her were 
dismissed with a sharp, “No, no. I want shoes that are 
unusual . . . exotic.” 

I pulled out a pair of my fastest selling alligator san- 
dals. ““These——” I started. 

The blonde shook her head vigorously. “No! They're 
much too ordinary.” 

So I slipped a pair of smart patent leather and suede 
pumps on her feet. “This shoe has plenty of style. And 
real comfort, too. It's made with Armstrong’s Cushion 
Cork.” 

“My dear man,” she exclaimed, her eyes flashing. “I 
am not impressed by empty commercial claims.” 

“You need only walk in them.” I replied quickly. “A 
Cushion Cork midsole is so springy it puts a cushion 
under every step. It’s flexible, too, to ease breaking-in.~ 

“Ridiculous!” The blonde pointed with her pencil. 
“Put my old shoes on, please.” 

[ sighed and ran my hand through my hair. I guess 
I looked pretty disgusted because she rose quickly and 
walked a few steps toward the door. Suddenly I realized 
she was laughing. 

“I really must apologize.” she said. turning to me with 
a sweet smile. She pulled off her glasses. “I’m Marian 
Marlas, the novelist. The hero of my new book starts as 
a shoe salesman and I came in to gather background 
material.” 

“Oh...” I said, rising. 

Her smile warmed me again. “You see, I really don't 
need shoes. But these pumps are wonderfully 
comfortable.” 

“You'd enjoy them, Miss Marlas.” 

She sighed, ruefully. “Yes. I'm afraid Ill have to 
have them.” . 


edn Pee : 
ADDS COMFORT TO EVERY STEP 





“Good! And by the way, if you need more help with 
... background. I'd be glad...” 

“Thanks.” she said, “I might.” She smiled up at me. 
“You know, I might need help with my hero.” 

And I certainly hope she does. 


* * * 


YOU CAN HELP YOUR CUSTOMERS discover greater foot comfort 
by telling them about the extra advantages of Armstrong's 
Cushion Cork. Be sure to specify Cushion Cork on your next 
shoe order. It is available in men’s, women’s, and chil- 
dren’s shoes. Armstrong Cork Company, Shoe Products ® 
Department, 9603 Arch Street. Lancaster. Pennsylvania. “— 





* Reg. U. S. Pat. Off. 





ARMSTRONG’S SHOE PRODUCTS 
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BOX TOE MATERIALS 





FILLERS 


CUSHION CORK CORK COMPOSITION 
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You'll see them in the Ladies’ Home 


Comfort and fashion --* 
have both in Drew Shoes- 
you 
Lk’’ 
“They coa* you to wa 
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Serene 


Drew Shoes are traditionally 


fine light weight welts 


by ANOTHER AD IN A PLANNED PROGRAM OF NATIONAL. ADVERTISING 


Loot 


SCULPTURED-TO-THE-FOOT 
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‘SUNDIAL 
ADVERTISING 


COVERAGE 


For every man his own 
...easy walking Sundial style 


Ras blankets its entire territory with a schedule of hard-hitting weekly advertisements in 
38 powerful newspapers. Retail selling effectiveness is assured through the use of large space 
advertisements in local newspapers ... advertisements that are read by more than 7,500,000 


families each week. 


SUNDIAL SHOE COMPANY, MANCHESTER, NEW HAMPSHIRE 
DIVISION OF INTERNATIONAL SHOE COMPANY 









| rw ? 
i yay : sate, $A Th 
URSA aaa, 


» { 
eae Age OS 
* , : we 


<p BRS ca 







os 
Fo dos 


o-coast hook-up for : 


Ir’s a coast-t 
jing the 


rb styling and Curtis 
(Above 1s Burly- 


ftsmanship heac 
No. 847.) 


cra 


supe 
Flex, style 


popularity poll. 


MARLBORO, MASSACHUSETTS 


curtis SHOE COMPANY, INC. 
Four Generations of Fine Shoemaking 






























BRISTOL launches BRISTOLAIRES 


(IN CAMPUS COLORS) 


Fresh! New! Collegiate styled in a large variety of Campus Colors! The first new 
refreshing idea in merchandising vigor and appeal in years! Bristolaires, for men 
and women, are styled to capture the youth market. Styled right — made right 
and priced right, Bristolaires offer America’s retailers one of the most potent sales 


+ 


opportunities of the year! 7 


Get set for this mer- 
T chandising **scoop” — 
write or wire for full 


information today: 


4 BINS! ULAR @ 


UScoLoRs 
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1 FELT INSIDE WEDGIE — ossures proper body 
balance 
Se = s-2: ARCH SUPPORT —gives added comfort and ; 
support . 
3 GENUINE CREPE RUBBER SOLE — long wearing 
and comfortabie. 
4 HEAVY DUCK INSOLE 
5 CLINCH-PROOF EYELETS ... will not scratch 
or teor 
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URING CORPORATION.” 


Qs 
. 


* a 


— 








CONSISTENTLY 
ADVERTISED 
NATIONALLY 


E. E. TAYLOR CORP. 


MANUFACTURERS 


BOSTON 
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STEP 
AHEAD 
IN TUE 
COMFORT 


lr's like walking on clouds when toe linings are free from 





sag and wrinkle. That's Celastic’s contribution to foot comfort— 


for this box toe material joins lining and doubler into a three ply unit 


CA elastec Ser ees 


UNITED SHOE MACHINERY CORPORATION * BOSTON, MASSACHUSETTS 


that endures heat, rain or wear. 
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@ What's even better than patent. . . . Velon, of course! For Velon 
is scuffproof, crackproof, peelproof . . . it stays color-bright, 
washes clean with a damp cloth. No wonder its myriad of 
wonderful grains, its wonderful colors have caught the 
imagination of top-flight bag and shoe designers! No wonder 
its never-dulling sheen, its scuffproof beauty delight all 
customers! Find out more about it today . . . write 
Firestone, Akron, for samples and further information. 


Firestone y)* 
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When you're thinking of shoes 
in terms of quality — remember 


these EVANS Quality LEATHERS 


KID 


RUBY (black) KID — glazed and dawn 
CARA — hand-crushed kid, black, white 


and colors 


BROGANDI — sturdy goat, black, white 


and colors 


VALENCIA — glovey type kid, all colors 
BOKHARA — embossed grain, black, white © 


and colors 


EVANETTE — black suede 

TOFBUK — white suede 

PEERLESS GLAZED KID — white and colors 
PEERLESS LININGS 3 


PIG 


JIMMY PIG — sturdy and colorful 
JIMMY LeBLANC — very fine white pigskin 


KIPS 
EVANIDE KIPS — clear finish 


The Quality 
of all these Evans Leathers 
\¥ is the result of ninety years 
} AW | of producing only the best 


a 





JOHN R. EVANS & COMPANY, CAMDEN, N. J. Est. 1857 
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Cambridge 


the Originator of Television Boots... 


Brings new NEWS that is 
. The 1947 TELEVISION BOOT 
in FOUR HEEL HEIGHTS 


the Television Boot in 1940. The 
frown so that we at Cambridge will 
evision Boots in 1947 than any other 
\ je bea we know that the Television will 
“a leader. For the first time we will 
fare the Television Boots in flat, multiple, 
thi-cuban heel heights, all in Black — 
: ights again in the much-wanted Red. 

Ve ; ¢ added a new member to the Tele- 
; Hly—the Misses’ and Children’s Tele- 
. . to meet the demand of mothers 
fSr boots so simple that any child can 
n and take them off without help. Made 
Idren’s favorite shades— Black, Brown, 


Television Boots by Cambridge for 
Misses, and Children mean faster turn- 
9 worries about inventory or mark downs. 






THE Cambridge RUBBER COMPANY 


FUR T7 in Foot Fashion 


eanede 4 OO 8. SBACCSCEeEVER’es 
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HOW 
TO 


BEAT 


YOUR 
1946 


FEATURE ESQUIRE LANOL - WHITE 
the white shoe polish that 


GERM PROOFS 


AS IT WHITENS 


les new . . . it’s 
amazing! Thanks to the exclusive 
PERM-ASEPTIC PROCESS... 
ESQUIRE LANOL-WHITE is 
safer for children. For ESQUIRE 
LANOL-WHITE GERM PROOFS 
AS IT WHITENS. Think what this 
means to mothers — what this means 
to you in extra white polish sales! 


ESQUIRE LANOL-WHITE, last 


16 





year, broke many white shoe polish 
records because here was the first 
and only white shoe polish that con- 
tains Lanolin, which helps keep white 
shoes soft. And, now that this superior 
product germ proofs too .. . it's bound 
to break a// white shoe polish records 
this year. 


What's more, we've started the larg- 
est advertising campaign we've ever 
used to promote a white polish. 
National magazines such as LIFE, 
SATURDAY EVENING POST and 
many others, Newspapers, Local Ra- 
dio, Car Cards, Free Display Cards. . . 
all these will carry this amazing new 
germ proofing story. 


PRODUCTS OF 


KNOMARK MFG. CO., INC., BROOKLYN, N. Y. 





SALES 
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Walking the dog ov cinching the \ % 
globe, Brith, Walkers ant in time with your WR 
Aipping. Tomeleas... Tirelus... heawtipal! 
And only in Britioh Waltins do you fynd 
patented Synchro Ter comtuction for 
ov action lighK an aivv. 





Above is one of the 1947 British Walker adveftisements appearing in leading, national 
publications. The new British Walker shown anticipates a rising, closed-toe-and-heel 
trend with characteristic charm . . . And though we are as yet unable to satisfy dealer 
and consumer demand for these walking classics, prospects are improving. 


BRITISH WALKERS ARE MADE IN THE U. S. A. BY J. P. SMITH SHOE COMPANY, CHICAGO 
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i trend to closed toes and heels 
brings different fitting problems. Many 
of these problems may be solved by 
inserting SHUGOR at the correct places 
to secure the desired better-fit— and at 
the same time add to the style . ow 


appearance. The smart comfortable 








street shoes illustrated here owe their better ee 
fit and youthful appearance to SHUGOR. oa 


Their heel heights also appeal to women 
who appreciate the common-sense value 
of proper fit and comfort through- 
out the day, obtainable. 
with SHUGOR. 



























THOMAS TAYLOR & SONS 
INCORPORATED 
HUDSON 
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There's A 
Little Bat 
Of Sad 











More often a saint than a sinner, he 
wouldn't be human without falling from grace 
once in a while. The healthy, American boy, 
at times, presents his parents with a most per- 
plexing problem—what to do about keeping 
him in shoes. And, naturally, when his mother 
comes to you for a solution she finds a happy 
one when you fit her problem" with sturdy, 
long - wearing, real value Gerberichs and 


Gerberich - Payne Official Boy Scout Shoes. 





@ 
MOUNT JOY, PENNSYLVANIA Gerberich 


Offices: New York, Marbridge Building, Room 405 © Los Angeles 


217 West 7th St. Haas Building, Room 919 © Philc., Lafayette gm E> es Chee Ce 
Building, Room 1025 y me * 



















Always 
in good standing 


You Expeet This Quality from Packard... 


Packard shoes sive a man that assurance of excellent 

. grooming at all times. Distinctively styled from selected materials 

e by expert craftsmen . . . constructed for service as 

. well as smart appearance . . . vou know ‘ 
they're Packards. ° 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 





























JAA 
<x 



































































EXPERT 
CRAFTSMANSHIP BY .* 
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TRADE MARK 


AMERICA’S OUTSTANDING SANDAL 















FOR HIM 





Bil- 

e THEY’RE SMART 

e LIGHT WEIGHT 

e COLORFUL 

e SHOCK ABSORBING 

e NON-SKID 

e SPECIALLY CONSTRUCTED 


They're 
Patented Sandals 
with Self-Contained 
Orthopedic Arch 


FOR THE CHILDREN 


142 WEST 14th STREET 


March 15, 1946 


*A new formula devel- ~” 
oped especially for Re- 
cordia Sandals — lighter 
weight and longer wear. 


Steadily mounting sales reflect the terrificgetailer and 
consumer acceptance enjoyed by Rec@rdia Sandals. 
These unique Recordia features are thelggasons why: 
Non-Skid LIGHT WEIGHT Rubbér Sole* with self- 
contained Orthopedic Arch. Plyfnp Sheepskin Heel-To- 
Toe Insole. Shock-Absorbip§ Sponge Rubber Heel 
Insert. Rich Topgrain CgWhide Uppers Permanently 
Affixed To Sole By FagsOus Recordia Process. No Pull- 
ing, Slipping Or Gapping Of Straps. 


THE SANDAL FOR USE EVERYWHERE 


y, 
Invesiigate the Recordia proposition! Write 


or wire today. 


Write for New Catalog in Color 





SEE US 


Shoe Manufacturers Fall Opening 
APRIL 13-17 


Hotel New Yorker Room 715 









FOR HER 





E ¢ © R > i £ MANUFACTURING COMPANY, INC. 


* NEW YORK 11, WN. Y. 
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DIFFERENCE 














1S THE SIZE! 





BRUERERARREREREREERAEE 


[LE REE 








LRERLELERERE ALE 


REBAR ET 





/e \ S 
ii 























Ax 


4 5 . 




















Jf 








a1 ae 
3.3. 1 ) 6% 

















_3 a" 
La 








LERRELELES ET 











LERRRLELSE 





CRRA BEBLEE EE 
LAREBREREE A? 























LE RELRERERERERE UTE 














RE RURUREREREAAURARIRER AY 




















SBRRRLELEREZALELELE ES 











Ruan RELALERERELELERERER 
. LRLRULAERRRRALAULELEEE EE 








LERRLELELEEAE 





LLLESe! 

















= - - =) D - 
-) ~~ ow ww) o ’ 
. - — © = 
x . & at ~ = = " 
Co 2 2 . -_ 
\ ® D : ~ 


135 a: = 

Sty " 2 t t 

Tete ee aA 4 a2% —. . 
RRRERRERELA UE RALRRARERERRR TERRE RENCE SS ESSERE RRURRERE. Dey peep Ly 


7 
Lick ti¢taeaeoeeh 4 
RELLERELLLEELEAIRELALARLETARERARERNORER IR ER RREREEES 


BARLABEALEREER EE AREREALALES 
































—— ee eee eee ae eae eae ee 


oro ANCIQUIED 


- . @ LD 
ANOTHER ILLUSTRATION OF Good Tannage coowdinated wtth Cood Shoemaking | 
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The Town and Country” Style 4175 


Etonic Tofler Last .”. . cut from 
~ * Trostel Antigaity 
‘Made at Brockton, Massachusetts 


by Charles A’ Eaton 
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ALBERT TROSTEL AND SONS COMPANY: MILWAUKEE, WISCONSIN 
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Lasting Comfort... 
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Here's headquarters for 
“fashion firsts’ —the home of lasts that 
are authentic style leaders—a service 
that keeps you out in front of the style 
parade—and assures you of shoes with the highest 


degree of fit-ability and lasting comfort. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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elping You SELL 





This year NEOLITE Advertising Yes—from start to finish NEOLITE 1947 
° enn? advertising brackets your market! Gets to 
is hitting your mass market — 


more people than ever before! Hits your 


and your class market! customers with an impact they can’t forget! 












In LIFE Magazine a weekly audience of over On nearly 100 RADIO STATIONS from Coast to Coast 
22,000,000 see and read the NEOLITE message of 50,000,000 listeners weekly hear hard-hitting NEOLITE 


longer wear and comfort for all the family. announcements selling NEOLITE for every purpose. 


More than 14,000,000 men and women reading 
60 leading U. S. newspapers get the last word on 
NEOLITE through Phil & Nancy Sassers’ column 
““Buy-Lines”! 





GOODFYEAR 
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in a Buyer's Year! 


r=2 
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Ps : 
NEOLITE hits the Spec! 


ke, 


a 








STYLE MAGAZINES — In Vogue, Harper’s Bazaar, and In PARENTS’ MAGAZINE, with a circulation of 
The New Yorker, 700,000 style-conscious women read 1,000,000 doting mothers and fathers, ads sell 
sophisticated ads high-lighting the high-style advantages NEOLITE as the ideal sole for children’s shoes. 


of NEOLITE! 









And everybody's talking about it. You'll be talking about it, too, 
because . . . 


it all adds up to more business ... for you... with 


wroure =f g000vEa® 2 com 


SOLES - HEELS: LIFTS 
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BRITISH INDUSTRIES FAIR 


LONDON & BIRMINGHAM, MAY 5-—16, 1947 


This is your first opportunity in seven years 
to see your old suppliers in Britain and to meet 
new ones. 

Overseas Buyers are invited to Britain for the 
1947 British Industries Fair. It will enable them 
to establish personal contact with the makers of 
the immense range of United Kingdom goods 
displayed in the London (Lighter Industries) and 
Birmingham (Hardware & Engineering) Sections 
of the Fair. The careful grouping of exhibits 
will assist buyers to compare the products of 


BRITAIN PRODUCES THE GOODS 


competing firms with a minimum of time, trouble 
and expense. Special arrangements to suit in- 
dividual markets can be discussed and terms 
and conditions of business settled direct with 
the manufacturer, since only the actual producer 
or the sole selling agent may exhibit. 


% For full details of the 1947 Fair apply to the 
nearest British Commercial Diplomatic Officer or 


Consulat Officer, or the British Trade Commissioner in 


your area. 


BOOTS and SHOES 
will be shown in London 
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New York Shoe Show . . . April 13-16—Hotel New Yorker—Rooms 832-833-834. 
** National Shoe Fair . . . April 28-May 3—Hotel Commodore—Rooms 901-903. 


Desco Shoe Corp. * 47 West 34th Street > New York 1, N.Y. 


Factories . . . Long Island City, N. Y., Auburn, Me., Webster, Mass., Brooklyn, N. Y. 
ShoWrooms . .. New York; Marbridge Bidg., Chicago, Burlington, N. C., Los Angeles: Haas Bidg., Dallas, Texas 
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@ This well designed, well balanced RED SPORT SOLE is the 
leader in its field by acknowledged consumer acceptance. 


e Compounded for unsurpassed Quality ... con- 
sistently delivering flexible resilient durability 
.. embodying all sport shoe manufacturing 


features. wae 
e Its versatile shape facilitates its adapt- 
ability to Quality sport lines for manu- 
facturers requiring a smooth, fast, even 
flow of sport shoes to their markets. 



















The £4déea Sport Heel ... a 
Quality Heel designed for the 
Eddea Sport Sole ... making 
an unbeatable sport sole and 
heel combination for all 
manufacturers. 


RUBBER COMPANY 
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The Greek Tsaruchia Maker 


Street of Shoe Stores, Athens 


[ WAR-WORN GREECE, where long ago democracy was born, a bearded veteran of the 
royal guard makes a tufted slipper for a younger evzone. Watch this tsaruchia maker 
draw the sole well up around the last, as in a moccasin, except for the unusual upturned 
beak. Soon he will sew the highly polished bright red upper to the sole. It will be embel- 
lished with a pinked and colored border. Then he will add the fluffy red or dark blue 
pompon to the tsaruchia toe. These sturdy tsaruchias are as much a part of the royal 
guardsman’s uniform as the pleated kilt or fustanella, although both originated in 
Albania. The same stout slipper is also worn by shepherds, those few at least who can 
afford extraordinary footgear. 


No rubber goring or elastic sleeve insures good fit and comfort 
in the tsaruchia as in somany American pumps and slippers. 
Paralastic, the modern elastic thread, does much to insure 
the proper fit and comfort, which Americans demand. 
Paralastic makes good goring better! 





PARA THREAD COMPANY, Inc. 
Woonsocket, R. L. 267 5th Ave., New York, N. Y. 


IP? Ay IRR AL IL Tie 


March 15, 1947 





——_—_—— — 


The Modern 





















O" Ot 
feather han ble 
These are shoes made with the new 


and patented Samac process of 


construction (U.S. Patent 2393540)... 






Style No. 1252... 
The Flytee, in red, 

; , jersey, army russet or 
women’s smart, top-quality footwear. Advertised for Spring white elkskin, $4.15 net 


that achieves incomparable feather flexibility in 


in America’s foremost fashion magazines. 


In stock... available for immediate delivery. 





designed and created by 


THE NEVELK COMPANY 


A division of the Hallowell Shoe Company 
Hallowell, Maine 

Boston Office... 210 Lincoin Street 

Los Angeles Office ...417 Haas Building 

New York Salesroom. .. Room 336, McAlpin Hotel 


Style No. 1253... The Bantam, in red, 
jersey, army russet or white elkskin, $4.15 net 
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ELASTIC 














DARLEEN ELASTICIZED SHOE CLOTHS offer women the 
same contour-for-contour fit, the same control and comfort 
in their footwear that these same women recognize in their 
finest DARLEEN-elasticized foundation garments. For feet, 
like figures, vary... but sizing is no problem when the 
power and energy of DARLEEN ELASTIC are put to the test! 


Darlington Fabrics Corp., 350 Fifth reve..N.].7 


REP. J. M. PERKINS & CO., 47 W. 34th ST., NEW YORK 1, N. Y. 
ST. LOUIS: FRED A. LYONS MILWAUKEE: FRANK KELLY 
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In shoes—as in shanks—fit is foremost. 
When you buy United Shanks, you can 
select the type that correctly fits the shoe bot- 
tom. You can be sure of shanks that are 
precision fitted to your run of lasts... and 


always uniform in bend and temper. 

















VITA-TEMPERED 
STEEL SHANKS 





@ Are tough, hard, uniform 
@ fit like master models 
@ clean, ready to use 


@ provide even balanced tread 








“UNITED SHOE MACHINERY CORPORATION 


' 940 FEDERAL STREET, BOSTON, MASS. 
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BROWN SHOE COMPANY 
ST. LOUIS. MO. 





Quality Caf Leather * TRADE MARK AND PATENT APPLIED FOR 


jy the OHIO LEATHER COMPANY, cinaro. onro- 


aoa 
+s, +iP¢ é 
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What Has 
THIS Shoe 


Got... 


‘That 


NO OTHER 


shoe can boast? 











The name AIR-O-MAGIC! That’s what this shoe, and other 

smart models by Marion Shoe Division, alone can 

boast! That’s what constitutes your assurance of sound styling . . . honest 
materials . . . expert craftsmanship . . . aggressive and consistent 

va promotion. Based upon an exciting tie-up with the makers of Piper Cub airplanes, 
this season’s national advertising in 16 magazines and 25 
newspapers is now in full swing. Watch for it . . . it’s 

a forerunner of plans that say, “Keep your 


eye on AIR-O-MAGIC!” 


MODERATELY PRICED 


WITH U.S. RUBBER HEELS 
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ALEXANDER RUBBER CO. * BANNER SHOE CO. * CAMITTA SHOE CO. * DAVID SHOE CO. * HARRY M. FEINSINGER 
SAMUEL FOX * FREEDMAN SHOE CO. * G. & G. SHOE CO. + MAK GONSHERY *- Hill SHOE CO. + HUNN SHOE CO. 
HY QUALITY SHOE CO. + IDEAL SHOE CO. * JANTZEN SHOE CO. * JOHNSON SHOE CO. * KELLEY SHOE CO. * KOUB & CO. 
KRISCHER ROGERS & FISCHER = L. C. SHOE CO. * LYONS BROS. + M. MANDELBLATT * A. MELTZER + PAYES SHOE CO. 
R. PERLBERG + SAMUELS & LONDON * ‘SCHAEFFER BROS. * J. SCHWARTZ SHOE CO. + STERN SHOE CO. 


SYLVANIA SHOE CO. + UNITED SHOE CO. * KRISCHER KLINE SHOES + VANITY SHOES 
: ; 


PHILADELPHIA’ SHOE WHOLESALERS’ ASSOCIATION 
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another famous store 








COLONIAL TANNING COMPANY, INC., BOSTON 11, MASSACHUSETTS 


4! 
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KICKERINOS newspaper ‘‘ad mats" and 
reproduction proofs, national magazine 
counter and window displays, radio an- 
nouncement scripts, and other dealer aids 
are now ready for use by KICKERINOS 
merchants to tie in their advertising with 
KICKERINOS' national program 


KICKERINOS' advertising will bring you 
new customers. The smart styling, beau- 
tiful leathers and fine craftsmanship in 
KICKERINOS will keep these new cus- 
tomers loyal to your store. Start mer- 
chandising KICKERINOS now! 





Kick? Uy vision MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 
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are designed to keep 
little feet normal 






It’s a wonderful life! Especially when they’re bub- Litre Yankees follow the normal shape of the 
bling over with healthy young spirits! Make sure that growing foot, and give proper support and balance. 
your youngsters stay healthy—and since impaired They embody the skill, craftsmanship, fine materials 
foot-health can undermine general health, avoid and beauty of design which have ar 
poorly constructed, ill-fitting shoes. Insist on LiTTLe earned for them nation-wide 

YANKEE Shoes, designed to keep little feet normal. recognition and acceptance. 


““GREAT SHOES FOR LITTLE AMERICANS” 


The Yankee Shoemakers ¢ Newmarket, New Hampshire 
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The Right Combination for Repeat Profits 


The built-in resilient air cushion and flexible Arch Lift give Porto-Ped Shoes 
top rating for genuine foot comfort. Their fine leathers, expert 


craftsmanship and distinctive styling achieve a new “high” in smart appearance. 


Together, these sales-making features provide a unique combination for 


sending your future repeat sales and profit curves steadily upward — 
even in the face of keenest selling competition! 


PORTAGE SHOE MFG. CO., Division of Weyenberg Shoe Mfg. Co., Milwaukee 1, Wisconsin 


PORTO-PED +166 Cocsatns 


* Yields with every step 
% Absorbs shocks, jars 


Backed by year-after-year %& Keeps you foot-fresh | 1,;, sous tine clsosold 
advertising in : ane eineatinnt 
> under the nome — 
LIFE © THE SATURDAY EVENING POST © COLLIER’S MASSAGIC 7 
J Air Cushion Shoes. 


ESQUIRE © AMERICAN LEGION MAGAZINE 
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Ce mfto makes the machiner ry 


thal makes the teller shoes 


COMPO 
SHOE MACHINERY 


CORPORATION 
BOSTON. 


MASSAC HUSETTS 








' 





a1 
a 


lt does"an Upstanding Job 
of Roughing 


. . and the kind of job it does is important to the merchants who sell shoes made 
by the use of this Compo machine. The high speed rotating head is of unique design, utilizing circular saw tooth 
picker discs of extremely hard steel. These sharp teeth go deep below the surface of the leather — raise the best 
fibres — preparing the sole for a most thorough penetration of the Compo cement. This insures perfect adhesion 
and a permanent bond between sole and upper. 

This Compo Sole Rougher is an important unit in our process. It is one of the reasons why so many of the foremost 
manufacturers of the country have come to rely upon Compo for highest efficiency in making cement-soled shoes. 


COMPO SHOE MACHINERY CORPORATION - BOSTON, MASSACHUSETTS 


thal Makes the Bett, 
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You offer smart styling and up-to-the-minute colors 
when you feature Kleinert’s quick-selling *Sportimers 
— perfect with beach clothes, slacks and summer 
frocks! Vat-dyed cotton web vamps in sun-fast colors, 


elasticized heel straps and non-slip soles. Offside toe 
/ for flattering, foreshortened look. Sizes 4 to 9. 


6 To retail from $3.00 to $3.95. 


“Plirt’’—two-toned vamp 
with frivolqus frill. Brown 
with maize or red with aqua, 






“Spray” —white floral jac- 
quard embroidery design on 
white, black, blue or red. 








* T. M. Reg. U. S. Pat. Off. 


485 FIFTH AVENUE, NEW YORK 17, NEW YORK 
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FOR THE FINEST SHEARLING MONEY CAN BUY-ASK FOR LASKINLAMB! 
For outdoor footwear—fireside slippers, there is nothing to equal the lustre, 
depth and warmth of this first and finest of all dyed lamb. 


ILLUSTRATED: Boots with Laskintan lining, and cuffs of Laskinlamb. 
Laskinlamb slippers available in blue, red, green, burgundy, logwood and white. 
Be sure to ask for Original and Genuine Laskinlamb and Laskintan. 


J. LASKIN & SONS CORP., 130 WEST 30th ST.. NEW YORK 1, N. Y.» FACTORIES: MILWAUKEE, WISCONSIN 
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MORE AND MORE PRODUCTION! 


More AND. MORE ADVERTISING! 


Advertising is appearing 4 times as man 
in the following National 


“ELEVATORS” 
publications: 


not always be able to get all the “ELEVATORS” 
you need for your customers, right away. 
So, please be patient. “ELEVATORS” are worth 


But, because the demand is so great you may 
your WAIT in gold. 


y publications as before. 
41 leading national magazines that will 


“ELEVATORS” at a time, four to twelve times 


reach 32,000,000 potential wearers of 
a year in 1947, 


Esquire 


True 
Pic 


MORE AND MORE DEMAND! More 


The Origine! and Genuine “ELEVATORS” 


STONE-TARLOW CO., INC. 


and more men will turn from “wishers” 


Saturday Evening Post 


aclusively by 


into profitable customers as they step into 


Colliers 


your store to “Make their TALLEST wish 


come true’”"—in “ELEVATORS’’. 


Popular Mechanics 


BROCKTON 68. MASS. 


Popular Science 
Field & Stream 


Look 


Ebony 


Sports Afield 


American Weekly 


Sport 


McCails 


Ladies’ Home 








Journal 


Woman's Home 





Companion 
Popular Group (25 Magazines} 
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THE FLORSHEIM SHOE COMPANY + CHICAGO + MAKERS OF.FINE SHOES FOR MEN AND WOME 
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°\Nlshingn newsreel 


by EUGENE J. HARDY 






The fact that price increases affecting many commodities have, since 
the middle of 1946, been the sharpest in history for any similar period is by no 
means news to most people engaged in retail business. Neither is the fact that 
hide, leather and shoe prices, which were held under rigid control during the 
war, have contributed to this overall rise since controls were lifted last 
October. The shoe retailer, meeting with more consumer resistance than 
formerly, is acutely aware of the situation. 


It is also generally recognized that the price rise in hides, leather 
and shoes since last October, has been more sudden and precipitate than in many 
other commodities which had been steadily rising in price over a longer period. 
It is this sudden rise, based on far reaching changes in the international raw 
materials supply picture, combined with a sharp increase in demand for leather 
and shoes, that has rendered the price problems of the shoe industry more . 
difficult. Another factor, much less understood, is the changed relationship of 
hide, leather and shoe prices to the prices of all commodities. 


In an article entitled "Current Structure of Prices," which will 
appear in the March issue of Survey of Current Business, due to be released 
before the end of the month, the authors, Louis J. Paradiso, widely—known chief 
of the Department of Commerce's Business Statistics Unit, and Lois H. Rodriguez, 
present a detailed analysis of the relationship of prices of selected com— 
modities to the all-—commodity price index. 


This relationship, in regard to hides, leather and shoes, reveals that 
prices of these commodities are currently somewhat out of line with the average 
commodity price level. Shoe people realize that this is due in large part to 
extraordinary developments in the international picture which have greatly 
curtailed the normal supply of raw materials, plus increased demand. The 
public, however, is not fully informed on these matters and so the figures which 
the government is about to publish merit sober analysis on the part of the shoe 
and leather industries. 


The Commerce study shows the relationship between the wholesale prices 
of selected commodities and the all-—commodity wholesale price index for 25 years. 
In this traditional relationship shoe men hold shoes were priced too low. 


Prior to decontrol wholesale prices of hides, leather and shoes 
deviated only slightly from their long term relationship to the all-commodity 
index. With decontrol on October 31, 1946, prices began to rise, and by 
February 15, 1947, were considerably above the normal pattern. 


Wholesale prices of hides had moved about 5 percent above their former 
relationship to all commodities. Leather prices showed an upward movement of 
about 11 percent. Wholesale shoe prices were about 16 per cent above the past 
relationship to the all-—commodity index. It must be borne in mind in this con- 
nection that many items making up the all-commodity index were not affected by 
world-wide changes resulting from the war, to the same extent as hides and 


leather. 
* + 


On the export side, reduction of March export quotas to 45,000 
domestic hides is a heartening sign. The full quota is 70,000 hides, but 25,000 
of these are of Latin American origin. 

While there has been some doubt that controls could be continued until 
the statutory expiration date, June 30, due to the lack of funds on the part of 
Office of International Trade, this difficulty will probably be ironed out. 
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You are at a crossing now. It’s time to 
— STOP and check up— LOOK carefully 
at figures and profits — re-examine your 
lines and LISTEN to your customers 


—then proceed wisely. 





MODE ART 
FALL OPENING 


April 20-26 
Lennox Hotel « St. Louis 











of 


DEALERS EVERYWHERE 
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J. T. MEEK, executive secretary of 
the Illinois Federation of Retail As- 
sociations, Chicago, in a blueprint 
for success for “small” retailers, 
said: 

“The five years ahead can be and 
must be the greatest years of all for 
the smaller merchant. Not only 
must he make hay—which I think 
he will—but he must cure and store 
that hay against the lean days to 
come. He must revamp his sales 





muscles, slap more adrenalin into 
his flagging merchandising and he 
must take his part as a citizen of 
this world, fighting not alone for 
his life but for the life of American 
democracy. In fighting for the one, 
I can assure you he will be fighting 
for the other. 

“For America to win the Peace, 
its distributive functions must work 
and work well. They must work not 
alone along Fifth Avenue or State 
Street but in every town and hamlet 
of the country. Employment or the 
lack of it is just as acute a problem 
in What Cheer, Iowa, as it is in 
New York City. Courageous, sound- 
ly executed sales building selling 
will be just as helpful to the main- 
tenance of employment and good 
wages in America as in Chicago.” 
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A. W. SHIVERTS, manager of 
Roscil’s in Oakland, Calif., says: 

“Retailers have a tremendous 
stake in their competitors’ business 
inasmuch as their competitors are 
going to have a stock of either too 
much or too little on their shelves. 
This means my store and every 
store in our community will be 
affected. Before the depression fol- 
lowing World War I, there were 14 
shoe stores in my vicinity. One half 
of them went out of business due to 
the uncertain conditions and also 
due to an excess of sales which killed 
all competitive business for the bet- 
ter part of two years. 

“All indications point to reduced 
priced shoe selling. Retailers and 
department stores should realize that 
they are the deciding factors and a 
major influence; they should under 
stand that the shoe industry, like 
every industry in the country, is ap- 
proaching a crisis. Half-priced 
sales will only serve to create in the 
public’s mind that shoe prices are 
lower, when actually we who are in 
the shoe business know this to be 
untrue and are aware of the dam- 
age this illusion can bring.” 


* * > 


ALLEN B. DUMONT, president of 
Allen B. Du Mont Laboratories, 
Inc., says: 

“It is one thing to make things: 
it’s another thing to sell those 
things. The tremendous production 
capacity of the postwar era calls for 
a correspondingly tremendous mer- 
chandising capacity. People every- 


where must be exposed to the good 
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things of life in order to develop 
an interest; a taste and finally the 
buying urge for them. We can no 
longer think of our ultimate markets 
in terms of Boston or Dallas, At 
lanta or Spokane, Chicago or New 
Orleans, with all the Main Streets 
between that go to spell our greai 
American marketplace. We must go 
overseas again in search of still 
greater markets, with history re- 


peating the days of the New England 





Clippers that sailed to the Orient 
with Yankee wares in exchange for 
Far East spices and ivory and silks. 
We must speak to many strange peo- 
ple in a new universal language. 
And that language is pictures—the 


thing itself shown in animated 
terms——television.” 
> > 7. 


MorRIS ARNOFF, of the Arnoff 
Shoe Company, New York, says: 

“The long-awaited buyers’ market 
is here but not in the commonly ac- 
cepted sense that the consumer is 
going to fold her hands, sit back 
defiantly and wait for prices to come 
down. The real meaning of a buy- 
ers’ market is that from now on 
people will buy primarily on the 
basis of their ability to pay for the 
things they want and need. 

“The far-sighted manufacturer 
will keep his operations strictly in 





line with the actual economic trend 
of the day as it applies to his busi- 
ness. There is no place for wishful 
thinking or basing expectations on 
past performance. Let’s put more 
emphasis on getting quality shoes 
to the buyer and above all, let’s 
keep prices sensible so that our cus- 
tomer’s real income will enable 
her to buy more of the goods we 
produce.” 





LOOKING BACKWARD 


—One of our good readers sends in 
the following clipping with the 
comment “There's nothing new 
under the sun!" 


—"THE CHALDEAN OPA operated 
some 2,500 years ago. ‘Price-ceilings’ 
deciphered from clay tablets reveal 
that at one time the Babylonians who 
refused to buy blackmarket paid only 
25 cents o bushel for dates, and the 
Babylonian. landlord who asked more 
than the equivalent of $3.00 a year 
for the rent of a house risked being 
hauled before the control board. But, 
lest you think the consumer had it 
all his way, the Chaldean Wage 
Stabilization Board fixed the wage of 
harvest labor at $1.25 a month. 

—"Researchers could be profitably em- 
ployed in looking into the outcome 
of this ancient essay into price con- 
trol. If the Babylonians made it 
work, how did they do it? KH con- 
trols didn't work, how did they get 
rid of them?" 


—And this, the Twentieth Century, 
would like to know. 


President 





ERWIN EPSTEIN, of Gary’s Shoe 
Bar in San Bruno, Calif., says: 

“I am very optimistic about the 
future of the shoe business. People 
will always need shoes. Carrying 
the right type of shoes and stand- 
ing back of those . shoes, plus 
courtesy, good service and personal 
attention are all necessary requisites 
in building a reputation as a sub- 
stantial business. I have found that 
people will not travel into the larger 


56 


cities to shop if they find the same 
article in their own home town. For 
this reason I merchandise for my 
community. People are becoming 
more and more brand-conscious, 
and it is no longer too difficult for 
home town merchants to buy es- 


tablished well-known brands.” 


“WATCH THAT NEW SALES. 
MAN!” warns a Colorado shoe 
dealer. “He may be courteous, full 
of the desire-to-please, but he may 
be the world’s worst sales-maker. 
For instance, I overheard this cen- 
versation between a new man and a 
customer: 

“Customer: “My foot is rather 
hard to fit, but I’m tired of wearing 
nursey looking shoes: I'd like a 
shoe with snap and style.’ 

“Salesman: “That shouldn't be 
hard. I believe we have just what 
you want. (He picks out a shoe for 
her inspection, fits it to her foot.) 
Is that comfortable? It certainly 
looks nice.’ 

“Customer: ‘It is comfortable 
and it does look nice . . . but could 
[ see a shoe like the one on the side 
shelf in the window?’ 

“Salesman: ‘I'll check on that. 
(He checks the style, and returns 


with a similar shoe in the woman's 
size.) Yes, this is a nice shoe if you 
want to pay that much. You see, the 
first shoe you tried on was only 
$8.25: this is a $12.50 shoe. Nice, if 
you feel it’s worth the difference.’ 

“Now, it happened that the woman 
did want the shoe regardless of the 
price. But in how many cases, the 
salesman’s implication that the shoe 
wasn't worth the price would have 
killed the sale! 

“Many new men being hired as 
salesmen have never before been on 
the salesman’s side of the foot-stool: 


always before they have been buy- 


ers, with their hands in their pockets 
furtively counting their money. They 
are inclined to have their customers’ 
interest too much at heart. We must 
impress them with the need to pre- 
sent all grades fairly, letting the cus- 
tomer make her decision without 
promptings from the sidelines. 

“Watch out for the salesman who 
is too pocketbook-conscious!” 


“Ouch! I'll take that pair.” 
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A DIFFICULT CHOICE 


It's a hard job for Mary Lyach, Pon 
American World Airways stewardess, 
to decide which style she prefers of 
the dozens of new Spring shoes which 
were air expressed 10,000 miles re- 
cently. This was Pan American World 
Airways’ inaugural last month of the 
first direct flight from New York to 
Johannesburg, South Africa. Ship- 
pers of the shoes were |. Miller & 
Sons Co., who say thet this is the 
first shipment of shoes by air ever to 
be made to South Africa. The arrival 
of the shoes was timed to coincide 
with the two-month empire tour of 
the King and Queen of England 
throughout South Africa. Flying time 
for the trip was 44 hours and 10 
minutes—less time than it takes Miss 

Lynch to make her selection! 











WHEN THE CUSTOMER ASKS 


Increased Shoe Demand, World-Wide Shortage of Raw Mate- 
rials the Right Answers for Retailers and Retail Salespeople 
Who Need a Formula to Tell ‘Em and Sell ‘Em—Higher Wages 
Also an Important Factor, and from All Indications It Looks 
Like Relatively High Prices Will Be with Us for a Long Time. 


nearly five months have elapsed since 
OPA price controls were lifted from shoes, and not- 
withstanding the fact that retail shoe prices today can 
be considered to be fairly well stabilized, there are still 
a good many customers who are inclined to question 
why shoes cost more now than they did six months or 
a year ago. Retailers and their salespeople are still con- 
fronted with inquiries as to why shoe prices have ad- 
vanced since the war, and when today’s prices can be 
expected to decline. 

Since the majority of customers have come to accept 
higher shoe prices as an established fact, in line with 
“current economic conditions and prices of other com- 





modities, it’s poor sales psychology to raise the question 
of price until and unless the customer raises it. To 
assume a defensive attitude is always unwise. Today's 
shoe prices merely reflect current costs of materials, 
production and distribution. There’s nothing to apolo- 
gize for. The customer, however, is clearly entitled to an 
intelligent explanation when he or she asks why today’s 
shoes cost more. 

Most retailers are able to explain today’s shoe prices 
without any great difficulty, and have instructed sales- 
people as to how they should answer inquiries of this 
kind. But there are some individuals who like to argue 
the case, and who insist on specific information in re- 


sponse to their “whys” and “wherefores.” “What can 





we tell a customer like that?” many shoe people have 
asked. In an effort to supply, in the briefest possible 
form, answers to some of the more common inquiries 
retailers and retail salespeople are getting from their 
most inquisitive customers, RECORDER editors have 
compiled the following suggestions: 


“Why are shoe prices so high?” asks Mrs. Cautious 
Customer. 

“We don’t think shoe prices are unreasonably high 
in proportion to the values they represent and the pre- 
vailing prices of other merchandise,” repligs Mr. Well 
Informed Shoe Man, as he laces up a smart Spring 
number. “Both shoes and the materials from which they 
were made were rigidly controlled during the war and 
afterward, up to the time when OPA controls were lifted 
last October. Since there is a worldwide shortage of 
leather, and demand for both shoes and leather has 
greatly increased, prices naturally advanced after con- 
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“WHY?"... 


WATCH FITTING, 
STYLES AND SERVICE 


Situated at 103 Essex Street, on New 
York's lower East Side, the 35-year-old 
store of Jacobson Bros., whose slogan is 
"Known for Better Shoes,” draws more 
of its patronage from Brooklyn, New 
Jersey, uptown New York, Connecticut 
and other areas than from its own im- 
mediate neighborhood. Because of this, 
the firm has found direct mail advertis- 








ONE HUNDRED AND THREE (ESSEX STREET | Ntw YORE TE EPHONE CROHARD 466035 





JACOBSON 


“Known for Better Shoes” 
Aod. 


ith the passing of shoe retioning, end more recently of the O.P.A., 
we at Jacobson Brothers foel that our walued customers and frionds 
deserve to know shat our policy for the present and future will be. 
That we've got to say is important. So important, that everyone sho 
has purchased shoes from us will receive a copy of this letter. 


So please read on, keeping thie all-important thought in mind. Our 
words are backed by over thirty-five years of selling shoe comfort, 
sensibly combined with the smartest of styling, superior materials, 
and “know bow" workmanship. “You'll Enjoy Every Step” has never been, 
and will never be ap empty catchword . . a meaningless advertising 
slogan. It is our PROMISE to you' A promise thirty-five long years 















ing the most effective means of main- 
taining the customer contact that it con- 
siders most essential in holding and en- 
larging its clientele. 

Purpose of the recent mailing repro- 
duced at the right, with reply card 
attached, was to continue friendly cus- 
tomer relations by show of interest, 
assure continuance of firm's policy of 
good shoes at lowest possible prices and 
ascertain any causes of complaint. 

Since the letter practically asked for 
complaints, Jacques F. Jacobson ex- 
plained that the firm had anticipated 
very few replies and these only from dis- 
satisfied customers. Much to his sur- 
prise, the majority of replies received 
expressed no dissatisfaction, but de- 
clared complete approval of the firm's 
policies and merchandise. Of the replies that did in- 
clude complaints, those that mentioned too high prices 
as an obstacle to purchases were relatively few in num- 
ber, the total of complaints being classified as follows: 

Lack of style and/or size, 35.7%; Incorrectly fitted, 
14.9%,; Unsatisfactory adjustments, 9.3°/,; Experienced 
discomfort from shoe purchased, 8.5°/,; Prices too high, 
7%; Discourteous service, 7°/,; Shoes did not wear well, 
4.6°/,; Miscellaneous minor complaints, 13.2°/,. 

To many customers the letter served as a reminder 
that shoes were needed and a great many sales re- 
sulted. “In general," Mr. Jacobson declared, “this let- 
ter proved extremely effective. We were working on the 
principle that the fewer replies we received the better, 
but business has definitely been stimulated." 


P.S. 
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old, dut still eo young and strong. 


And the:’e not all, either! 
better Jacobson Brothers. 
right now. why_mot come in and let us know your individual shoe re- 
quirements? That's our pleasure! 


HE PLEDGE TO GIVE YOU THE VERY BEST IN SHOE 
VALUE, FROM AMERICA'S BETTER FOOTWEAR MANUFAC- 
TURERS, AT THE LOWEST POSSIBLE COST To YOU. 
WE PLEDGE THAT OUR ORIGINAL JAY-PORM AND JaY- 
MODE CREATIONS WILL CONTINUE TO BE WHAT §E 
CONSIDER ONE OF THE BEST SHOE BUYS IN AMERICA. 


Be're laying plene for a moch bigger and 
You'll heer gore ebout that later on. But 


Very truly yours, 


JACOBSON BROTHERS 


If there's been any special reason shy you haveu't teen in to 






see us lately, we'd surely like to know. Would it be asking 
too auch that you drop vs @ line on the handy poatage free 
coply card caclosed above? 








trol ended. But the percentage of advance over prewar 
prices is considerably lower in the case of most shoes 
than in many other commodities selling freely in today’s 


markets.” : : 
But Mrs. Customer still isn’t quite satisfied. She pur- 


sues her inquiry further with the question: 

“When will shoe prices be lower?” 

“Many shoe prices are lower today than they were 
just after price controls ended. Because of the situation 
in the leather market and higher wages now being paid 
to shoe workers. we don’t think shoes can be materially 
reduced in price from current levels in the immediate 
future. The leather shortage is worldwide, and due to 
trade dislocations during in and since the war, many 
sources of raw materials are no longer available to 


American tanners. [TURN TO PAGE 96, PLEASE] 
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O. J. Holscheit, a Williams salesman for 20 years, measures both feet of the customer. 
Mr. Holscheit has a personal following of hundreds of San Diego men, and has built up 
in the minds of his customers confidence in his fitting over the years. 


WILL MEN PAY THE PRICE 


DURING the war years retailers found that men were 
grading up in their footwear purchases with little in- 
ducement from merchants. Rationing, the lack of hard 
goods, increased and steady wages plus overtime were 
factors that enabled men to double their outlay for a 
pair of shoes. 

Will these men continue to grade up now that they are 
used to the feel and fit of better grade shoes? 

“Yes,” says H. F. Chapman, general manager of the 
Williams Shoe Store for men and women in San Diego, 
where unit sales of men’s medium and higher priced 
shoes for 1946 were far ahead of 1945 figures and are 
continuing to advance in 1947. It is surprising that 
this upsurge has followed the demise of the city’s huge 
war plants and the resultant thinner pay envelopes. 

Mr. Chapman’s “yes” should be prefaced with a lot 
of big “if’s” that depend strictly on how shoe retailers 


H. F. CHAPMAN 


General manager of the store, who believes 
that shoe retailers can maintain large volume 
of men’s shoe business if they go after it in 
the right way—through quality and service. 
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try to sustain their wartime volume. “I believe that men 
will sacrifice other things to pay more for better grade 
shoes, but they will do so only if they have confidence 
in the shoes, the store, and the shoe fitters,” he says. 

It is the good fortune of the Williams store to be 
under the aegis of intelligent management and mer- 
chandising brains which have provided it with a 
physical set-up that constitutes a well-rounded, suc- 
cessful retail operation. An excellent location, an at- 
tractive modern establishment, buying acumen that pro- 
vides it with well-known branded lines, smart, timely 
displays, good and consistent advertising, have con- 
tributed to Williams’s reputation in the community. 

“Important as they are, these physical attributes can 
be the property of any retailer,” says Mr. Chapman, 
“but they are far outweighed by such intangibles as 
customer service and value, which in turn breed good 
will and confidence.” That Williams's possesses these 
intangibles is clearly reflected in the long list of steady 
patrons who have done business with the firm over a 
period of thirty years. 

One of the outstanding characteristics of the store is 
that although not new, it has kept pace with the growth 
of the community. Although only well-known branded 
shoes in the $10.00 to $16.50 price brackets are carried, 
the store has always catered to people of every income 
group. Its diversified patronage consists of working- 





Joseph H. Parker has been with the firm for 25 years. 
Here he completes a sale by recording customer's 
name, address, size and stock number of shoe. Daily 


records such as these facilitate buving. 


for BETTER Shoes? c= 


“YES,” Says H. F. Chapman of Williams Shoe Store, 
San Diego, Cal., IF They Have Faith in the Shoes, 
the Store and the Salespeople Who Do the Fitting. 


men in shirt sleeves, business executives, professional 
men, and the so-called “carriage trade,” all of whom 
are made welcome here by trained shoe fitters. Careful 
attention to their personal needs accounts for a large 
part of the store’s success. 

“I am firmly convinced that any good will and con- 
fidence our store enjoys and much of its growth over 
the years has been due to the efforts of our salespeople, 
who have backed our store 100 per cent. They not only 
sell shoes properly. They have sold the store to 
thousands of their friends—patrons of Williams’,” Mr. 
Chapman says with pride. 

One of Williams’s salesmen has been with the firm 
for twenty-five years, another for twenty years. Both 
started selling as youths, and though rated as old-timers, 
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they are still comparatively young men. Each has built 
up a following of hundreds of patrons, some of whom 
they fitted with their first walking shoes, and the tele- 
phone rings constantly with inquiries from their ex- 
clusive patrons. All of Williams's salesmen have con- 
fidence in the store and enthusiasm for the merchandise 
they sell which they transfer to their patrons. It gives 
them an assurance that is visible at a glance. 

Although most of the salesmen have developed a keen 
ability to estimate the customer’s shoe size before he is 
seated, they still measure both of his feet. This pro- 
cedure is followed without exception, and no salesman 
ever takes the easy way out of looking at the size in the 
shoes the customer is wearing or asking him what size 


he wants. [TURN TO PAGE 110, PLEASE] 
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HOW To DETERMINE the RIGHT 





THE fitter’s job is not necessarily a 
difficult one, for as we have seen 
previously a thorough knowledge 
of foot anatomy plus a knowledge 
of shoe construction and styling will 
provide the necessary point-of-sale 
background to enable you to sell the 
right type of shoe, and in so doing 
select the styles in this type of shoe 
which will satisfy the customer. 
No two feet are exactly alike. 
however, and nine customers out of 
every ten have some particular foot 
problems of their own. Thus while 
at the outset you may experience 
some difficulty in determining the 
proper type of shoe in the exact 


SECOND IN A SERIES 
OF ARTICLES ON 
FITTING AND SELLING 
SHOES. 


FIGURE Il 
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by HARRY J. SAILOR 


SALES MANAGER for 
Appliance Products Divi- 
sion. TRIMFOOT COM- 
PANY, Farmington, Mo. 


FIGURE I 


style, length and width required, it 
is your responsibility to see that 
each of these important factors is 
“right,” for a properly fitted cus- 
tomer will usually return again and 
again for your shoes and services. 

While men are interested in style 
they are primarily interested in com- 
fort. On the other hand, women are 
definitely style-conscious. and here 
it is essential that while you sell 
fashion, you must sell fashions that 
fit. It is obvious, therefore, that the 
features of a particular type and 
style of shoe must be explained so 
lucidly that the customer will wan‘ 
the proper footwear. These factors 


should be your primary considera- 
tion: 

Have the customer remove both 
shoes so that you may observe the 
general contour of the feet; then 
have the customer stand, for in this 
position you can determine the true 
shape of the foot when bearing 
weight. 

Most poor fitting is due to negli- 
gence in observing the proportions 
of the foot in relation to heel to 
ball. and heel to toe measurements. 
(SEE ILLUSTRATION I.) Here 
the foot designated as No. 1 shows 
a short arch with long toes. No. 2 
shows a long arch with short toes, 
but from heel to toe each of these 
feet is the same length. Obviously 
they cannot be fitted with the same 
shoe if you intend to place the 
“ball” in the “pocket.” Now look at 
the third foot from heel to ball. 
This identical to No. 1, 
but from heel to toe there is a lot 
of difference. Now compare Nos. 2 
and 4. Ball is the 
same, but heel to toe length is not. 

This illustration points up the fact 
that while we are primarily con- 
cerned with heel to ball measure- 


foot is 


measurement 
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FIGURE Ill 


ment, we must also be concerned 
with measurement from heel to toe. 
ILLUSTRATION II shows what 
would happen if you try to fit No. 2 
with the same shoe as foot No. 1, 
or what would happen if you tried 
to squeeze the toes of No. 4 into a 
shoe which properly fits foot No. 2. 

There is also a marked variation 
in the swing of the ball of the foot. 
Compare the feet in ILLUSTRA- 
TION III. The inside heel to ball 
measurement is the same, but the 
outside heel to ball measurement is 
not. Obviously the same shoe will 
not fit both feet properly. 

With these fundamental foot 
variations clearly in mind, you will 
make few fitting errors, for in a 
properly fitted shoe the ball joint 
fits perfectly in the ball pocket of 
the shoe when it is bearing weight, 
and the heads of the five metatarsals 
fit accurately to the tread. Toes are 
straight and uncrowded, and there 
is ample room for them, while at 
the same time the shoe fits snugly 
at the instep, waist and heel. 

ILLUSTRATION IV 
away to show the manner in which 
the foot should rest comfortably in 


is a cut- 
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FIVE POINT 


FOUNDATION FITTING 


In the final analysis, once the proper type of shoe 
and the style have been determined, there are five 
cardinal principles which are fundamental to cor- 
rect fitting: 


1. HEIGHT: The shoe should provide ample height at the 
toe and through the vamp to avoid pinching at the ball or 
through the forepart of the foot. 


2. WIDTH: Sufficient width should be allowed to permit 


the toes to spread freely. 


3. LENGTH: Should allow at least three-quarters of an 
inch beyond the length of the toe to provide plenty of toe 
room yet retaining proper proportional fit. 


4. FULL INSTEP: Should fit snugly for comfort, but pro- 


vide sufficient room so as not to constrict circulation. 


5. SNUG HEEL: Should hold the foot firmly but without 


restraint or chafing. 


any shoe. Note carefully that the 
widest part of the foot is properly 
placed in the widest part of the 
shoe. The “ball” is in the “pocket.” 


It is a good idea to check carefully 


FIGURE IV 


the size shoe the customer has been 
wearing. It is not a good idea, 
however, to simply allow the size 
shoe the customer has been wearing 
to serve as a hard and fast guide 
for fitting the shoe you intend to 
sell him. In no case, however, 
should any change be a radical 
change, unless the old shoe clearly 
indicates that the customer is wear- 
ing a definite misfit. 

The shape of the foot when bear- 
ing weight is a definite guide to the 
selection of a proper last. It is not 
sufficient for the shoe simply to 
conform in general to the dimen- 
sions of the foot; it must also con- 
form to the structure of the foot and 
adapt itself to the mechanics of the 
foot in motion. 

While the average shoe depart- 

[TURN TO PAGE 108, PLEASE] 
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The women’s salon on the main floor is decorated in powder blue and old 

rose. Fluted blonde woodwrk frames long narrow display cases. Celotex 

ceilings, air-conditioning, and combination of direct and indirect lighting 
are used throughout the store. Full-length mirrors facilitate selling. 


FIT Plus FASHION 
Scored Success 


CHARLES KUSHINS 


All-glass doors provide a sweeping view of the Low-heeled shoes in all styles and slippers are featured in “the 

main floor. This is the front of the women’s deck,” accounting for 22 per cent of the total dollar volume of 

salon, where co-ordinated shoes and accessorie; the store. Nautical wallpaper, red leather seats, blond wood fx- 
are displayed in inviting fashion. tures are used in this informal department. 














High chairs for toddlers are highlight of the tiny tots’ department. Shoes for children of all ages are carried in 

They enable the mother to see at close range how the shoe is being this department. The child is fitted, then walks 

fitted. Fixtures are of beachwood. Hand-blocked plaid wallpaper is on platjorm at the right, where mother can 
in red, yellow and green, sounds a gay, informal note. easily see how the shoes fit. 


THE family shoe store has vanished like the American 
Indian, but Charles Kushins, the dean of West Coast 
shoe merchants, is celebrating thirty years of serving 
the footwear needs of every member of the family by 





modernizing and enlarging his Oakland store to take : Pa: 
a S 


care of a business that continues to grow at a pace that 


astounds him and his competitors. =—— ~~ PPT ey ex TSR 5 Wee 
"9 ay Pa Bal *, iS. 


—_ 4 a | 
Charlie Kushins has built his business not only on laine DES. 


serving the family, but also on the correct fitting of 
every foot that walks into his store—no matter what 
the size or peculiarity of that foot—in a stylish shoe. 
He sums up his precepts of merchandising in the order 
of their importance: (1) Fashions of the moment; (2) 
Correct fit; (3) Good value; (4) Well-advertised brand 
[TURN TO PAGE 112, PLEASE] New facade of the Charles Kushins’ Shoe Store 

in Oakland, Calif. Sign is of stainless steel set 


into beige colored terra cotta. Black granite 


Below: Knotty pine adds a masculine touch to the men’s shoe department cutlines the eight windows. 


which is located below street level, but which has the attractive appearance 
of a main floor department. Here men’s shoes are carried in sizes up to 15 


and in widths from AAA to EE. 


x 


Ae 











ditorial outlook 


Taxation and the Price Level 


FACED with a number of possible alternatives, any one 
of which would probably have been politically more 
expedient, the Senate of the United States showed 
wisdom and good judgment in voting for a reasonably 
substantial payment on the national debt in the 1948 
fiscal year, which begins July 1. 

Reduction of the debt by 2.6 billions, a figure that 
staggers the imagination of most of us, doesn’t make 
a very powerful impression on a total of approximately 
a hundred times that figure. Nevertheless, it is more 
than a commendable step in the right direction, because 
it reflects a purpose and a policy to balance the Federal 
budget and do a little something toward reducing the 
nation’s debt burden. 

If the Senate’s purpose is carried forward to accom- 
plishment, confidence in the American dollar will be 
increased at home and abroad. Any lingering danger 
of a runaway inflation will be lessened. 

We hope that in addition to reasonable provision for 
debt reduction, the Congress will also find it possible 
to carry out the oft expressed intention of its leaders 
and make some reduction in Federal income taxes, 
provided that can be done without reducing the appro- 
priations deemed necessary for national defense and 
security in these precarious times. 

The burden of carrying the national debt and the 
extremely high Federal taxes resulting from this and 
other wartime expenditures have been highly inflation- 
ary influences. Only by doing something about them 
can we hope to ease the pressure of high prices on con- 
sumers without undue encroachment on individual in- 
comes, whether these be derived from wages or salaries, 
from the profits of individually owned business enter- 
prises or dividends of corporations. 

Relief from the present high burden of Federal taxa- 
tion becomes especially important at this time, when 
increased costs of state and local government are being 
sharply reflected in higher taxes at those levels. 

When tax rates are too high, they interfere with 
normal business in two ways. On the one hand they 
add to the costs of production and distribution and 
thus increase prices, making it more difficult for cus- 
tomers to buy. On the other hand they dip directly 
into the consumer’s pocket and deprive him of money 
that would otherwise be available for the purchase of 
goods. 

Therefore matters like taxation, the Federal budget 
and public debt are of vital concern to everybody, and 
by no means subjects reserved for the exclusive con- 
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sideration of economists and legislators. Particularly 
are they of direct concern to everybody who is engaged 
in business, for in the final analysis every dollar raised 
by taxes must be paid, directly or indirectly, out of 
the wealth produced by industry. 

Even with the best of intentions and the most con- 
scientious effort, it doesn’t appear that we shall be 
able to reduce the huge government debt or the existing 
high rates of Federal income taxes very rapidly. Since 
these imponderable factors have such a powerful influ- 
ence on the price level, the apparent difficulty of dealing 
with them promptly and effectively constitutes one of 
the reasons why we think relatively high prices for 
most commodities and manufactured products, includ- 
ing shoes, are likely to be with us for some time. 

Actually the American people, like the people of 
other nations, are just now being presented with the 
bill for their participation in the war. Theoretically 
there are a number of ways in which that bill could be 
paid. We could raise taxes still higher and thus liquidate 
it more rapidly. That isn’t very likely to happen for 
various reasons, political and otherwise, including the 
effects on business that we have been considering in 
the preceding paragraphs. As a sovereign nation, 
America could repudiate its debt outright or in part, 
or issue some kind of non-interest-bearing bonds or 
securities to retire the obligations now outstanding. 
Such action, however, would be disastrous in its effect 
on our national credit and for that reason is not even 
to be considered. So the probability is that we shall 
pay the hard way and the long way, through high 
taxes, high prices and gradual debt reduction. 

Consciously or subconsciously, many people have 
assumed that business activity and prices would natu- 
rally follow, in this postwar period, a pattern similar 
to that of the period after the first world war. That 
would call for a break in prices and a recession in 
business activity some time this year. Thoughtful econ- 
omists, however, regard such assumptions as artificial 
and misleading because conditions in 1947 are radically 
different from what they were in 1920. Bank deposits. 
for example, are nearly four times as great now as they 
were at that time. 

Certainly 1920 affords no basis of comparison 
for shoe trade conditions with those of today, when 
world-wide raw materials shortages and trade barriers 
leave little ground for expectation that production 
costs can be substantially reduced in the immediate or 


early future. 
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The world over... 


fine. shoes are made 
; i” ee 
with DAR EX insoles 


DEWEY ano ALMY CHEMICAL COMPANY 
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Reading from left to right: 
Barefoot sandal in red suede 
on flat heel; fine raffia in 
two-color combinations 
making attractive sandal 
and pump; multicolor 
rafia sandal on high 
cork sole. All from 

I. Miller. 


GUIDEP OST 
To SUMMER 


How Important Are Play and Casual Shoes for 
the Coming Summer? What Patterns, Colors and 
Materials Will Be Best Sellers? What Is the 
"Right" Price Range? A Study of What Has Sold 
for Resort Wear Reveals Some Popular Trends. 


Play costume by Claire Mc- 
Cardell in pink and green 
Everfast Equatorial plaids 
with basque top in pink 








Reading from left to right: 


ge Pliers ret <oT5E* Sectgtc 4 j Another barefoot sandal, 

‘ SESS JP this time on high cork sole 
ARR OGLE S SFA SS SS with Black crushed leather 

fl \ SSAC Se tis upper; two pumps, one on 


S a high heel, the other on a 
9 low heel, both of multi- 
colored’ striped materia! 
made in Guatemala for Lord 

& Taylor. 





Reading from lIeft to 
right: Barefoot sandal in 
natural colur leather with 
removable T-strap; foot- 
hugging shoe in suede 
cloth in green, yellow 
and navy with red sole: 
another use of this color 
combination in leather: 
very open pattern in all. 
over white suede cloth. 


—_— and whenever warm 
weather calls for cotton dresses and play clothes, there 
you will find a demand for shoes to match them as 
informal, cool and gay as they are. This has been the 
experience of merchants who have done a southern 
resort business this past Winter and this is the expecta- 


tion of many more retailers for the coming Summer. 

Price will be an important factor, they consider, 
and volume business will be in shoes selling for under 
$10. One large buying office places the right price 
for the average consumer as lying between $4 and $9 
for this type of shoe. In high style, high price stores, 
prices, obviously, can be somewhat higher, but even 
here $15 is a good top price to quote. 


Right price, smart styling and good workmanship are 
the three elements that the customer is always looking 
for, but now more than ever, since she feels she can 
be more selective in her buying. The styles in play shoes 
that have been best sellers for southern resort wear in 
four New York stores are illustrated here and show a 
wide range of choice . . . thick cork clogs with raffia 
or leather uppers; raffia sandals and pumps on wedge 
heels; naked and barefoot sandals; multicolors in 
striped fabrics, raffias, leathers and suede cloth; solid 
colors in white suede and suede cloth, in red suede 
and in natural color leather; sandals, pumps and very 
open sandals and step-ins; thick and thin platform 

[TURN TO PAGE 109, PLEASE] 


by ELEANOR RUTLEDGE 


Reading from left to right: 
White suede sling on wedge 
in daylong casual pump; 
heavy raffia sandal with 
thick rope sole; white suede 
sandal on high wedge heel 
with red snakeskin platform 
covering. Florsheim. 





For every special Spring Promotion 


and for everyday selling, too... = 


four prettier 


new fashions 





Nitti “ eez- 
ee di 
os 
Good Housekeeping, April f Me 
ZIG ZAG and SCUFFALONG : 


Ladies’ Home Journal, April 
BEAUKNOT 


Mademoiselle, May 
BAND-BOX 





Seventeen, May 
ZIG ZAG and SCUFFALONG 


Junior Bazear, May 
BAND-BOX 


Here are Oomphies indoor footwear 
types with customer-demand behind them— promotable, 
smart, ever prettier—and nationally advertised. Priced to meet 
today’s market, yet still constructed the Oomphies way. 
To display them is to build a really 
profitable department. 
137 Varick St., New York 13 
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Above: Exterior of the Ansonia store on Lincoln Road is starkly 
modern. Show windows are scaled in size to control the amount of 
brilliant sunlight which enters the store. Left: At night, the trans- 
parent globe at the entrance is illuminated, offering a bright display 
which draws the attention of the people passing the store. 


b TROPICAL STORE 


Lejt below: Irregularly shaped niches are used in panels and 

walls to provide attractive displays for single pairs of shoes. 

Below: This island selling unit doubles as a display. The ceiling 
pattern is reflected in the colors of the flooring. 




















AN EXCELLENT example of suiting the store to the 
clientele it serves is afforded by the new Ansonia Shoe 
Store which opened recently on fashionable Lincoln 
Road in Miami Beach, Fla. People at resorts are in a 
light and gay mood, and stores which serve them must 
reflect this gaiety. Color in the tropics must be handled 
carefully to provide brightness without glare, accent 
without oppressiveness. 

The decor of the Ansonia store, designed by Morris 
Lapidus, architect, fulfills these requirements and places 
emphasis on the judicious use of light and space. The 
result—a tropical store in a tropical setting, bright, 
cool and inviting. 

Exterior of the store is startlingly modern in treat- 
ment. Show windows have been scaled down, in size, 
so that the dazzling Florida sunlight does not flood the 
interior. Smaller windows mean smaller, more po‘nted 
displays, which, because of their concentration, put over 
a selling message at a glance. Immediately before the 
entrance is a large globe of metal, plastic and glass. 
Used for display, this transparent sphere draws the at- 
tention of passers-by, particularly at night when its 
bright illumination contrasts with the surrounding dark- 


The New Ansonia Shoe Store in Miami Beach, Fic., Is Strik- 
ingly Modern in Treatment, While Offering Resort Custom- 
ers a Cool, Attractive, Inviting Place in Which to Make 
Their Shoe Purchases. Judicious Use of Color Provides a 
Bright, Yet Extremely Comfortable, Atmosphere. 


ness; it likewise adds a most unusual decorative note. 

Within the store, color is used to convey a gay, cool, 
Summery feeling. Selling areas are marked on the 
carpeting by means of contrasting colors. Rose color 
is used for the selling space, and forest green for the rest 
of the floor. Upholstery is of lime-yellow leather, cool 
and inviting, while lime-yellow canvas is used as a back- 
ground for the chairs. 

Brightly painted posts pick up the colors used in the 
store, and ceiling patterns are used both as attractive 
decorative motifs and to provide spotlight illumination 
for displays. Irregularly shaped niches in the walls 
offer attractive opportunities for single pair displays, 
while heightening the modern feeling of the entire 
establishment. At one side of the store, a curved screen 
wall is covered with wallpaper decorated with vari- 
colored pastels, and a brightly colored parakeet in one 
of the wall niches emphasizes the tropical character of 
the salon. 

With Florida’s growth in popularity as a vacation 
land and its fame as a fashion center has come a note- 
worthy trend toward finer stores, of which this new 
Ansonia shop is a conspicuous example. 


in a TROPICAL SETTING 


The curved screen wall at the right is covered with wallpaper. 
The egg-crate arrangement on the ceiling pr: i 
illumination of displays in the le 
parakeet is placed in one of the wall niches. 


ides for spotlight 
background. A colorful 


The wrapping desk and floor cases are quilted 
in lime-yellow leather. Drawers behind the 
wrapping desk serve as storage space for bows 
and other ornaments to be sold separately. 
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= ey Enthusiastic Conformal dealers find 
ae Ax Conformal’s combination of style and 
‘y 


sa. y comfort means more money in their tills. 
ti ' (A They universally agree that Conformal 
¢ ) 





is the Leading Shoe in Its Field. 
— THE LEADER IN iTS FIELD: 
For Smart Styling. 


For Custom-Fitted Comfort.* 
For High Percentage of Repeat and 







Recommended Sales 










*The famous Conformal 
patented plastic insole as- 
sures personalized custom 
fit for each individual foot. 








Line on Display 


National Shoe Fair 
New York 
Rooms 408—410 
Hotel McAlpin 
April 27—May 1 





CONFORMAL SHOE COMPANY «= DIVISION INTERNATIONAL SHOE COMPANY «© ST. LOUIS 


74 Boot and Shoe Recorder 








— ee, 











em 


1 “Ese. 








Sead i) NOU ¢ Pe 


: at 


Fimaas 


your - 
mel @ / 
as SMEe 


4 








GULL pp 
SS, 


~ 
RRR Ot 







VOtume |; NUMBER 


Et” 


it 
st F 


yom - Z se Soe tee 
MWh Bea 





x8 \ 24-HOUR SERVICE 
_ oo’ \ on playshoes to high fashions, 
-- - of € ps \ in $5 to $12 retailers 


wake SHOE CORP. 


‘ 152 DUANE STREET - NEW YORK 13, N. Y. 
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Showing the Shoe 


and 


Telling the Story 


Chapter Four in a Series 
by EDWARD ROSE 


WHEN you show Madame La Customer a shoe, just 
how do you go about it? 

There are as many ways of presenting a shoe as 
there are individuals in the retail shoe business. 

Let us not mention the hundreds of wrong ways of 
presenting shoes. Let us not talk about salesmen who 
stand wordlessly dangling a shoe before a customer 
waiting until she either says, “That isn’t what I want” 
o: “All right, I'll try it on.” 

Of course there’s no need to speak of that odious 
salesman discussed in the last chapter who holds the 
shoe up from halfway across the room and asks, “This 
isn’t what you want, is it?” 

No, let us dispense this once with the wrong way 
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of doing things. This time let us not have Madame 
La Fertl even stop in our store. We know we'll do 
everything wrong just as we did the last three lessons. 
Let us rather follow her into our competitor’s store 
where that shrewd salesman is. Let us see how he 
presents shoes to a customer. 

Today Madame La Fertl wants a black tie, some- 
thing pretty for Spring. The salesman finds the shoes 
he thinks will suit her best and slips it onto her foot, 
laces it, and says, “This is one of the newest styles we 
just got in for Spring.” 

See? A few words of grace. A few words to brighten 
up the shoe. A few words to make it seem more valuable 
to the customer. 

A few words that must be appropriate. The sales- 
man, having found out what the customer wants, says 
something to make the shoe and the customer’s wants 
seem one. If she had asked for a walking shoe, th= 
salesman would have said, “This is an exceptionall; 
comfortable shoe. Notice how soft the leather is,” or 
“See how snugly it fits at the heel.” 

If the customer complained of foot trouble, the sales- 
man might have slipped an arch shoe onto her foot and 
said, “Notice how the arch holds your foot when you 
put your weight on the shoe. You'll be able to walk 
and stand much better with arches like that under your 
feet.” 

For Mrs. Fertl’s son, Chuckie, the salesman would 
say, “This is the toughest shoe we have in the store. 
It will last a good deal longer than the shoes your son 
just wore out.” 

If the customer is especially interested in economy, 
the salesman s‘resses the point that not only are th 
shoes reasonable but they will give remarkably good 
wear. Two strikes here for economy. 

When presenting a shoe, the salesman always says 
something, the words of grace, the introduction to the 
shoe. He doesn’t talk just to hear himself. He says 
something with a purpose. He knows that each cus- 
tomer looks for a shoe for a different reason: com- 
fort, beauty, to make the feet look smaller, better fit, 
economy, foot trouble, etc., etc. The salesman brings 
out whatever point or points will make the shoe more 
desirable to that customer he is waiting on. 

He is above all careful to say nothing that will make 
the shoe seem commonplace, or second choice, or unde- 
sirable in any way. 

He doesn’t say, “This is the nearest thing to what you 
want,” but rather something like this, “If you'll try 
this patent leather number on, you'll find it just as soft 
as the kid you asked for and much prettier. Patent 
leather’s the big seller this Spring.” 

He won't say, “This is the only style we have in 
blue,” which gives the customer a no-choice, it’s-the- 
last-pair-of-an-old-style idea. Rather he'll say, “Here’s 
something very pretty in blue. All the new numbers are 

[TURN TO PACE 102, PLEASE] 
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No need to be out of sizes 


Little Yankee Stock Service 
ships what you need in 24 hours! 


Tue TALK OF THE TRADE for the past year has been 
the way Little Yankees have kept up stock service 
—WE SHIP OUR ORDERS WITHIN 24 HOURS OF 
RECEIPT. In the Fall of 1946 we averaged 95% 
complete delivery immediately upon receipt of stock 
orders—and many dealers found us shipping 100%! 
We are told this is a remarkable record—especially so 
in such times as these. 

You can begin doing business immediately with 
Little Yankees—and you need never be “out-of-stock.” 
Keep your inventories at minimum, we'll keep your 


These are the shoes 











customers happy on the stock items shown on this page. 
Instead of saying “Sorry!” say, “I'll have it for you the 
end of the week—sure!” 

Our top-notch “at-once delivery” is one of many 
reasons so many dealers have taken on the Little 
Yankee line. Our price structure is another great ad- 
vantage—it puts our dealers in an excellent position 
to get the mass consumer business. 


NEW DEALERS: In communities where we are not 
represented, we invite inquiries and orders from good 
shoe merchants. 


for at-once delivery! 








Sizes 8%-12 B,C, D,E 
Sizes 12%- 3 B, C, D, E 








SADDLE 
White with brown saddle. 


Rubber sole. 
Sizes 12%-3 A, B,C,D $3.60 





Sizes 1242-3 A,B,C,D $3.60 





VANE, 
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BAREFOOT 


Brown 
Sizes 6%- 8 B,C, D $2.55 
Sizes 844-12 8, C, D 2.85 





PRICES F.O0.B. FACTORY. TERMS: 5%, 30 DAYS 


“GREAT 
SHOES 
FOR LITTLE 


LITTLE YANKEES :%:. 


Direct orders for Little Yankee in-stock shoes to THE YANKEE SHOEMAKERS, NEWMARKET, NEW HAMPSHIRE 
SALES OFFICES: Marbridge Building, 47 West 34th Street, New York 1, New York * Haas Building, 219 West 7th Street, Los Angeles 14, Cal. 
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MOHAWK 
““uapfie-Tred” 
CARPETS 





ea Living room 
House of Years 
carpeted in 
Mohawk 
Shuttle-Point 
W. & J. Sloane 
New York 





MOHAWK’S THE MODEL FOR MODEL ROOMS! 


Stores that Sell the Finest Home Furnishings — 
Set Off Their Displays with Mohawk Carpets! 


You too will find that it pays to use craftsman-woven Mohawk 
Carpets in your furniture groupings. There are patterns 

for every decorating style—while Mohawk Foundation Colors 
harmonize with each other, with modern color trends, with 
B. H. F. shades! No wonder Mohawk is first choice with 

sO Many Customers. 


And of course Mohawk wearing qualities count heavily with 

your customers. Because they’re made from long-lasting d 
Resilient wools— Mohawk carpets give years and years of 

beautiful service! > 





MOHAWK CARPET MILLS, INC., 295 FIFTH AVENUE, NEW YORK 
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The 
“Teen Age 
Club 


and those who have 
the ‘teen age feeling 

























FASHION WELTS FOR YOUTHFUL WOMEN 


... a nifty line-up of smart sad- y 


dles, clever casuals, and smooth 7 





Ss. business for you in one of 


“fastest-growing markets: The 
“Se "Teen Age “Club”. 
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METROPOLITAN SHOE COMPANY 
DIVISION of CRADDOCK-TERRY SHOE CORPORATION ynchburg, Virginia 
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more 
sales 


It's easy to fit odd size feet when you sell Trimfoot Appliances. They 
slip into the shoe and relieve the discomforts that customers often 
blame on the shoes. That saves sales and minimizes returns, and 
helps you build profitable repeat business for shoes and appliances. 





You'll find Trimfoot appliances particularly easy to sell to women 
who wear fashionable shoes and suffer the discomforts of “high heel 
strain.” Women are quick fo recognize the relief these appliances give 
from “high heel strain” and often buy an extra pair for other shoes. 


You can get extra profits and give your shoe salesmen extra money 
the Trimfoot Way. Write to Trimfoot today and ask the Trimfoot 
Man to visit on his next trip. You'll recognize him by the dollar bill 
in his breast pocket. It's the symbol of extra sales and extra profit. 


APPLIANCE PRODUCTS DIVISION 


Tecnefooe 


TRIMFOGT COMPANY-TRIMFOOT TERRACE-FARMINGTON, MISSOURI 
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TRADE QUIET IN BOSTON 
STORES 


Rer AIL trade continues quiet in Bos- 
ton shoe stores and departments, al- 
though few, if any, show a loss in 
dollar volume over the same period 
last year. The decrease in unit pair 
transactions is least in stores which, 
over a period of years, have built up 
a reputation for careful fitting, par- 
ticularly of hard to fit feet. 

The opinion of most merchants is 
that no real test of the public’s will- 
ingness to buy shoes in volume at cur- 
rent price levels can be expected be- 
fore the advent of much warmer 
weather. Even Easter buying, they 
feel, unless higher temperatures pre- 
vail, cannot be accepted as a reliable 
indication. About the only fact which 
can be reported now with any degree 
of accuracy is that sunny days con- 
tinue, as they have in the past, to 
bring more customers into the stores 
than are seen on cold, wet days. 

Black is the most popular color to 
date—in patent, calf and kid leathers. 
This is true in all stores and irrespec- 
tive of grade. The higher grade stores 
report an increased demand for closed 
back types; the medium and lower 
grade stores continue to sell open 
back models. Even black kangaroo 
leather is making a bid for acceptance 
in one Tremont Street store—that of 
A. S. Beck & Co. 

The Kays-Newport stores on Tre- 
mont and Boylston Streets, are promot- 
ing three styles in black suede, priced 
from $9.95 to $16.95; and one style 
in black patent at $12.95. The suede 
shoes are, respectively, a closed back 
closed toe pump with strap carrying 
a buckle at the side of the vamp; an 
open back, open toe model with 
buckled ankle strap; and a sandal 
type with lattice-work vamp. The pat- 
ent shoe has open toe and heel and is 
decorated with multi-colored stitching. 

Wilbar’s, making a play for the 
teen-agers, has introduced a new line 
of flats. The quarters are closed with 
two straps carrying brass buckles and 
the shoes come in red elk, grey and 
black suede at $7.95. 

Another promotion, also appealing 
to the high-school set, was one re- 
cently held by the Jordan Marsh Com- 
pany—an offer of loafers with hand- 
sewn vamps and saddle oxfords of 
pigskin leather with brown calf sad- 
dles—both at $4.95 per pair. 
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Coward’s, at 30 West Street, is hold- 
ing a clearance sale of 700 pairs of 
open toe, sling type shoes at $5.95 in- 
cluding black suede, black, brown 
and red calf, black and blue crushed 
kid, and black gabardine with reptile 
trim. These formerly sold for $8.95 
to $11.45. Included in the sale, at the 
same price, are closed-toe ballets and 
other step-in types which formerly 
sold for up to $9.95. 

= = 


COLOR LEADING IN 
ST. LOUIS STORES 


CoLor has taken the spotlight in the 
merchandising of Spring shoes in St. 
Louis. In both interior displays and 
windows, in the large department 
stores and small retail outlets, shoes 
in navy, red, green and wine colors 
have been featured. Browns, grays, 
blacks and coppers also have been pro- 
moted considerably. 

Both navy and red are running 4 
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THE IN-BETWEEN HEEL 














The in-between heel, popselar sew 
height for dressy shoes, is emphasized 
in this faskion by Levy's, Mem 
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close race for tops in popularity, with 
most buyers giving navy the nod while 
others contend that red is creating just 
as much an appeal. In gauging color 
interest beyond navy and red, the 
colors most in demand following the 
two leaders probably are green and 
brown. 

From the standpoint of style most 
shoe men agree that closed heel, open 
toe calfskin pumps rank first, with the 
demand good for slingback open toe 
types. Generally, there is a lack of 
enthusiasm for closed toe-closed heel 
shoes, although some are being fea- 
tured. 

While some retailers predict that the 
demand for this type will be more 
noticeable by Fall, others have stated 
that the closed-up shoe probably will 
never attain its former status because 
women have learned to appreciate the 
greater comfort afforded in the opened- 
up styles. 

Other styles featured in Spring 
showings include sling pumps with and 
without platforms in calf, patent and 
suede, and some reptiles. Reptiles, 
although reported to be low in inven- 
tories, are featured in open toe slings 
in alligator and lizard in brown and 
lizard platform slings in red. Sandels 
and other open types also are featured. 

Leather bags in bright colors match- 
ing shoes are also being promoted in 
shoe departments of leading depart- 
ment stores and some smaller outlets. 
Many are priced in the $35 to $50 
range to sell as companion items to 
$20 and $25 shoes, in higher priced 
departments. In spite of a talk of 
price resistance, generally, they are 
reported to be moving. 


SPRING BUSINESS STARTS 
SLOWLY IN NEW YORK 


N EW YORK merchants comparing 
business with 1946 admit that the fig- 
ures in their women’s departments 
show a favorable increase over normal 
prewar years. It is the phenomenal 
record of the same months last year 
that causes them to shake their heads 
over 1947. However, the general opin- 
jon is that the coming three months 
will tell the tale to the entire shoe in- 
dustry. “If they don’t buy in March, 
April and May, then when will they 
buy?” asked one merchant. 

Price resistance, while noticeable in 
many departments and stores, is not a 
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universal condition, according to some 
upper Fifth Avenue and high style. 
quality stores. In these, say buyers 
and department managers, women who 
have formerly been willing to pay 
twenty dollars and over for their shoes 
in the past continue to pay these prices 
for quality shoes, especially in well- 
known and branded lines. Even 
though most stores report a decline in 
the number of unit sales, but not in 
dollar volume, several stores report 
a return to the old kind of business 
where a customer buys several pairs. 
They also note the fact that sales clerks 
are returning to their old methods of 
selling, in other words of making the 
shoes attractive to the customer by 
their manner of presenting and fitting 
them. 

Navy, patent leather, reptiles are 
selling well in some stores, where, in 
some instances, the inventory is not 
sufficient to meet the need; other stores 








report that Spring business is starting 
a little slowly. Some dark colors are 
selling in reptiles, as well as in the 
high shades, especially red. Suede is 
still the most popular leather in some 
stores. The demand for closed shoes 
on medium heels continues. Flats are 
very good in some stores; seem to have 
declined slightly in others. 

Some stores report a very good busi- 
ness for Southern resort wear. Multi- 
color rafias and Guatemalan striped 
fabrics and thick cork clogs have been 
very good sellers. The business in 
spectators points to a big Summer 


season. 
oo.» = 


NAVY LEADS CHICAGO 
SELLING 


ALTHOUGH cold weather continues, 
there are many signs of Spring in the 
shoe departments in Chicago as weil 
as in customers’ selections. Navy is at 
present in big demand, and no retailer 
has enough stock in this color to satis- 
fy the demands of his clientele. Pat- 
ents, too, come in for consumer atten- 
tion, but not to the same extent as 
navy. Field’s have advertised several 
times on this popular color, as have 
Joseph’s, O'Connor & Goldberg and 
Walk-Over. 


It is interesting to note that the vast 


THE STORE FOR MEN 
MARSHALL FIELD & COMPANY 








cee 


Marshall Field & Company's Store for 

Men invites Chicago customers to 

complement their clothes with “hand- 
crafted, smart-looking shoes." 





majority of models advertised feature 
open toes, if not open backs also. This 
typifies what most shoe men here say 
about the general demand: that most 
women still prefer the open shoe to 
the all-closed one. It is perhaps signifi- 
cant that in high priced models one 
notes a preponderance of the ll- 
closed shoes, while in the medium and 
lower brackets it is the open that pre- 
dominates. That the ail-closed shoe 
will forge to the forefront of demand 


by next Fall, all shoe men seem to 


agree, but they say the demand for it 
at this time is relatively insignificant. 
In novelty leathers, such as cobra, 
lizard, etc., red is getting considerable 
demand. It is being asked for both in 
classic opera pumps, as well as novelty 
strapped sandals and pumps. Russet 
brown, too, is on the increase in 
popularity. While those houses which 
cater to a novelty trade include green 
in their stocks, retailers say this color 
is not so much sought after as red. 
Among teen-agers, red is coming to the 
front of the picture. Moccasin and 
loafer-types fashioned of elk or other 
sturdy leathers when shqwn in red sell 
as quickly as they come into stock. 
Children’s shoe sections have been 
very busy for the past month. High 
school girls are asking for more novel- 
ty types. They still buy flats, loafers. 
saddles, for their staple wear, but 
when buying dress-up shoes, they want 
“fancies” — cross-strapped vamps, 
ankle straps or pumps with novel bows 
or buckles. With their mental eye 


focused on the coming Easter parade, 
they want something different from the 
staples they had to choose from dur- 
ing the war years. 

+ 2s 


SPRING SHOES HIGHLIGHTED 
IN TWIN CITIES 


Minneapolis. 


SPRING trends are taking on definite 
form with shoe departments and salons 
playing up displays of footwear with a 
costume look, designed to complement 
certain types of clothes. 

Closed heel and toe styles are on the 
way up in popularity. Although not 
shown in quantity, sale of these types 
shows that they are high in favor with 
the public. 

Lightweight calfskins and suedes are 
the major leathers in popularity, with 
reptiles strong in higher price 
brackets. 

Regular sandals and ankle straps 
are selling well, but sling pumps are 
bringing heaviest sales. Higher front 
shoes are in the foreground. High col- 
ors, black and brown, all are popular. 

Maurice L. Rothschild showed a 
sandal in alligator designed to show 
the line of the foot gracefully, with 
strapped toe and ankle strap. Another 
ankle-bracelet sandal was striking in 
black patent leather with gray snake- 
skin trim, with platform sole. 

C. M. Stendal suggested “Heel-in- 
Toe for tailored loveliness” in black 
calf and brown kid, and in black or 
brown doeskin. These had stitching on 
the vamp ending in tailored bow. 

Roy H. Bjorkman featured a group 
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of sandals and pumps, with black 
suede predominating. A black suede 
sling pump had cross-strap toe. This 
was also shown in red or toast al- 
ligator. Another black suede was 
styled as a Grecian sandal with a mod- 
erate platform sole. 

Boll’s stressed comfort with smart- 
ness in a black or tan baby calf with 
alligator calf trim. 

John W. Thomas & Co. featured 
sling pumps in brown calf or black 
patent with bow trim. 

Donaldson’s accented styles to ac- 
company suits. One especially popular 
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Here it is - 


the smashing full color page that launches 
the Spring 1947 advertising campaign 


Wright Arch Preserver Shoes are designed, built and styled 
for busy men, for successful men, for foot-active men. To 
such men, through consistent effective advertising in Time, 
Newsweek and Esquire we continue to bring the exclusive 
story of comfort features precision-built into each individual 


pair of Wright Arch Preserver Shoes. 


E. T. WRIGHT & CO., INC. 
Rockland, Mass. 













Custom styling 
in Sturdy Scotch Grain. 














headin’ the class 
SOLES BY Rajah 








You may not be Phi Beta Kappa, but you've got the 
key to customer comfort in shoes with RAJAH SOLES! 
Study up on these better soles, mention their cradle- 
comfort and their longer wear . . . you'll get top marks in 


the College of Sales Knowledge! 


AS ADVERTISED 


wn CAQUUCL. 


U.S. PAT. OFF. 





Kajah SOLES 
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model had stitched detail and exten- 
sion sole. 

Young-Quinlan stressed dressy town 
pumps, with the new “covered up” 
look. Black calf or brown suede was 
che leather in a fast-selling style which 
had a grooved bow, a slim heel and 
stitched trim. 


St. Paul. 


EMPORIUM SHOE SALON featured 
a pump with the new closed look with 
bold white saddle-stitch trim in russct 
or black calf. A patent opera pump, 
closed heel and toe sold well. Well 
liked was a black lizard-calf for after- 
noon and evenings with bracelet strap 
and lattice-work vamp. 


ey 


Macey’s showed dressy sandals in 
soft suedes, black or brown, bracelet 
straps with broad strap vamp, high 
heels with buckle trim. A group of 
street shoes, high and flat heels, varied 
from sturdily built ties to pumps with 
rolled bow trim. A black patent had 
perforated trim on vamp and flat bow. 

Field-Schlick featured the taller 
look. Tall, thin heels were stressed in 
@ patent pump and in an open-toe 
closed heel calf pump. Featured were 
alligators for suits. 

Schuneman’s, Inc., tied quality with 
Spring styles in an oxford of Calcutta 
lizard in brown, Army Russet and 
black. Army Russet is selling well 
here in calf pumps. 

Bannon's featured a group of patents 
in many styles. Pumps with broad 
strap vamp, closed heel moved well. 
Comfort was stressed in a stitched 
trim, medium heel oxford of black 
leather. 

Suedes in black with patent piping 
and high platforms were featured at 
Newman's. Both sandals and pumps 
had crossed strap vamps. Classic 
slings in black and colors moved well 
here. Cross-strip toes were the fea- 
tures of a Spring style sandal which 
was shown in black, brown or blue calf 
and in black patent. 

At the Golden Rule salon black calf 
sling pumps moved well. Gay red calf 
spectator pumps had good sale. A 
black calf sling Pump with cuban heel 


was a favorite. 
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FAIR VOLUME OF SALES 
IN OMAHA 


CONTRARY to late 1946 predictions, 
consumer resistance to higher prices 
in shoes has shown no general increase 
during the first two and one-half 
months of 1947, and women’s shoe 
departments in Omaha, featuring high 
fashion merchandise report a con- 
tinued fair volume of sales in the $20 
to $25 price bracket, although this 
clientele is necessarily limited. Dollar 
volume for Jannary, February and 
early March was reported to be run- 
ning 10 to 35 per cent ahead of 1946, 
with largest increases experienced in 
men’s shoes. 

Famous brand names have been re- 
quired to sell shoes in the higher price 
brackets, especially in women’s shoes. 
The sling pumps and sandals con- 
tinued as the most popular styles. 
Heaviest volume has been in medium 
priced shoes in well-known brands, and 
casuals in this category have responded 
especially well to newspaper and win- 
dow display promotion. Saddle shoes 
and loafers have shown no sign of 
losing favor with the high school and 
college girls. 

Most resistance to price has been 
noted in children’s shoes. Parents who 
formerly purchased shoes for their 
youngsters at $2 to $3 are voicing con- 
siderable protest to present prices. 
Women do little protesting against 
prices up te $17 on known brands, but 
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are tending to turn thumbs down on 
fabric and plastic materials. Most 
buyers reported little price resistance 
in men’s shoes. 

Buyers said that inventories are in 
much better shape than they were a 
year ago, with considerable variety in 
merchandise available for women. 
Supply of calfskin is shortest, while 
demand still exceeds supply for soft 
leathers, including kid, in general. 
While black remains the number one 
color, browns also are selling well, and 
the demand for red is increasing as 
Easter nears. Reds were said to be 
outselling blues late in February and 
early in March. 

While more men’s dress shoes were 
being delivered than a year ago, buyers 
said these lines were being sold about 
as fast as they arrived. 

A number of Nebraska shoe stores 
will be affected if Legislative Bill 475, 
placing an occupation tax on trading 
stamps, is enacted -into law by the 
Nebraska unicameral legislature. In- 
troduced by Sen. John F. Doyle of 
Greeley, the measure provides for pay- 








ment of an occupation tax by a per- 
son, firm or corporation who offers any 
stamp, trading stamp, cash discount 
stamp, check, ticket, coupon or other 
similar device which will entitle the 
holder thereof to money, goods, wares 
or merchandise. 

The bill fixes a state occupation tax 
of $500 and a county occupation tax 
of $250, both to be paid annually. 
The county tax must be paid to each 
county in which the firm does business. 
and if more than one such place of 
business is operated, a separate state 
and county occupation tax would be 
paid for each place of business 

Penalty for violation of the act 
would be a fine not to exceed $1,000. 
or imprisonment in the county jail not 
exceeding three months. 

A number of boys’ shoe departments 
especially in Omaha, Lincoln and other 
large towns of the state, now offer cou- 
pons redeemable in merchandise. 
Trading stamps also are given with 
shoe purchases in a number of cities. 
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... lady, we can tell you why 





MATERIAL TO FINISHED PRODUCT 
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Creative ingenuity went into their styling—and because flexibility 
and cushioned comfort are “musts” in fine 


footwear, you're stepping along on ONCO Insoles. 


it’s twice as smart to use Once insoles 


They have everything you, as a manufacturer, want in 
shoemaking characteristics. They're always uniform 


in texture and thickness—their easy “working” qualities 





give shoe craftsmen a decided plus. 





One Company Control means uniform high quality 


From raw material to finished product, the manvu- 
facture of Onco Insoles is entirely in the hands of 
Brown Company. Scientific controls assure you of 
uniform high quality, unvarying texture and thickness 
— important reasons why more Onco Insoles are used 
than any other kind. For further inlormation, witie: 


Brown Company, 500 Fifth Avenue, New York City. 


ONCO INSOLES— 

ONCO BASE for Sock Linings and Heel Pads — 

ONCO PLUMPER STOCK for Slip-lested shoes — 
are products of Brown Company. 


* Reg. U.S. Pat. Of. 














RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Marwapiclarting oi Markets 


New York 


On THE eve of a strike vote here, agreement was reached 
recently on a new contract between Local 54, Joint Coun- 
cil 13, United Shoe Workers of America, and the National 
Slipper and Playshoe Manufacturers. The contract, which 
involves 100 to 110 manufacturers and 5000, to 6000 work- 
ers, embodies provisions for a 5-cent-an-hour increase for 
workers earning $1.50 or less and 65-cent per hour mini- 
mum wage, and is the result of compromise with orig- 
inal union demands of a 25-cent increase and 70-cent 
minimum. 

The settlement was made against a backdrop of a weak 
and uneasy stock exchange, soaring wheat prices and basic 
commodity price indices and in a segment of the shoe 
industry that has had to face up to the heaviest shock of 
consumer and buyer resistance. Of the 100 or so manufac- 
turers of slippers and play shoes concerned by the 
negotiations, observers within the industry have estimated 
that little more than 20 are at present engaged in produc- 
tion. The questions which naturally arise are: what will 
be the effect on these manufacturers if this wage increase 
cannot be absorbed without raising prices, and can the 
boost in wages be absorbed? 

In any event, the labor situation here is likely to be a 
peaceful one for the ensuing eight months. Contract with 
the 5500 shoe workers of the 65 manufacturers represented 
by the New York Shoe Manufacturers’ Board of Trade was 
settled in January (wage increase of 74% cents an hour). 
Future months will tell whether the heavy wage increases 
that have occurred throughout the industry can be sup- 
ported by postwar markets. 


> Boston 


Axzout the only development of significance during the 
two-week period ended March 8 was the increase in the 
number of bank loans made to factors in the shoe industry 
in Boston. Most of these, it is reliably reported, have been 
made to jobbers and wholesalers who, with somewhat heavy 
inventories of which they have thus far been unable to rid 
themselves, find themselves in need of money to finance the 
buying of the newer shoes just coming on the market for 
late Spring and early Summer selling at retail. There are 
similar reports of loans to retailers, it may be noted. 
They are not ordering as heavily as they have in the past, 
however. Nor are the manufacturers placing orders for 
raw materials in as large quantities as they did immedi- 
ately following decontrol. The index of orders placed in 
the shoe and leather industry of Massachusetts, as compiled 
by the iated Industries of Massachusetts, shows a 
downwi trend. Whereas orders placed last December 
were r cent greater in volume than in the month 





of November, orders placed in January of this year were 
only six per cent greater than in December, 1946. 

At a recent meeting here under the auspices of the 
Executive Committee on Economic Foreign Policy, the 
New England Shoe and Leather Association, represented 
by its executive vice-president, Maxwell Field, placed it- 
self on record as opposed to the present draft of the 
charter for the International Trade Organization of the 
United Nations. Pointing to the fact that a number of 
the nations represented on the committee appointed to 
draft this charter encouraging world trade, are now enforc- 
ing trade embargoes and restrictions on hides, skins, 
leather and shoes, Mr. Field recommended the inclusion 
of two provisions in the charter—first, the final approval 
by Congress of all reciprocal trade agreements negotiated 
by our government; and, second, the revision of the char- 
ter to provide for the establishment of industry advisory 
committees who would be consulted not only before ap- 
proval of the final drafts of this charter, but also, in the 
negotiating of future reciprocal trade agreements coming 
within the scope of the work of the International Trade 


Organization. 
St. Louis 


DESPITE talk of eventual reduction of wholesale shoe 
prices, manufacturers continue to stress labor and leather 
costs as prime factors in forcing them to maintain prices 
at present levels. Both the United Shoe Workers, CIO, and 
the Boot and Shoe Workers Union, AFL, reopened con- 
tract negotiations late in February with the International 
Shoe Co. and Brown Shoe Co. for a general increase in 
wages. 

Any new wage levels arrived at in these conferences 
probably will spread te other manufacturers here, if the 
pattern of last Autumn’s negotiations, which began with 
International and Brown and then extended to other parts 
of the industry, is repeated. Though the hide and leather 
market reacted negatively at practically the same time as 
the government’s export hide quota for March had been 
announced, manufacturers placed little significance on the 
action as being the forerunner of a general easing of 
leather. 

To the contrary, most spokesmen were emphatic in 
expressing a belief that the high demand for wanted 
leathers would prevent any easing in the immediate future. 
While opinion varies on the question of whether or not 
the government will allow export contracts to lapse, spokes- 
men for the industry feel that if controls are taken off 
such action wil] delay any future trend for the reduc- 
tion of wholesale prices. 

Some parts of the industry reflect a belief in the arrival 
of lower prices by early Summer, although others speak 
of the beginning of a trend where the price tag will mean 

[TURN TO PACE 102, PLEASE] 
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Guild House Plan An 





Effective Development 


Stores Will Earn Reputation for Being Service Centers 
for Better Grade Shoes and Accessories 


by ESTELLE G. ANDERSON 


ONE of the important merchandising developments in 
the field of women’s footwear has been the launching 
of the Guild House stores in various cities throughout 
the country. These Guild House stores, locally owned 
but under the sponsorship of I. Miller and Sons, who 
control the name, feature I. Miller street and dress shoes 
in the Guild Grades, as well as casual, sport and indoor 
shoes. For the custom grade requirements, the shoes 
are designed and made by Evins. Comparative lines 
of casual, sports and leisure shoes, made by other 
manufacturers, complete the shoe picture. In addition, 
outstanding branded lines of accessories, for coordina- 
tion with shoes and apparel, will be carried. 

The keystone of the Guild House plan is specializa- 
tion in better merchandise, shoes as well as accessories, 
and the relation in sales volume of one to the other 
will be reflected by the size and needs of the town, 
plus the special merchandising abilities of the operator. 
I. Miller feels that this plan will give the best results 
for dollars invested and make available specialized op- 
eration that concentrates on better grades of shoes and 
accessories. 

One of the early openings was in Raleigh, North 
Carolina—a new shoe department in Jean’s of that city, 


a ready-to-wear shop. This is a semi-Guild House mer- 
chandising plan, with the addition of a few interme- 
diate price shoes due to the need for cooperation with 
the apparel business. Their results during the opening 
period were outstanding for a city the size of Raleigh. 
and since their promotions offered better shoes in cur- 
rent styles and a wide range of sizes, they drew cus- 
tomers from a distance of fifty miles or more. 

Last month the Guild House of Winston-Salem, North 
Carolina, was opened and Stanley Milestone, the owner, 
reported that results were far above expectations. The 
demand for Guild quality shoes was apparent from the 
opening period, when as many as 245 pairs of shoes 
were sold. Not less than 45 pairs of |. Miller shoes 
have been sold per day since the opening, at an average 
retail price of $22.00 a pair. In view of Winston- 
Salem’s population, which is approximately 79,000, 
this is an outstanding accomplishment and indicates 
that when there is specialization in better merchandise 
there is a great potential market. The accessory busi- 
ness in this Guild House, revoiving around Guild qual- 
ity bags, gloves and other leather items, as well as 
hosiery. costume jewelry, perfumes and toilet water, 


[TURN TO PAGE 96, PLEASE] 





Interior of New Guild House in Winston-Salem, N. C. Photographed on opening day. 


Boot and Shoe Recorder 








March 15, 1947 








Urges More Co-operation 





THAT the individual shoe retailer 
is dependent in the factors that 
make for his success on a round- 
table relationship with other shoe 
retailers is the opinion of Stanley 
Berger, 1947 president of the Mid- 
dle Atlantic Shoe Retailers’ Associa- 
tion. Mr. Berger is proprietor of 
the Dr. Locke Shoe Store in Phila- 
delphia, Pa., and well known for 
his activities in shoe circles. 

There are a number of items on 
the list of what shoe merchants can 
do successfully in a joint fashion. 
“Encouragement of co-operation 
between local shoe trade associa- 
tions can help cut down the public’s 
resistance to shoe sales. By making 
sales concurrent or setting sales 
dates during certain months, the 
public will get to realize that shoe 
sales are important to them and not 
just a dumping time for getting rid 
of junked stock,” said Mr. Berger. 
For the shoe merchant, he ex- 
plained, sales that are properly 


92 


timed are important functions which 
help to keep his stocks new and up- 
to-date. With little favorable public 
reaction to these sales, the shoe man 
will find himself with an unwieldy 
collection of shoes on hand from 
season to season that should have 
been disposed of long ago. Stores 
working together along this line can 
build up the shoe sales idea in the 
public mind in a manner worthy of 
its notice. The result should be a 
favorable and profitable reaction. 
Mr. Berger feels that discussion of 
shoe resources at the meetings of 
shoe store owners in various cities 
with the purpose of co-operating 
locally creates a better functioning 
business. As unit sales of shoes 
will have to increase maintaining 
volume in sizes is among the few 
things left open to combat prices. 
Store owners considering such fac- 
tors together can hope to build 
better customer relationships sepa- 
Another factor for these 


rately. 


sociation. 


In Shoe Trade 


Various Phases of the Shoe Indus- 
try Must Pool Their Efforts for the 
Common Good, Says New Head of 
Middle Atlantic Shoe Retailers’ As- 
Customer Education in 
Shoe Values Seen To Be Essential. 


STANLEY BERGER, 
Dr. M. W. Locke Shoe Store, 
Philadelphia, Pa., new president 
of MASRA. 


groups to consider is that the public 
must be sold on the quality of shoes. 
“Prices in shoes are not coming 
down,” said Mr. Berger. “We have 
to take into consideration the fact 
that there are between 200 and 240 
operations in the making of one 
shoe, compared with the much 
smaller number of operations in a 
dress or hat. With 75 per cent of 
the total cost absorbed by labor, 
any shoe man can see what a great 
amount of work is left to be fulfilled 
by the remaining 25 per cent.” 
Part of this 25 per cent goes into 
advertising which has a big job to 
do this year. Shoes can no longer 
be sold flatly and the public has to 
be informed on the values and styles 
they are getting, Mr. Berger pointed 
out. A woman who had been pay- 
ing $10.95 for a pair of shoes is 
certainly going to need enlighten- 
ment before she pays $14.95 for the 
same shoes. 
[TURN TO PAGE 99, PLEASE | 
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Colt-Cromwell Company 


is NOW in a position to talk over a few more dealer- 


ships throughdéut the country on floa Ces 





fue ot $4.90 md AAO 


Styled by the Pioneers in this leisure-type footwear, FLOATEES 
(*patented) are the ONLY genuine hand-sewn moccasins with the 


following revolutionary innovations: 
FEATURES OF GOODYEAR WELT CONSTRUCTION 
BUILT-IN ARCH SUPPORT 
RESILIENT BOTTOM FILLER 
These above features mean perfect fit plus the foot comfort and sup- 
port found in NO other shoe of this type! 
Nationally advertised in Mademoiselle and Seventeen Magazines through- 
out the year. FREE newspaper mat service in assorted sizes. 


* pat. pending 


COLT- CROMWELL company mm 


BOs TON 0, MASSACHUSETTS 
TAILORED HANDBAGS - JODHPUR BOOTS - MOCCASINS - RIDING BOOTS - UTILITY BOOTS 
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BE BE TONE 


It brings out the grain of the leather. It pro- of the leather and providing a uniform 


vides unusual color depth and a hand-rubbed __ color base. 
appearance. It’s Be Be Tone—the new tan You have a choice of sixteen warm color 
shoe color finish. It rubs on and wipes off | tones— golden browns, wines and mahog- 


easily, without streaks, mellowing the tone anies—for “toning” any tan leather shoe. 


A Product of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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One out of six of your feminine customers are 





teen-age. Win the buying confidence of this group 
and you gain permanent customers for tomorrow's 
adult lines! Polly-DEBS are designed to capture the 
eye-appeal of America’s young style-buying public. They're constructed to give 
proper guidance to growing feet. Statistics prove that hee 
uh 


the greatest loss of patronage occurs with dissatisfied d 
Pot’ 





growing-girls sales. Turn this tide into your profit 
lanes by selling America’s stylized teen-age 
shoe. Watch Polly-DEBS...They’re designed 


to keep old customers...keep new ones coming! 


Roberts, Joh nson ed Rand © DIVISION OF INTERNATIONAL SHOE COMPANY «+ ST. LOUIS 3, MO.) 
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IN 
INFANTS’ 


SHOES 
PLAY-POISE infants’ shoes feature: flexi- 
bility and Goodyear Welt construction . . 
a combination that is boosting sales for shoe 
dealers everywhere. Complete line in stock. 
Nationally advertised in GOOD HOUSE- 
KEEPING, PARENTS’ and THE JOUR- 
NAL OF BONE AND JOINT SURGERY. 








Vagie Cre Ft€ > 


THE FIT WITH A FUTURE 


THE RAPPAHANNOCK SHOE CO., Fredericksburs, Ya. 

















Guild House an Effective Development 
[CONTINUED FROM PAGE 90] 


accounted for about 25 per cent of the volume of the 
store, and on some days, 30-35 per cent, depending upon 
the availability of the merchandise. 


The Bosere Guild House opened recently in Harris- 
burg, Pa., and on March 8, Morris Spelke, who for- 
merly operated the I. Miller Salon of New Haven, moved 
to larger quarters in a new location, directly across 
from the Taft Hotel on Chapel Street. He will have 
a typical Guild House set up, selling I. Miller and Evins 
shoes exclusively, coordinated with quality accessories. 


Subsequent Guild House openings are planned. These 
will include Tirre’s Guild House in Wheeling, West 
Virginia, as well as many others, for it is an idea that 
has caught the imagination of farsighted merchants 
throughout the country. 


The Guild House is regarded by its sponsors as “the 
store of tomorrow” and will depend upon the distri- 
bution of branded merchandise for its success in the 
future. 


When the Customer Asks “Why?” 
[CONTINUED FROM PAGE 59] 


“Can’t America provide enough leather to meet the 
shoe needs of the American people?” 

“American tanners can and do supply abundant 
quantities of the finest leathers produced anywhere in 
the world, just as American shoe manufacturers are tops 
in fine shoemaking. But the tanner must draw on many 
sources, foreign and domestic, for the raw hides and 
skins from which American leathers are produced.” Foi 
a good summary of our dependence on foreign raw 
stock sources see RecorpvER. issue of February 15, 
1947, page 52. 


“Why are materials from these sources no longer avai'- 
able to American tanners as heretofore?” 

“To mention a few of the reasons, China, owing to 
the present state of that country, is no longer a source: 
for the fine kid and goatskins formerly procurable, New 
Zealand calfskins are being taken by Great Britain for 
tannage there, Russian calfskins are being tanned or 
stored ‘behind the iron curtain.’ Many foreign hides and 
skins are being tanned abroad instead of being ex- 
ported.” 


“Why has the demand for shoes increased?” 

“In America demand has increased because popula- 
tion has increased. In some foreign countries. people 
who wore primitive footwear before the war hav- 
learned, through their contact with American European 
reoples, to appreciate modern footwear. Refugees from 
Europe have established shoe factories and tanneries in 
many foreign lands, developing new markets for hides 
and skins, leather and shoes. The entire world picture- 
has changed in relation to hides, skins, leather and 
shoes, and hereafter many peoples the world over will 
be active bidders against American buyers.” 
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~sales with this new, ADJUSTA a 


ee | PLASTIC SHOE 
ere ae STANDS 


ed in plastic! 
Beautiful in design with a crystal 
clear plexiglas base and a contrast- | = pean. hanted 
ing black plexiglas shaft. The exten- | ATLANTA 
sion is made of gleaming, highly | i a 
polished chrome. Height 10; extends tate 

N. C., Mac Thigpen 


to 18” high. 4 minimum order of 
Eestera Oupieys, inc. 


Write for our new brochure 





lustrating America’s foremost 
ne of quality plastic displayer 


ours for the asking 


SAN ANTONIO 
Fox Disploy Co 


SAN FRANCISCO 
hoe Oispley Fixture Co 
ST. LOuNS 
* Ovspiey Equip Corp 


enentng aed 
Miller's Diupley Fixture Reg a 
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ALL OVER AMERICA* CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 


In Atlanta, Ga., 48% of the women shoppers interviewed 
at Thompson, Boland & Lee, Inc., read Ladies’ Home Journal 


in your town in your store 


MOST OF YOUR GOOD CUSTOMERS READ canes‘name 


*F 61,809 interviews—159 cities—14 categories of stores confirm this fact. Results upon request—ladies’ Home Journal, Independence Square, Philo. 5, Po. 


98 Boot and Shoe Recorder 




















Urges More Co-operation 
In Shoe Trade 
[CONTINUED FROM PAGE 92! 


“We have never been in such a fix 
before,” said Mr. Berger, “where peo- 
ple had to be sold so completely on the 
value they are getting. We are no 
longer selling a pair of shoes. We are 
selling the qualities that make up a 
pair of shoes, which include workman- 
ship, style, color, etc.” Up to now the 
shoe retailer could arrange an ad show- 
ing a smart looking pair of shoes, add 
a few enticingly descriptive words and 
a price and hope to have enough pairs 
of shoes in stock to fill the responses. 

In his own advertising, Mr. Berger 
has made definite changes. In both 
the circulars and newspaper ads which 
he uses in order to promote the sale of 
the health shoes he carries, he explains 
more fuily the value and quality of the 
shoes he sells. Now that customers 
have to pay more for their shoes, they 
must learn more about them, and 
through this they feel that they are 
still getting their money’s worth. 

In his message to members of the 
MASRA., Mr. Berger said, “This 
coming year is going to be a very im- 
portant year for the manufacturers, 
wholesalers, and jobbers as well as the 
retailers on the question of how to 
maintain volume. We feel that each city 
should have its own shoe organization 
to discuss ways and means to help pro- 
mote shoes as a style item instead of 
a foot covering. In this way, with the 
help of the new colors coming into 
picture this Spring and Summer, they 
will be in a position to maintain their 
volume of sales.” 





Shoe Merchant Dies 
From Attack in Store 


New YorK—A _ 16-year-old page 
boy at the New York Cotton Exchange 
was taken into custody March 10 on 
charges of homicide and assault and 
robbery in connection with the fatal 
shooting of Irving Carrol, co-owner of 
a shoe store at 73 Belmont Avenue, 
Brooklyn, the Sunday before. 

Detectives traced the youth from 
a bundle containing a shirt and an 
electric razor that was dropped at the 
scene of the shooting. Carroll had 
grappled with the youth when the 
latter entered the store and the lad 
is said to have struck him with an 
Italian war trophy revolver he had 
bought from a returned soldier. As 
he was bringing the weapon down for 
another blow, the boy told police it 
was discharged accidentally. 

The shoe dealer ran toward the 
front of the store, where he shouted 
for help and then collapsed. He died 
four hours later in Unity Hospital, 
Brooklyn. 
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California 
Los Angeles, Chesney Shoe Co. 
Sacramento, Van Voorhies-Phinney 
Co. 
Coiorado 
Denver, Kemp Shoe Co. 
ia 
Atlanta, Gramling & Collinsworth 
IHinois 
Chicago, Keehn Bros. 
Peoria, John Moser & Son 
Indiana 
Indianapolis, E. P. Bayless Shoe Co. 
lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 
Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. of 
N. E., Inc. 
Michigan 
Detroit, American Shoe Co. 
Grand Rapids, Hoekstra Shoe Co. 


Saginaw, Michigan Shoe Co. 
Minnesota 

Minneapolis, Dodson-Fisher Co. 
Nebraska 


Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 


New York 
New York City, Powell & Campbell 
Ohio 

Cincinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe Co. 
Toledo, Ainsworth Shoe Co. 
Zanesville, Black & Grant Co. 

Pennsylvania 


Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 


Tennessee 


Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 


* Memphis, Wm. R. Moore Dry 


Co. 


Utah 
Salt Lake City, Zion’s Co-Operative 
Merc. Inst. 


Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 


West Virginia 
Huntington, Jeff Newberry Co. 


Wisconsin 
Milwaukee, Gaenslen Bros. Leather 


2. 
Oshkosh, H. C. Roenitz Co. 
































We are making more Kid oxfords than 
ever before to take care of the terrific 
Spring demand for TRADE BUILDER 
styles Al and Bud—the most comfor- 
table oxfords any man ever put on 
his feet. 

Contact your NEARBY distributor for 
full particulars regarding the TRADE 
BUILDER line. Learn the TRADE 
BUILDER way to faster turnover and 
greater profit on your invested capital. 





AL and BUD — 
Genuine Black Ki 
Rock Oak and Bench 
Brand Soles. Steel 
Arch Supports and 
Half Rubber Heels. 


AL, above, Sizes 5 
to 15, Widths A, C, 
E and EEE. 










to 15, Widths A, B, 
C, D. E and EEE. 


WHERE TO BUY YOUR 
TRADE BUILDER NEE 

















SYMBOL OF QUALITY | 
IN RUBBER FOOTWEAR | 





For fifty years dealers 
have been coming back | 
for LaCrosse fine rub- 





ber footwear products. 


The reason? Quality. | 


LACROSSE RUBBER MILLS COMPANY 


Quality Comes First 


LacROSSE, WisScousin 





Corrective Work Featured 
By Shoe Department 


Inpianapoutis, Inp.—Hazel A. Gee, buyer for the chil- 
dren’s shoe department of the L. S. Ayres & Co. department 
store, considers a child’s shoe as “medicine,” and correct 
fitting a must. 

Corrective work is a feature of the department, and oddly 
enough, it is not confined to children. Straight comfort 
shoes with low heels are carried for women, and a large 
business is done in this line. 





The children's shoe department at L. S. Ayres Co., Indian- 
apolis, specializes in correct fit for youngsters, in addition 
te corrective work for women as well as children. 


Ayres does the fitting of the crippled children for the 
James Whitcomb Riley Hospital for Children which is 
located in Indianapolis, and works with leading bone spe- 
cialists and podiatrists. Although the store has expert fit- 
ters, it is felt that only a doctor has the authority to pre- 
scribe these cases. 


Keep Record of Fittings 


A complete record of the child’s prescriptions and fittings 
is kept on file. Each foot is fitted individually. Knowing 
how to measure and to fit the shoe so it will be right for the 
foot, means a great responsibility, worry and work, but little 
notes of appreciation from grateful mothers make it worth 
while. The department feels a thrill in the knowledge that 
the shoes not only are comfortable to the wearer, but also 
are correct for misformed feet. 

All types of shoes are carried, so that each foot can be 
properly fitted. This is extended to instances where each 
foot requires a different size of shoe. There are shoes for 
the new born baby with a club foot. Shoes are provided 
with rigid shank, elongated counter and orthopedic heels, 
or with flexible shanks, as the doctor prescribes. 


Not Limited to Corrective Work 


The department is not limited to corrective work. The 
same care is used in the fitting of normal feet as in the cor- 
rective work. Lack of shoes during the war and postwar 
period has not lowered standards. If the correct size is not 
in stock, another is not substituted. Instead, the foot is 
measured and the order filed. 

Novelties are given to children. Games or books for the 
older children, and rattles for the babies make going to 
the department a delight to the youngster. Displays in three 
shadow boxes also catch the children’s eyes. Behind glass 
and dramatically lighted from the inside, displays are 
changed monthly and are seasonal in character or depict 
scenes from children’s story books. 
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PICTURE QUIZ: 





7, Easy to save! “I’m putting my 
money into U. S. Bonds because 
it’s the easiest way for me to save. 
Under the Payroll Savings Plan, I 
put aside a regular amount each 
week for Bonds. So far, I’ve saved 
$500 without missing the money!”’ 





4, Fights inflation! “I want America 
to stay economically sound. That’s 
why I’m putting all our extra dollars 
into U. S. Bonds. It’s like buying 
a share in our country’s future 
prosperity!” 








Which of these five people gives the 
right reason for buying U.S. Bonds ? 


( ANSWER BELOW ) 


2, Good investment! “Getting back 
$4 for every $3 I invest—the way 
I will in ten years’ time with U. S. 
Bonds—is my idea of a good invest- 
ment. I know it’s safe and sound, 
too, because it’s backed by Uncle 
Sam. Buy Bonds, I say.” 


5, Rainyday! “Maybe a rainyday’s 
coming for me. Maybe it isn’t. But 
I am taking no chances. That’s 
why I’m buying all the U. S. Bonds 
I can through my Payroll Savings 
Plan.” 





3, Plans for the future! ““Ten years 
from now, the money I'll get for my 
U.S. Bonds will help to send my kids 
to college, or buy our family a new 
home. I think that buying U. S. 
Bonds is the wisest thing a family 


man can do.” 


THE ANSWER 


1 

I 

t 

1 

! 

i 

! 

I 

! 
Every one of these people |! 
gives the “right’’ reason—be- ! 
cause there’s more than one 
right reason for buying U. S. ' 
Bonds i 
Whichever way you buy ! 
them—through Payroll Sav- 
ings, or your local bank or post ' 
office—U.S. Bondsarethe best | 
i 

i 

t 

1 

! 

- 


investment you can make! 


Save the easy way..buy your bonds through payroll savings 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 88] 


less and less in the approaching months. Price will take 
a back-seat to style, they say, and the bid for business will 
be made in a stepped up race to hit the market with 
merchandise that is different. 

A prime current,in the birth of such a trend, shoe men 
have said, is the feeling that shoes still are relatively low 
in price when compared with other necessities of the 


wardrobe. 
Chicago 


Waar might be termed the “status quo” reigns at the 
moment in the shoe industry. There has been no per- 
ceptible change in general conditions for some weeks now. 
The labor situation remains the same with female help 
still hard to get. The daily want ads for this type of “shoe 
hand” are as numerous as they were immediately following 
the war. No one seems to have a handy explanation for 
this, but the entire industry in this area reports the same 
condition. 

Retail merchants have found within recent months that 
consumer price resistance is stronger in men’s shoe lines 
than women’s. Manufacturers, however, find that they 
cannot lower their prices at this time, since all phases of 
shoemaking continue to reach high levels in the cost of 
production. They maintain that unless materials drop per- 
ceptibly, prices must remain the same. 

Calfskin remains the great lack. All manufacturers want 
it, but not all are willing to pay the very high prices 
which are asked for what is available. While there is 
some export of American leathers most manufacturers 
seem to believe that the present quantity is smal] enough 
to make it unimportant so far as the overall picture is 
concerned. Imports however are, of course, at a standstill— 
and there is the rub, for the United States was never 
all-sufficient, especially so far as raw hides are concerned. 
Thus with few coming into this country many different 
types of shoes are lacking. The sheep, the goatskins, the 
fine French kids, the lambs, the heavier calfskins which 
formerly came from Europe, Asia and Africa are today 
out of the picture and the net result, evidenced every- 
where is that leathers are at a premium. 





Showing the Shoe 
[CONTINUED FROM PAGE 76] 


coming in with these open backs. Just slip it on and see 
how nice it looks.” 

Above all there is variety to his sales talk. He isn’t the 
broken-record type who dangles a shoe in front of every 
customer no matter what the sex, age, or desires of that 
customer and comes out with, “This is a good shoe.” 

Original, no? ; 

No. 

Having started with the few words of grace, the 
description in a few words of the good points of the 
shoe and why it is good for that customer our friend the 
salesman goes on to enlarge on the reasons why the 
shoe is good for the customer and guides her past any 
dangers that might interfere with the sale, right on up 
to the cash register. 

Simple, yes? 

All right, you try it. 
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Well, Mary, before the war they were very popular 
for various types of sports wear. Then they 
disappeared. 

Now I see they're back—or rather, this Danbury 
company has developed a synthetic crepe called 
CREPEX* 

CREPEX comes in all colors, gives extra comfort 
for walking, has excellent flexibility and softness— 
yet wears and wears and wears. And, because of the 
deep corrugation, CREPEX won’t skid. I guess you 
might say that it’s the sole with the perfect grip. 

That’s why we're both going in to get some shoes 
soled with CREPEX. 





| ae . és , *Trade Marks Reg U S. Pat. Off. » Danbury Rubber Company, Danbury, Connecticut 
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CHILD LIFE SHOES are orthopedically designed and 
constructed, made of the finest leathers and materials 
available, skillfully made by master shoemakers under 
ideal factory conditions . . . and in addition possess 
outstanding special construction features which give 
you the merchandising power needed in a highly 
competitive field. 











SHOE MANUFACTU 


*® Thoroughly Tested 
Orthopedic Lasts. 


Orthopedically 

Coordinated Patterns. 

*® Matched Left and Right 
Quvorter Patterns. 

*® Solid Leather Long 
inside Counters. 

*® Left and Right Spring 
Steel Shanks. 

* wedged Thomas Heels. 


* 





CO. 


RING 


MILWAUKEE 10, WISCONSIN 
GOOD YEAR WELTS EXCLUSIVELY 








Desco Names New 
Representatives 


New York — John Mueller, Cheek- 
towaga, New York, has been named 
sales representative in upper New 
York. Mr. Mueller will have exclusive 
representation in this territory for 
Desco Shoe Corporation, Long Island 
City, New York, and its affiliates, Little 
Folks Footwear Co., Inc., New York 
City, Wing Step Shoe Corp., Webster, 
Mass., and Rex Shoe Corp., Auburn, 
Maine. 

Herbert Oster of Miami, Florida, 
has rejoined the company as sales 
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representative in the states of Georgia 
and Florida. Mr. Oster also represents 
Desco’s affiliates. 

Norman Johnson, Brookline, Mass., 
will serve as representative for the 
company and its affiliates in Pennsyl- 
vania and eastern Ohio. 





Design Students 
Inspect Shoe Line 


St. Louis, Mo.—Moulton Bartley, 
Inc., invited a group of 20 advanced 
students of the Design School of Wash- 
ington University’s School of Fine 
Arts to an informal showing of their 


| Wern Invisibly In All 


fall line recently at the Hotel Lennox. 

Primary purpose of the meeting with 
the students, according to James S. 
Legg, sales manager of Moulton Bart- 
ley, was to coordinate the ideas of the 
students with those of the firm in se- 
lecting designs which will offer the 
greatest appeal to the junior miss. 

In making their selections both stu- 
dents and members of the firm will 
consider shoes which offer the best tie- 
in with dresses, millinery, bags and 
other accessories for autumn. Follow- 
ing the discussion with students the 
style committee of Moulton-Bartley 
went into session. 


Irving R. Glass Elected 
Executive Vice-President 


New YorK.—At a meeting of the 
Board of Directors of the Tanners’ 
Council on March 12th, Irving R. Glass 
was elected to the vacant position of 
executive vice-president. For the past 
two months, Mr. Glass had been acting 
executive head of the Tanners’ Council, 
following the resignation of Merrill A. 
Watson. Prior to his succession to the 
duties of Mr. Watson, he had been 
economist of the Tanners’ Council for 
nine years. 

Well known in the shoe trade as well 
as in the leather industry, Mr. Glass has 
frequently addressed conventions and 
trade groups on economic and business 
subjects. 





"ANOTHER FAST SELLER! 
Df Scholls Li 


Amazingly Effective 

Kelief For Callouses, 

Pains, Cramps, Ten- 

derness, Burning at 
Ball of Foot 


| Leops Over Forepart 
Of The Foot! 


Gives A Feeling Of 
Walking On Air! 


Flesh Color, Washabie! 


Weighs But A Fraction 
Of An Ounce! 


a :, 


Styles of Shoes 


Big Valve at $1.00 
A Pair Retail 





7 out of 10 of your customers are vic- 
tims of Metatarsal Arch Weakness that 
Dr. Scholl’s Lu PAD relieves almost 
like magic. Nationally advertised. It’s 
one of the newest, fastest-selling foot 
reliefs on the market today! Order a 
supply at once. Wholesale, $8.00 doz. 
Write for our catalog. It’s crammed 
with ideas on how to make Foot Relief 
pay big dividends! 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St, Chicage + 62 W. 14 St. New York 
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The most important story for 
this summer’s shoe promotion 
and business . . . Bostonian 
“Air Cools”. Two colorful 
appearances before 33,450,000 
readers of Life and Collier’s. 
Get on the bandwagon and bring 
the promotion home to the 
consumers in your community! 
Do it brightly and to-the-point 
with props, window display 
units, direct mail pieces and 
newspaper advertisements 

that are ready for you now. 

Let us know what you need! 
Commonwealth Shoe & 

Leather Company, 

Whitman, Mass. 
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PLATFORM 
UPPER CEMENTING COVER CEMENTING LIP CEMENTING 





BE BE TEX, latex type und BEBE BOND. solvent type, synthetic rubber 
coments, have been developed Withh)one objective in mind — to meet the 
requirements of shoe manufacturers es general shoemaking cements. 


There is a cement for each adhesive ¢ wm for every type of shoe. 


The postennenes Ry.of 6a th mumber is ¢ result of eS 
research with the bes! of oll 
by thorough testing and refegiim 
cement is included in the lines, 
ard of performance is assured b 
attention to variable shoe industry o 


In the BE BE BOND line a limited mum 
coments are now available. Your Uniied 
glad to assist you in determining the most ad n 
your allocation of crude rubber. 















; ™~ 


BOTTOM CEMENTING SOLE CEMENTING PLATFORM CEMENTING 
Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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Sees Higher Prices lf 
Export Controls Lapse 


Boston, Mass.—JIn strongly-word- 
ed communications to John R. Steel- 
man, assistant to the president, to the 
secretaries of Commerce, Agriculture 
and State, as well as to officials of the 
Office of International Controls, the 
New England Shoe and Leather As- 
sociation has taken exception to 
claims of the National Independent 
Meat Dealers’ Association that hide 
export controls are unfair to farmers 
and hide dealers, by declaring that 
“the farmers do not directly benefit 
by the daily changes in hide prices, as 
they are paid for the cattle and calves 
they sell. Only packers or meat deal- 
ers, hide dealers and brokers, as well 
as professional speculators, stand to 
benefit directly from removal of hide 
export controls. Everyone else — leath- 
er and shoe manufacturers and retail- 
ers, government officials, the 140 mil- 
lion American consumers of footwear 
— all stand to lose.” 

Tracing the course of hide prices 
since the removal of price control, 
the NESLA letter to Mr. Steelman as- 
serts that “it is self evident that the 
major effect of removal of all hide 
export controls would be sharp in- 
creases in hide prices, continuing for 
an unpredictable period until hide sup- 
plies finally balance and exceed de- 
mand of tanners. The inevitable effect 
would be price advances for both leath- 
er and shoes, with the American peo- 
ple having to pay more for their shoes, 
which already represent the largest 
share of the family’s clothing budget.” 





Shoe Sales Up 


HELENA, MONT.—January shoe sales 
in Helena have increased 26 per cent 
as compared with a _ corresponding 
1945 month. 


Begin Junior Deb Division 

St. Lovis—Joy Shoemakers, Inc. 
has announced the establishment of a 
Junior Deb division which will be de- 
voted to the manufacturing of all- 
leather shoes for college, career and 
high school girls and also older wom- 
en who like low heels for all-day wear. 

Following high fashion footwear 
trends such as this season’s “covered- 
up” look, the Junior Deb shoes will be 
made in a variety of browns, black, 
and bright accessory shades. At pres- 
ent, emphasis is on the low and medium 
heel, % to 15/8, and the low wedge. 
The line will have a wide size range 
and be moderately priced to meet the 
budget of the junior market. 

Joy Shoemakers, who recently moved 
to a new location at 2128 Washing- 
ton Avenue in downtown St. Louis, 
deal directly with their retail outlets, 
making up their Junior Deb line to the 
retailer’s specifications. 
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come all ye buyers to the Fall Shoe Fair, 
You'll find that everyone will be there. } 
And while you're in town 
We hope you'll drop down 


To our 41st and Fijth Avenue lair! \ 
You'll find us in Suite 609, 
And we hope that you won't decline, ( 
To pay us a call 


To see what's for Fall 
In that fast-selling Matrix shoe line! 


Pr 


P.E. You'll be wonderfully comfortable 
walking ‘round the Fair in Matrix shoes. } 
And we've an idea they'll lead you directly to 

us at 475 Fifth Avenue, corner of 4]st Street! 
We're holding open house during the 
National Shoe Fair, April 28th to May Ist! 


=~ 


your footprint in teather f 


Bees 


THE HOUSE OF HEYWOOD, WORCESTER 4, MASS. . . . MAKERS OF MEN'S PINE SHOES SINCE 1864 
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SUN-FADED GOODS 
are a NEEDLESS toss 





OU can stop this needless 
loss through the use of Trans- 
parent Shades. They protect win- 
dow goods from color-destroying 
sunrays,keep merchandise 100% 
saleable. What's more, Transpa- 
rent Shades give complete visibil- 
ity to valuable window displays 
(no awnings, blinds,canvas strips). 
Mail this coupon today for your 
free copy of “Sum Protection plus 
Visibility through Transparent 
Shades,”"and name of nearest sales 
representative! No obligation! 


RANSPARENT 
SHADE COMPANY 


501 No. Figueroa St, Phone TR 0851 
Les Angeles 12, California 
Address all correspondence te P.O. Box 2135, 
Dept. BS3, Terminal Annex, Los Angeles 54, Cal. 


TRANSPARENT SHADE COMPANY 137 
P. O. Box 2135, Dept. BS3, Terminal Annex 
Los Angeles 54, California 

Please send me your 16 page illustrated 
booklet . . ..“Sun Protection Plus Visibility 
through Transparent Shades.” | want to see 
how to cut sun fading losses. 








ii} 
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How to Determine the 
Right Size and Last 


[CONTINUED FROM PAGE 63] 


ment today includes lasts for all types 
of normal feet, we have noted previ- 
ously that there is little standardiza- 
tion in last sizing. Thus a 6%A in 
one line may be a 6%B in another. 
Even though the size is stamped in the 
shoe, it is the “feel” on the foot that 
counts. 

Poorly designed and improperly fit- 
ted shoes affect the health. Often the 


| economic and social usefulness of an 
| individual is affected by the condition 


of his feet. This is particularly true 
with women, whose standards of shoe 
beauty are strongly influenced by the 
style factor. 

The properly fitted shoe should pro- 
vide support where needed and distrib- 
ute the weight of the body equally 
across the surface of the foot. Con- 
struction, therefore, must be such that 
the shoe will support the weight with- 
out restricting the mechanics of loco- 
motion and at the same time present 
a neat and trim appearance. 

Above all, the shoe must be comfort- 
able. Don’t allow your customer to 


| ruin his feet simply to obtain style 
satisfaction from a pair of ill fitting | 
shoes. Feet are permanent appendages | 
| and while the primary purpose of any 
foot covering is protection, this factor | 


must be combined with both utility and 
comfort. 





Your tact and the customer’s com- | 
mon sense will usually cooperate in the | 
selection of the proper shoe. By all | 
means comply with the customer's | 


wishes, but make certain that the style 
shoe selected is the type of shoe that 
the customer really needs. 

There are many types of materials 


vsed in the manufacture of footwear. | 


Some sensitive feet need the softness 
provided by kidskins and suede; others 
can comfortably wear alligator or 
patent leather with equal comfort. Sole 
leathers particularly must be of cor- 
rect weight for the type shoe provided; 
while light soles may be more flexible, 
heavy soles of course, provide more 
protection for strenuous outdoor wear. 


Certain types of feet wear some styles | 
| more comfortably than others. Differ- 
| ent materials, too, fit and feel differ- 


ently. 
Herman Roser 


GLASTONBURY, CONN. — Herman 
Roser, 87, a pioneer in the manufac- 


| ture of pigskin leather, died at his 


home here recently. He was president | 
of the Herman Roser & Sons, Inc., tan- | 


nery, until a short time ago. 


Mr. Roser came to this country in | 
1885 from Stuttgart, Germany, after | 


| studying the tannery business in Eu- | 


rope. He is survived by his widow, 
two sons and two daughters. 








almost impossible 
to get along 
without one / 





Praised by 
Leading Shoe 
Merchants! 


Since its introduction, over 25 
years ago, the Original X-RAY 
Shoe Fitter has won the praise 
and endorsement of leading 
shoe merchants throughout 
North America. Shoe store pro- 
prietors and managers, depart- 
ment and specialty store execu- 
tives join in singing its praises. 

One tells another of its bene- 
fits in building a successful shoe 
business .. . as a fitting aid .. . 
as a selling tool . . . as a promo- 
tional medium. Our own files 
contain hundreds of unsolicited 
testimonials. 


Why Net Join Them? 


Give your customers and 
your salespeople the ad- 
vantages of X-Ray Fitting 
with the Original X-Ray 
Shoe Fitter. You'll be sur- 
prised to know how soon 
you can have one. Ask 
the X-Ray Representative 
who calls on you .. . or 
write — 





— 


Ay) ay 
X-RAY 
SHOE FITTER Suc. 


3533 NORTH PALMER STREET 
WISCONSIN 


MILWAUKEE i 
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Guidepost to Summer 


[CONTINUED FROM. PAGE 69] 


soles, high and low wedge heels, flat 
heels and very wide soles. These styles 
represent consumer choice, as repre- 
sented here from three stores selling 
quality and one store selling popular 
price, style shoes. 

Buyers in other stores predict busi- 
ness for these styles but stress, besides, 
the number one importance of white for 
Summer. 75 to 80 per cent of leather 
Summer play and casual shoes was the 
figure given by the shoe buyer for a 
large group of medium price shoe stores 
across the country. Red was given 
second place by this buyer, followed 
by green. This same merchant consid- 
ers solid, pastel colors more important 
than multicolors and the barefoot 
sandal, rather than the naked sandal. 
Another buyer for a large department 
store talks of variations on the Mary 
Jane pattern. White is estimated in 
such high percentages because this 
color can be bought for a lower price 
in casual than in style shoes. And 
white, according to all predictions, will 
be in very great demand this Summer. 

With merchants expecting to do a 
good business in Summer casua! and 
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play shoes, there does not seem to be 
any need to stress promotion and sell- 
ing ideas. However, for the retailer 
who is still a little wary of anything 
that suggests wartime, unrationed mer- 
chandise, we should like to offer him 
the idea of the shoe wardrobe and of 
selling his customer a variety of types. 
To the style-minded woman who has 
many kinds of Summer clothes and who 
appreciates the necessity of shoes for 
the costume and the occasion, there is 
no question as to the need for including 
some play types. To the more conserva- 
tive customer there should still be an 
appeal in these shoes which are so cool 
end so pretty. 


Armstrong Cork Report 
Record Peacetime Sales 


LANCASTER, Pa.—H. W. Prentis, Jr., 
president of the Armstrong Cork Com- 
pany, reported in the annual statement 
sent to stockholders that net profits on 
1946 operations in the United States, 
after taxes, were $4,184,075 on a record 
peacetime domestic sales volume of 
$104,717,423. This compares with net 


The Mary Jane that wears and wears 


Good leather and good craftsmanship 
add extra beauty and length of service to 
our Mary Janes. Black patent or 
white leather in sizes 42 to 8 with 
inside wedge heel, and 8) to 11 and 


12 to 3 with outside heel. 


profits of $3,054,005 reported for 1945 
on a sales volume of $108,820,097. 

Earnings on the common stock, based 
on the income of domestic companies 
only, and after deducting preferred 
dividends, were $2.54 per share as 
against $1.94 per share in 1945. Do- 
mestic net earnings for 1946 represent 
a return of 3.9 per cent on sales for 
the year and approximately 5.6 per cent 
on the domestic capital employed. 





Manufacturer Moves and 
Adds Women’s Line 


New York—Peppy Footwear, Inc., 
has moved to 121 Ingraham Street, 
Brooklyn, it was announced recently. 
At the same time the company an- 
nounced that it has acquired the rights 
to the trade name “Feeleez” for a line 
of ladies’ high heel Mules and D’Orsays 
to supplement the manufacture of men’s 


slippers. 


New Shoe Company 
Files Charter 

GREENVILLE, S. C.—A charter for 
the Hardaway Shoe Company, this 
city, was filed recently in the office 
of Mrs. Ollie Farnsworth, register of 
mesne conveyance. A capital stock of 
$10,000 was listed. 
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FOR THREE QUARTERS 
OF A CENTURY! 


Since 1872, we have manufactured 
women’s better footwear exclusively. 
You have to believe in quality and 
deliver it to last 75 years in shoe 


manufacturing! 


And Krippendorf Foot Rest custom- 


ers are satisfied customers 
—women who buy their 
favorite footwear again 
and again during their 
thirty most dis- 
criminating years. 



















The Krippendorf-Dittmann 


Company 
Cincinnati, Ohio 


New York Showroom: Marbridge Building 


Ae send s 
FOOT REST 


SHOES 





CRreLexiBh. 


Priced at $8.95 and $9.95 


Nationally advertised in Vogue, Ladies’ Home Journal, 
Mademoiselle, Woman's Home Companion, Good House- 
keeping, The Grade Teacher, and The Instructor 










Will Men Pay 
The Price? 


[CONTINUED FROM PAGE 61] 


“It’s amazing how vain and how 
ignorant many men are about the size 
of their feet. Either they have been 
used to having their shoes fitted ac- 
cording to their own estimates, or they 
have been wearing poor quality foot- 
wear. Often it is a combination of both, 
but our salesmen have noted that many 
of our new patrons are suffering from 
foot trouble,” Mr. Chapman reports. 


Some of the worst cases of poor fit have 
been observed in servicemen, who in- 
sist on being fitted short and wide, a 
holdover from their military days. 

Williams's salesmen never argue with 
their patrons over size. They don’t 
have to. They keep their customers 
absorbed by questions like, “Judging 
from the shoes you’re wearing, I im- 
agine you work on your feet all day.” 
Then they fit the shoes carefully and as 
they move the fitting stool back to allow 
the customer to try them out, they 
usually suggest, “Now let’s see how 
they feel.” 

The fact that in better quality shoes 


the fit is usually good coupled with ex- 
pert help on the part of these ex- 
perienced fitters leaves no question in 
the mind of the customer that he is 
wearing the correct size. 

However, if this doesn’t work, the 
salesman gives an intelligent explana- 
tion of how the shoes the patron has 
been wearing have been injuring his 
feet, and in such cases the feet usually 
bear enough physica! evidence of mis- 
treatment to help the salesman put over 
the point with ease. 

Every customer is important, Mr. 
Chapman contends, and every effort is 
made to fit him well in the style and 
brand he prefers. “We study our cus- 
tomers, know in what sizes there is the 
biggest demand, and buy accordingly. 
‘the thing that helps me most in chart- 
ing my future buying is perpetual stock 
control. Every day I go through the 
sales records and make a chart of what 
sizes, styles, and brands were sold, 
and thus I can map future sales with 
little guesswork.” 

Each salesman closes his sale by 
making a record of the patron’s name, 
address, the size and stock number of 
the shoe he purchased. Mr. Chapman 
goes through these records as well as 
the request list each night just before 
closing time. “Thus,” he says, “I have 
been able to work out my future needs 
so quickly and so accurately that I have 
never had to sacrifice men’s shoes at 
sales because I have been overstocked.” 

The man with the unusual foot—ex- 
tremely narrow, short, wide, or long— 
is given particular attention. If the 
shoe he wants is not in stock, the sales- 
men will gladly put in a special order 
to obtain it for him. However, few 
men with feet that are considered dif- 
ficult to fit find that Williams’s does 
not carry their size, especially if it is 
small or narrow. Mr. Chapman’s study 
of his sales records over a period of 
years shows that increasingly men with 
small and narrow feet have turned to 
Williams’s for assistance in their fit- 
ting problems. The reason, he believes, 
is that they are confident of receiving 
individual attention. 

Every week Mr. Chapman tallies the 
business done by each salesman and 
displays it on the bulletin board. This 
practice has led to a spirit of friendly 
competition, and enthusiasm in the 
project has never waned. 





Plans Men’s Shoe Department 
In New Store 


OMAHA, NeB.—Charles J. Assmann 
Co. has leased the building at 15th and 
Farnam Sts., formerly occupied by the 
Metropolitan Drug Store, and will 
spend about $55,000 remodeling the 
place, to include a spacious, modern 
men’s shoe department on the first 
floor. Charles J. Assmann, owner of 
the firm, said he has taken a 10-year 
lease on the one-story and balcony 
structure which is 135 feet long and 
has 44-foot frontage. 
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There’s a country-wide call for 
—~ “LASTEX” 





All over the country women are asking “When will 
you have elasticized shoes again?” 
Because these shoes cradle the foot with sleek flattery, 
because they are the most comfortable shoes ever worn, 
wearers and retailers alike are eager for their return. 
Elasticized shoes have been a success ever since 1934 
when Lastex yarn revolutionized the shoe industry by 
imparting life and stretch to shoe backings and bindings. 
For models, samples and prices of those types of shoe materials 
made with Lastex yarn which are now available, apply to ALFRED 
VAMOS, 406 Marbridge Building, New York City. Alfred Vamos 


is the inventor and patentee* of Vamos stretchable shoes, and the 
selected consultant for shoe manufacturers using materials made 


with Lastex yarn. 
* Patents assigned to 
United States Rubber Company 


Sasheyo.- MIRACLE YARN THAT MAKES THINGS FIT 
Reg. U.S. Pat. Of. 


An elastic yarn manvtoctured exclusively by 


UNITED STATES RUBBER COMPANY 


1230 Avenve of the Americas + Rockefeller Center + New York 20, N.Y. 
iS) Serving Through Science 
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When fashion says 
“Accent on Whites’ — 


wise shoe men stock up on 


CAVALIER 


WHITE DRESSINGS 


There is a correct Cavalier dressing for every 
pair of white shoes you sell. Get in touch 
with your favorite shoe findings wholesaler 


today. 


CAVALIER COMPANY, 





Fit Plus Fashion 
Scored Success 


[CONTINUED FROM PAGE 65] 


names. “Wrap these up in a package 
of good service, and you give the cus- 
tomer a parcel that she will long re- 
member, and she will come back for 
the same kind of treatment,” he says. 

Because he feels that it is obligatory 
for a shoe merchant to fit all of the peo- 
ple’s feet, Mr. Kushins carries the most 
complete range of sizes of any store in 
America. In women’s shoes he carries 
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sizes 3 to 12 and widths from AAAAA 
to E; in men’s shoes, every size up to 15 
and widths from AAA to EE. And if 
the customer wears a size that is not in 
stock, Mr. Kushins will obtain it. In 
fact, he once made a special trip to New 
York to try to persuade a manufacturer 
of high-style shoes to make them in 
several more sizes at the top and the 
bottom of the scale. He succeeded, and 
to this day that manufacturer is creat- 
ing shoes in the sizes he once thought 
would be impossible to sell in high-fash- 
ion footwear. 

“Although we try to do a complete 


| way of explaining it. 





fitting service, we never overlook the 
fact that men and women want stylefu! 
shoes—not just shoes—even if their feet 
are considered hard to fit. We try at all 
times to buy the latest fashions to fit 
milady’s head as well as her feet,” Mr. 
Kushins points out. 

“Just talking about how well you can 
fit a shoe means nothing,” he insists. 
“You must have shoes that carry out 
the trends, whether they are in color, 
design, or material. Naturally, buying 
as many sizes per shoe as we do pre- 
cludes buying all the styles a manufac- 
turer has to offer. But rather, we choose 
those shoes we think will fit into the 
fashion picture and then we lay ’em 
down.” 

Every shoe in the Kushins’ store bears 
a well-known brand name. “I am sol 
on the idea of brand-name shoes—shoes 
that have a father and a mother,” is his 
For thirty years 
he has insisted on carrying only what he 
calls the cream line of high-grade foot- 
wear with high consumer acceptance. 
He believes in consistently promoting 
these same brand names in his own 
newspaper advertising and in his win- 
cow displays. 

“Thus we can present shoes to our 
customers in confidence, a big factor in 
successful selling,” he says. “For this 
reason I buy only from a few top manu- 


| facturers, and during the last five years 


I have not opened a single new re- 
source.” 

His outlook for the retail shoe busi- 
ness during the years to come is one of 
high optimism. “I am buying as many 
pairs of shoes from my resources as they 
will sell me. I am not afraid to buy for 
the coming seasons from my regular re- 
sources, because no shoe merchant, in- 
cluding myself, has ever had enough 
good shoes. As a matter of fact, I have 
been adding materially to my inven- 
tories during the last few months and I 
think it will take me at least six more 
months to get my stocks in a good work- 
ing balance.” 

It is his belief that retailers can main- 
tain their present high volume of sales 
if they do a good merchandising opera- 
tion, which may mean selling both lower- 
and higher-priced shoes at a lower 
markup, with the middle-priced group 
taking care of itself. Such a plan would 
be feasible, he contends, “because it is 
important to merchandise shoes on the 
merit of each individual shoe that comes 
into the store, not just willy-nilly be- 
cause the shoe costs so much and thue 
should bring so much. 

“For the next six months shoe mer- 
chants should exercise great care in the 
way they determine their markups and 
not just use a form like MPR 580 from 
turers and tanners in turn would ex- 
which to derive their retail prices. If 
this were conscientiously done by retail- 
ers, I feel confident that the manufac- 
ercise good judgment in pricing their 
products, and by doing so, maintain full 
production and full employment for 
themselves and retailers alike,” was Mr. 
Kushins’ conclusion. 


Boot and Shoe Recorder 

















see -- 
% 


ies an an aw asenanenan awas 





4} The ultimate in comfort and 
safety for golf, fishing, yachting and all sports. Center 
of sole and heel is famous CORD-ON-END non-slip 
construction; outer edge is smooth, uncorded for smart 
appearance, added comfort. Gives sport shoes extra 


2091 —RED sales impact . . . on sight! 


GRO-CORD RUBBER COMPANY — LIMA, GHIO 
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THIN isthe 





NA.B. Adrian 
Originator of 
X-Ray Shoe Fitting 


TH iS is the machine with a clearer, brighter picture, show- 
ing more of the foot because of its exclusive design. 


T K is is the machine designed especially for shoe fitting . . . 
not a revamped medical unit, but a big, powerful, air-cooled 
Dynamikore x-ray unit, which will give years and years of trouble 
free service. 

TH is is the most beautiful shoe fitter ever built. Full size, 
yet it requires only 38''x23" of floor space. 


TH is is the machine you can buy on ‘such easy terms that 
you cannot afford to be without it. 


T iy iS is the machine for your store .. . the Adrian "Special", 
the finest in X-ray shoe fitting equipment. 
Write for full information 


Mfgrs. of genuine ADRIAN X-Ray shoe fitting equipment 


LESYER AGENCIES, TORONTO: Exclusive Canadian distributors. 


Ougnators- of X- 


i_ 250 South Howell Ave. ilwaukee = Wis. 
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Organize Better 
Shoe Store Service 


New YorK—Service will need to be 
greatly improved by shoe merchants 
who want to succeed in business, in the 
opinion of a retail shoe executive here. 

To achieve this goal the sales staff 
will have to be trained. That training 
must be quite different from what it 
is today. Salesmanship is not proved 
by the clerk’s capability to write a 
correct salescheck. But that is unfor- 
tunately almost the only training sales- 
men are getting today. Department 
stores with sales training courses em- 
phasize such details to the neglect of 
important sales principles. 

Though it is necessary for salesmen 
to know how to write saleschecks this 
knowledge does not make them able to 
sell merchandise. 

This antiquated training method of 
today is of course a “leftover” from 
the war—from those days whena sales- 
man was a kind of official who gave 
customers their rations, and when 
customers tried to please the salesmen. 

Today a training course is necessary 
to teach salesmen how to give the best 
SERVICE possible. They have to be 
polite and obliging. A customer enter- 
ing a shop must be welcomed at once 
and asked for his wishes. It is not good 
salesmanship to serve only one single 
customer and to be blind and deaf to 
the others. 

Another important péint is that the 
sales staff should know what they are 
selling. That means their training 
should include lessons to make them 
familiar with the materials they are 
going to sell, how the particular kind 
of merchandise is being manufactured 
and similar items. All this will help 
the staff later on to settle complaints 
which sometimes might easily be 
proved to be groundless to one who 
knows production. 

The training must be so directed as 
to show salesmen the importance of 
giving a customer the best service even 
when he returns for an exchange, be- 
cause a customer well served on such 
an occasion will appreciate and re- 
member it, and he will come again 
when he is in need. Complaints must 
be carefully checked and settled the 
quickest way, and the customer must 
feel complete satisfaction. This is a 
very important part of the training 
program. 


Bids Asked on Army Shoes 


Boston, Mass.—Invitations for bids 
have been issued by the Boston Quar- 
termaster Depot for 7236 pairs of low 
quarter, tan shoes in supplemental or 
unusual sizes, and 1,332 pairs of com- 
bat service boots with composition 
soles, also in supplemental or unusual 
sizes. The closing time for return of 
bids on both items has been set for 
March 26. 
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attying te Message 
te the Consumen 


@ The story of Tailored Tred 
FRENCH MODERNS—shoes sold at America’s 
most popular price range, $5.95 up—is 


winging its way to 10,000,000 women. 


Through SIX LEADING FASHION 
MAGAZINES style-conscious customers are 
being told about this famous footwear. 
Write today and we'll gladly tell YOU 
additional facts about Tailored Tred 
FRENCH MODERNS and the part they can 


play in producing profits for your store. 
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Modern Youth 
Foor FAVORS A National Product 


THREE SOLE STITCH DOWNS 
OF DISTINCTION 
FOR BOYS AND GIRLS. 


“Reg. trade mark” 







M813 Gent's Tan Elk Moccasin M 2143 Miss’ White Elk Tan Saddle 
Blucher Oxford with Double Blucher Oxford-Panolene 
Tread, No Mark Sole and Heel No Mark Sole 
Sizes 124, to 3. D Wide .. .$260 Ao Sizes 121, to 3.B & D Wide $2.60 

Oauw M 2171 Child’s same in 84; to 12 
B & D Wide $2.50 





M 2146 Miss’ Tan Elk 2 Strap Sandal 
with Chrome retan leather sole 


M 2147 Same in Smoke Elk 


M 2148 Same in White Elk 
Sizes 121, to3.B&D Wide $260 


M 2174 Child’s Tan 
M 2175 Child's Smoke Elk 


M 2176 Child's White Elk 
Sizes 81/, to 12.B & D Wide $2.50 


M815 Gent's Tan Elk Blucher Oxford 
Non-Scuff tip, retan leather sole 


M814 Same in Black 
Sizes 121, to 3, D Wide... .$2.60 


TERMS NET 30 DAYS 


AND ¢ ; 
VV Vie? S hoe Company » 41-S. WELLS ST. CHICAGO 6, ILLINOIS 





A HOUSE EVERY LIVE RETAILER SHOULD KNOW .- ¢ Matlestiail {Ft 
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She’s Your 


Best Market 


ur BG 


She spends almost 20 per cent of her income 
for clothes—with shoes a major item 





She represents a market of millions of 


young business girls 


She is brand-conscious — demands sound 
value in the merchandise she buys 


She is a steady, loyal, eager, 52-week-a-year 
customer 


She looks for up-to-the-minute fashion news 
in her favorite magazine, CHARM 


Susie, the *Business Girl, knows 


CONANT how to choose the smartest shoes 





KF 


C HAR the magazine for the business giri 
a Street and Smith Publicatien 
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THERE ARE 
TWO WAYS 


TO BUY 
ADVERTISING 
SPACE 


IRST, the FACTUAL way. Buyers using this 

method get FULL VALUE for their advertis- 
ing dollars by asking these questions about 
media before they buy: 

How much paid circulation (how many peo- 
ple have expressed interest in the publication by 
paying for it)? How much unpaid? Who are the 
paid subscribers—what occupation or business? 
How was the circulation obtained? At what price 
or prices were subscriptions sold? What pre- 
miums, if any, were used as circulation induce- 
ments? How many subscriptions in arrears? 









What is the renewal percentage? Where does 
the circulation go? 

Factual-minded space buyers find the answers 
to these questions in reports issued by the Audit 
Bureau of Circulations, a cooperative association 
of 2800 publishers, advertisers and advertising 
agencies in the United States and Canada. The 
circulation records of A.B.C. publisher members 
are audited once a year by a staff of experienced 
circulation auditors, and the information thus 
obtained is issued in easy-to-read A.B.C. reports 
available to all advertisers. 

Another kind of space buying is the GUESS- 
WORK method where media is selected on the 
basis of opinions-without-facts, unverified 
claims, inadequate and sometimes obsolete data. 
When advertising is bought by guesswork it 
becomes a speculation, a hit-or-miss operation 
that has no place in modern business. 

Start your advertising on the way to success 
by using the FACTUAL method of space buying. 
This paper is a member of the Audit Bureau of 
Circulations. Ask for a copy of our A.B.C. report 
and then study it. 


SEND THE RIGHT MESSAGE TO THE RIGHT PEOPLE 





Paid subscriptions and renewals, as defined by A.B.C. 
standards, indicate a reader audience that has 
responded to a publication’s editorial appeal. With 
the interests of readers thus identified, it becomes 
possible to reach specialized groups effectively with 
specialized advertising appeals. 
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THE MOS y Doon LINE YOU’VE EVER SEEN 


SLIPPERS - SCURFS - OPERAS - SPECIALTIES 


WITH THESE GUTSTANDING FEATURES 


NEW, MORE COMPREHENSIVE STYLES, RICHER COLORS, 
MORE GLAMOROUS MATERIALS, PASTEL CAPESKINS, 
GLORIOUS ELECTRIFIED SHEARLINGS 


Coerg Hjgoer F 
a ZA?! 
pom Ce 


eee SKI A SUIMER: cipeRs 


Malone, N. Y. *TRADE MARK REGISTEREO—DESIGN PATENTED 










entted 
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Made by 


COSSACK BOOTEES, INC. 
Chateaugay, N. Y. 


Cossick noorens 
nome oor Operas & Severs 


P. J. Mares & SHEARLING SPECIALTIES NORTHERN FOOTWEAR 










Brushton, N. Y. 


a have a thrill coming . . . and soon . . . when you see 
these four completely restyled, comprehensive lines of 
slippers and shearling specialties. Breathtaking innovations 
in Style, Color and Materials. They'll be priced to bring 
you new and higher volume at the attractive mark-up 
you've always enjoyed with Consolidated Footwear. 


ONSOLIDATED Footwear Corp 


MALONE NEW YORK 







Nhese Coming 


Slats 
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FIBRE-SORTING by England-Walton skilled 
sorters, whose “detective” eyesight senses the 
slightest variations in inner fibre construction 
of leather, assures superior matched soles .. . 
meaning repeat orders from retailer and wearer 
for those manufacturers who specify E-W FIBRE- 
SORTED leather soles. 


FIBRE-SORTED soles give a merchandisable 
extra ...a Selling feature that is 


uniquely E-W. 


SET 1 SET 2 


POLARIZED LIGHT PARALLELS 

KEEN INSIGHT OF ENGLAND-WALTON SORTERS 
E-W leather soles, mated by fibre-sorting, offer greater flexibility 
and wear-resistance. 
PAIRED PHOTOELASTIC STUDIES: Set 1 reveals uneven stress 
lines in unmatched flexed samples .. . like inner structure of un- 
matched leather soles: UNEQUAL WEAR SERVICE. 
Set 2 shows uniform stress lines ...as in E-W fibre-sorted soles: 
LONGER, MORE EVEN WEAR. 














IN FUR COATS, 

it’s the matching... 
IN LEATHER SOLES, 
FIBRE-SORTING 
makes the 


ENGLAND-W ALTON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Boston ¢ Camden + Peabody + New York + St. Louis 
Columbus + Milwaukee - Los Angeles - San Francisco 
Ashland, Ky. + Newport, Tenn. + Hazelwood, N.C. 
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Shoe News 





RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Buying Cautious at Crowded Leather Show! 





First Leather Exhibit in Five Years Draws More Than Five Thousand, 
but Uncertain Price Future and Short Supplies Keep 
Buying at Low Level. 


New York—tThe reservoir of inter- 
est in leathers and leather supply, ac- 
cumulated in the five year period since 
the last Tanners’ Council Leather Show 
in March, 1942, burst through the dam 
at the Fall Leather Showing at the 


suede and glazed kid, reptiles, suede 
calf, sides, kips, patent, grain leathers, 
few of which were to be had in the 
quantities needed. 

A sampling survey of the tanners 
revealed that the heavy display of color 





Taken at 10:30 on the first morning of the leather show, this photo shows the 
first arrivals of one of the largest turnouts that the event has ever drawn. 


Commodore Hotel, Tuesday, March 11 
and 12, with more than 5,000 shoe 
trade representatives avidly examining 
the leather products of 76 exhibitors, 
the largest number ever to appear in 
a leather show under these auspices. 
The milling crowds among the boot*s 
were in a comparable situation to the 
automobile buyer of today, eager to 
buy and acutely interested in the in- 
novations and improvements in the ob- 
ject of his desire, but restrained by the 
invisible chains of short supply, high 
prices and an uncertain future. The 
business transacted at the show was 
markedly incommensurate with inter- 
est shown, according to the consensus 
of many observers. A few tanning 
companies were not able to take or- 
ders, when asked, because of previous 
commitments and short supply; and 
many were operating on tight quotas. 
Among the leathers that predomi- 
nated in the showing were calf, 
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that illumined the ballroom was far 
from proportionate to the percentage 
being produced. The amount of novelty 
colored leathers, as compared to the 
total bulk of leather produced, ranged 
from one to ten per cent. The tanners, 
working under the prevalent pressures 
of an unstable price condition, were 
putting most of their leathers in black 
or brown baskets. 

Not the most vivid, perhaps, but the 
most popular of the novelty colors 
seemed to be forest green, wine and 
grey. 

To anyone walking through the ex- 
hibits it would seem as though color 
were back in a big way. Booths were 
hung with a varied range of browns 
shading into the lighter cocoa and 
beige shades; with grey in several 
tones; with wine, also in more than 
one interpretation; with green, a good 
rich forest green and some lighter 

[TURN TO PAGE 146, PLEASE] 


Allied Products and 
Style Exhibit Held 


New York—Seventy companies in 
allied branches of the shoe industry, 
including fabrics, plastics, lasts, and 
ornamentation, were represented at 
the five-day Shoe Allied Products and 
Style Exhibit, held in the New Yorker 
Hotel, concurrently with Tanners’ 
Council Leather Show here. 

Attendance at the showing, although 
not impressively heavy, was termed 
satisfactory by many of the exhibitors, 
who said that there was a general feel- 
ing of success in establishing and re- 
newing business contacts, after the 
five-year hiatus of the war. 

Among those to be found at the ex- 
hibit were a varied cross-section of 
shoe manufacturers, stylists, and exec- 
utives from numerous points in the 
U. S. and Canada, many of them here 
to view the Leather Show at the Hotel 
Commodore, or be present at the Na- 
tional Retailers’ Association meeting 
of Style Committees at the Hotel Penn- 
sylvania during the same week. 

A noticeable tendency at the Allied 
Products Show was the emphasis on 
quality, which was not only exemplified 
in the exhibits themselves but in the 
discussions of buyers and exhibitors. 
The general reaction to the show, which 
is considered a significant preview of 
shoe styling, was deemed satisfactory 
by most observers. 


N.E. Production at New 
High in 1946 

Boston, Mass.—Total 1946 shoe pro- 
duction of 185,226,000 pairs in the three 
New England shoe states was an all- 
time high for this region, it is an- 
nounced by the New England Shoe and 
Leather Association. “This,” said 
NESLA, “represented 35.2 per cent of 
the total output for the entire country 
and was 14 per cent higher than the 
1945 output. Latest reports covered 
450 factories in New England of a total 
of 1,246 shoe plants in the United 
tates. 

“Massachusetts ‘ed all states with a 
total production of 109,568,000 pairs 
and shipments valued at $339,307,000. 
Maine production totaled 32,257,000 
with shipments valued at $85,699,000; 
and New Hampshire produced 43,401,- 
000 pairs with shipments valued at 
$122,613,000.” 











See Higher Shoe Prices Unless Hides Drop 





National Shoe Manufacturers Association Spokesmen Maintain 
Current Wholesale Shoe Prices Do Not Reflect Full 
Raw Stock Advance. 


New York—lIn a statement issued 
March 7, commenting on “the general 
impression that lower shoe prices can 
be expected,” National Shoe Manufac- 
turers’ Association expresses the view 
that “unless hide and skin prices are 
redueed substantially shoe prices must 
edvance rather than decline.” Spokes- 
men for the association indicated that 
shoe prices cannot decline until hide 
and skin prices get back somewhat 
nearer the OPA levels. This statement 
is predicated upon the fact that shoe 
prices are based upon hide prices and 
that increases or decreases in hide 
prices inevitably result in equal per- 
centage increases or decreases in the 
price of shoes at retail. 

It was further stated that “day-to- 
day fluctuations in hide prices are not 
immediately reflected in retail prices 
but whenever hides deviate from an 
established level, forces are released 
which ultimately are reflected in a 
change in the price of shoes. Hides are 
the dominant element in leather costs 
and because of that are the most im- 
portant element in shoe manufactur- 
ers’ costs. Hides and skins account for 
approximately 60% of the value of fin- 
ished leather; leather accounts for ap- 
proximately 50% of the manufactur- 
er’s price of shoes; and retailers base 
their price on the cost of shoes at 
wholesale. These percenti.ges and mar- 
gins have shown an amazing persist- 
ence for many years. 

“The average price of all hides today 
is about 25¢ per pound compared with 
the OPA price of 15¢. This means 


that hide prices have gone up 66 2/3%. 
Assuming that hide prices remain 
stable, a shoe which formerly retailed 
for $5.00 in June 1946, would reason- 
ably be expected to retail between $8.25 
and $8.50 today. Despite the increase 
in hides of 662/3%, the wholesale 
value of shoes from June 1946 to De- 
cember 1946, showed an increase of 
cnly 3314% or about one-half of the 
amount justified by the hide prices that 
are in effect today.” 

Spokesmen for the association say: 
“The increase in shoe prices which has 
occurred today represents a reasonable 
alignment with 20¢ hide prices and that 
the increased cost of raw hides has not 
as yet been reflected in the increased 
cost of shoes. The situation is still 
more involved when it is understood 
that calfskins, goatskins, sheepskins 
and many other shoemaking materials 
have advanced to an even greater ex- 
tent than cattlehides. Production costs 
likewise reflect the substantial advances 
which have been extended to labor, and 
it is extremely unlikely that any of 
these established costs can be reduced.” 

In commenting upon the situation 
with respect to the future prices of 
footwear, the association said: “If hide 
prices remain where they are, shoe 
prices must advance further. If hide 
prices are reduced to an average of 
20¢ yer pound, shoe prices may be ex- 
pected to remain firm. If hide prices 
are reduced to former OPA ceilings, 
which seems extremely unlikely at the 
moment, then and only then can shoe 
prices be reduced.” 





Store Executive Declares Need 
Of Branded Merchandise 


New York—Competition is fast re- 
turning to the retail field, and stores 
will rise or fall through the application 
or lack of application of know-how, 
time-tested principles, and aggressive 
merchandising of brand names, Willard 
W. Cole, executive vice president and 
general manager of Lytton’s, Henry C. 
Lytton & Company, declared in recent 
address to the New York Society of 
Security Analysts. 

“We feel an obligation to let the 
public know what we think of general 
business conditions and expectations 
from time to time,” Mr. Cole explained. 
“Our view right now is that competi- 
tion is returning fast to the retail field 
and that stores will rise or fall through 
the application, or lack of application, 
of know-how, time-tested principles, 
and aggressive merchandising, particu- 
larly merchandising that follows na- 
tionally advertised brands. The public 


is solidly of the belief that the adver- 
tised brands today offer more value, 
more quality, more all-around assur- 
ance than that merchandise that carries 
an unknown manufacturer’s or a 
store’s label. 

“Overall, we expect mill and supplier 
prices to be higher this spring and in 
fall ’47, but we are trying to get the 
manufacturer and the supplier to ab- 
sorb some of the increased costs on 
the promise that we will absorb our 
share to keep prices down as much as 
possible. We feel that if we are to 
continue to do a large gross business— 
in fact, even to increase our gross 
sales, we must not price ourselves out 
of the consumer market.” 





New Manager Named 


Fort WAYNE, IND. — Chester Barn- 
hart has been appointed manager of 
the Miller-Jones Shoe Co. store at 109 
E. Main Street, here, which has been 
completely remodeled and redecorated. 





Shoe Board of Trade 


Elects Officers 


New York—David S. Cohen, head of 
M. Cohen & Sons Shoe Company, Inc., 
was reelected president of the Shoe 





DAVID S. COHEN 


Manufacturers Board of Trade recently 
at the annual election of the organiza- 
tion in the Hotel McAlpin. Mr. Cohen 
was presented with a gold watch in 
appreciation of his services for the past 
year. 

The other officers of the organization 
elected were: Morris Delman, of Del- 
man, Inc., Ist vice-president; Monroe 
Geller, of Andrew Geller Shoe Mfg. 
Company, 2nd vice-president; John 
Jerro, of Jerro Bros., treasurer; 
Charles Fox, of Zuckerman & Fox, 
assistant treasurer; Charles Lilian, of 
Modiste Shoes, Inc., secretary. 





Celebrates 76th Anniversary 


Eri, Pa.—Kimmel & Son, well known 
Erie shoe merchants, are this year 
celebrating the 76th anniversary of the 
institution of the business, whose store 
is located at 17th and Sassafras streets. 
An interesting advertisement appeared 
in a recent issue of the Erie Dispatch- 
Herald-Sun, calling attention to the 
fact that the firm has served four 
generations of residents in this section 
of Pennsylvania. 


MASRA Members Will Vote 
New Date for Annual Show 


PITTSBURGH, Pa.—Because of a sug- 
gestion made before the last convention 
of the Middle Atlantic Shoe Retailers’ 
Association that the next annual con- 
vention and shoe show dates be changed 
from January to November, Cal J. 
Mensch, secretary of the association, 
has sent out a ballot to members and 
exhibitors, asking them to vote on the 
dates they prefer. The changed dates 
were suggested so that the association’s 
show could take place when most re- 
tailers were buying their shoes for the 
coming Spring season; it was felt that 
a show in January was late for the 
Spring season and early for the Fall 
buying. 
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New York Guild Elects Officers for 1947 





Irving Grossmann of I. Miller, Elected President of Guild of Better 
Shoe Manufacturers; Lou Sacher, First Vice-president; 
Samuel J. Philipson, Second Vice-president. 


New York—lIrving E. Grossmann, of 
I. Miller & Sons, Inc., was elected presi- 
dent of the Guild of Better Shoe Manu- 
facturers for the year 1947 at a Guild 
luncheon held recently at the McAlpin 





IRVING E. GROSSMANN 


Hotel, succeeding Benjamin D. 
Schwartz, of Schwartz & Benjamin, Inc. 

Lou Sachar, of M. Wolf & Sons, Inc., 
was named first vice-president; Samuel 
J. Philipson of Van Arden, Inc., second 
vice-president; John Jerro, of Jerro 
Brothers, treasurer; and Kate Goldstein 
Kamen, executive secretary. 

The board of directors for the new 
term are Benjamin D. Schwartz; A. H. 
Bogutz, of Newton Elkin Shoe Co.; Dan 
Palter, of Palter DeLiso, Inc.; Salva- 
tore Cangemi, of Cangemi, Inc.; and 
Joseph Starr, of Mackey-Starr, Inc. 

Director and executive head of the 
manufacturing division of I. Miller, 
Mr. Grossmann is considered one of the 
shoe industry’s leaders in retail and 
manufacturing procedure and has been 
a guiding spirit in the movement to 


broaden the retail market for better 
footwear. Mr. Grossmann has long 
been an advocate of close design réla- 
tionship between footwear and ready- 
to-wear. Through studies made on who 
buys better shoes, Mr. Grossmann 
proved the natural market for better 
shoes to be far greater than was origi- 
nally believed, due to the percentage 
of better shoes purchased by the middle 
income bracket. 

“The Guild of Better Shoe Manufac- 
turers was organized for the purpose 
of making the better shoe business 
greater and more consistent, with a 
profit for both retailer and manufac- 
turer,” stated Mr. Grossmann. “To do 
this the Guild has been studying the 
methods and services necessary to give 
to retailers a more natural condition 
for the distribution of our type of foot- 
wear. An underlying factor has been 
the fact that the demand for better 
shoes has been greater than the supply. 

“The program of the Guild this year 
will deal with methods of distribution 
at. points of retail and added service 
to retailers. The Guild will inspire 
better fashion. We intend to continue 
bringing the story of better footwear 
before the American woman. And we 
intend to continue with the 11-point 
program of aims brought out when the 
Guild was organized. 

“The members of the Guild bear in 
mind the fact that this industry is 
located in the fashion center of the 
world, New York City. In order to 
create a vreater market for shoes it is 
the-Guild’s intention to cooperate with 
manufacturers of other shoe products 
in this district regardless of kind and 
grade. We ask for the cooperation of 
retailers and resources of leathers and 
materials and of all those interested in 
the future of better fashion and better 
shoes.” 





Elect Officers for 
Pacific Northwest Travelers 


Los ANGELES, CAL.—At a joint meet- 
ing of the Oregon Shoe Travelers and 
the Northwest Shoe Travelers of Seat- 
tle, held during the shoe market week 
in November, 1946, it was decided to 
consolidate the two groups and form 
the Pacific Northwest Travelers As- 
sociation. 

Newly elected officers of the organiza- 
tion for the following year are Walter 
H. Schaub, president, Portland; Casper 
Lane, vice-president, Seattle; Joe Gross, 
treasurer, Portland, and Charlie 
Baughman, secretary, Portland. New 
directors are M. R. (Dick) Collins, 
Portland; Harry MacDonald, Seattle, 
and Everett Poole, Seattle. 

The dates and locations for shoe 
market week in 1947 were decided on 
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by the officers of the Pacific Northwest 
Travelers at a recent meeting. The first 
week of the market will be held in 
Seattle from May 3rd to May 6th, and 
the second week, from May 10th to May 
13th in Portland. 


Shoeman Bags Elephants 
On African Safari 


MANCHESTER, N. H. — Several ele- 
phants have been bagged in British East 
Africa by Ira H. Morse of Warren, own- 
er of a chain of shoe stores, including 
the New Idea Shoe Store here, according 
to word received by relatives in this 
section. 

Mr. Morse, who has been a big game 
hunter for many years, has a large 
museum at his home in Warren. One 
of its attractions is one of the world’s 
largest footwear collections. 





Distribution Assigned for 
March Export Hide Quota 

WASHINGTON, D. C.—Distribution of 
the March export quota of 70,000 wet 
and dry cattle hides was announced to- 
day by the Office of International Trade, 
Department of Commerce. 

The quota consists of 25,000 foreign 
origin dry hides and 45,000 domestic wet 
salted hides. No distribution will be 
established for the foreign hides. Dis- 
tribution of the domestic wet salted, 
heavy-weight, winter-kill hides will be 
as follows: Belgium, 7500; France, 
7500; Netherlands, 7500; Norway, 5000; 
Sweden, 7500; Switzerland, 5000; 
Turkey, 2500; Yugoslavia, 2500. 

The quota of 45,000 domestic wet cat- 
tle hides, consisting entirely of heavy 
hides, 55 pounds and up, will be dis- 
tributed equitably between big packer 
hides and small packer and country 
hides, OIT said. 





Labor Costs in Industry 
Show Big Increase 


Boston, Mass.—Shoe and Leather 
workers’ earnings, both hourly and 
weekly, show wage increases averag- 
ing over 80 per cent from 1939 to 1946, 
according to a survey just completed 
by the Research Bureau of the New 
England Shoe and Leather Associa- 
tion, here. This information was com- 
piled from statistics issued by the 
U. S. Department of Labor, according 
to Maxwell Field, executive vice-presi- 
dent of the association. 

“The average hourly earnings for 
shoe workers for the year 1946 
amounted to 93 cents, and average 
weekly earnings totaled $36.17, rep- 
resenting gains over 1939 of 85 and 
103 per cent, respectively,” says the 
NESLA release. “The estimated num- 
ber of shoe workers employed last 
year equaled 191,400, which compared 
with 218,000 weekly workers employed 
during 1939. 

“Leather workers earned during 
1946, $44.55 weekly wages, an increase 
of 82 per cent over their 1939 earnings 
of $24.43. Their average hourly earn- 
ings amounted to $1.09 per hour, which 
was 72 per cent higher than their 
hourly rate for 1939. Employment in 
the leather industry for 1946 was es- 
timated at 42,800 employees, which 
was 9.5 per cent less than the 47,300 
tannery workers employed in 1939.” 





Boston Boot and Shoe Club 


To Meet March 19 


Boston, Mass.—The 33ist dinner- 
meeting of the Boston Boot and Shoe 
Club will be held on Wednesday eve- 
ning, March 19, at the Hotel Statler. 
Club president, John E. Daniels, Bos- 
ton sole leather producer, will serve as 
toastmaster. The guest speaker will be 
Rear Admiral Ellis M. Zacharias, 
U.S.N. (Ret.), author of the popular 
“Secret Missions.” 
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Survey Shows High 
Percent Bad Fitting 


Children’s Feet 50%, High School 
Age 80%, Defective; Rapid Size 
Change, From 2-15, Noted. 


New YorkK—Doctors’ reports in a 
number of cities in Massachusetts, the 
only state in the U. S. that requires 
examination of school children’s feet at 
least once a year, indicate that 1) 75 
per cent of those examined had im- 
properly fitted shoes. 2) The number 
of incorrectly styles shoes increased 
with age, concomittantly with an in- 
crease of orthopedic and superficial 
foot defects. 3) 80 per cent wore 
stockings that were too short, with the 
same effect as improperly fitted shoes. 
4) Children, 5 to 10 years old were 40 
to 50 per cent foot defective, and chil- 
dren of high school age were 80 per 
cent defective. These results were re- 
vealed in a bulletin of the National 
Shoe Manufacturers Association. 

Bills similar to the Massachusett’s 
law are being advanced in California, 
New York and Nebraska currently, 
and the National Foot Health Council 
in Rockland, Mass., is preparing a 
plan to have local sponsoring groups 
propose bills in other states. 

A recent survey by the National Foot 
Health Council, indicating the close at- 
tention demanded in the fitting of chil- 





Every Type of Shoe « + men's, women's, children's for Every Type of Store «+ 
family, department, specialty, general ...in Every Price Range. Here in Chicago is a) 
complete Footwear Market for style-minded, quality-conscious, profit-wise shoe Retailers 





Foe Every Type of Shoe... For Cette 


- Fatler Service 








Warns That Real 
Competition Is Yet to Come 


New YorK—Real postwar competition 
will begin during the last half of 1947 
—this is the opinion expressed by Henry 
H. Heimann, executive manager of the 
National Association of Credit Men in 
his Monthly Business Review released 
recently. 

Mr. Heimann points out that while 
earnings of many companies during the 
first quarter of this year will make an 
unusually good showing, this high rate 
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of operation is largely due to the sub- 
stantial orders still on the books for 
replenishing stocks depleted during the 
war. The head of the national credit 
men’s organization warns that while 
the production is still in the rush stage 
the stocks for most lines will probably 
be well replenished by mid year. 

The good showing made during the 
earlier months of the year, he pointed 
out, should help the general figures for 
the twelve months’ period, but that it 
would be a mistake to assume that the 
year’s harvest will be as good as the 
flush gleanings of the first quarter. 


dren’s feet, outlined the spectacularly 
rapid foot growth occurring in chil- 
dren from 2 to 15 years of age. The 
results of the survey showed that chil- 
dren 2 to 6 years old change shoe sizes 
every 4 to 8 weeks; 6 to 10 years 
change each 8 to 12 weeks; 10 to 12 
change 12 to 16 weeks; 12 to 15 change 
every 16 to 20 weeks; and 15 and over 
change 6 months to 20 years. 





Factory Equipment 
Gains Slightly 


ALBANY, N. Y.—Factory employment 
in New York State, as announced re- 
cently my Industrial Commissioner 
Edward Corsi, of the New York State 
Labor Department, showed a net gain 
of 570 between November and Decem- 
ber. A total of 1,898,326 production and 
nonproduction factory workers was re- 
ported by the Bureou of Research and 
Statistics of the Division of Placement 
and Unemployment Insurance this 
month. 

While production-worker employment 
remained constant, numerous wage in- 
creases and overtime raised payrolls 1.7 
percent. Nearly 80 cents added to 
average weekly earnings raised the 
average December pay check to $51.03, 
compared with $47.04 in December, 
1945. Compared with December 1945, 
employment rose 10.9 percent while 
payrolls advanced 22 percent. 
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Younger Shoemen Hear Shoe 
History, Plan Exhibit 


New YORK—The New York Associa- 
tion of Younger Shoemen, Inc., held 
its monthly dinner-meeting recently at 
the Brooklyn Museum, where the group 
heard a lecture by Miss Michelle 
Murphy, curator of the industria] arts 
division of the museum, on “Shoemak- 
ing Throughout the Ages.” 

The lecture was illustrated with 
sketches and samples of footwear used 
through the ages, with emphasis on 
basic shoe ideas that have been retained 
to the present day. Following the lec- 
ture, the group visited the museum’s 
galleries, where shoes were shown as an 
integrated feature of the complete 
costume. 

It has been announced that the New 
York Association of Younger Shoemen, 
composed of men engaged in the manu- 
facture of shoes and their basic sup- 
pliers in the New York area, is in proc- 
ess of formulating a shoe exhibit of all 
the basic types of footwear, which will 
be loaned to museums, stores and in- 
terested organizations. 

The officers of the association are: 
David Sterling Last Corp., president; 
Howard Fox, Fox Shoe Mfg. Corp., 
vice president; Robert Cardonne, Car- 
donne & Baker, executive secretary; 
and Frank Gabriel, Gabriel Wood Heel 
Corp., treasurer. 





Here’s What Your Customers 
Need For REAL Relief from 





You don’t have to be told when cus- 
tomers have bunions or enlarged joints. 
You can see them! That’s your cue to re- 
commend Dr. Scholl’s Bunion Reducer. 
This nationally advertised soft rubber pro- 
tective appliance relieves pain by lifting 
shoe pressure from the sensitive spot. Re- 
tails at 75¢ each. Wholesale $6.00 doz. 
Order a supply today! THE SCHOLL MFG. 
CO., inc., Chicago 10, I, New York 11, N. Y. 


D* Scholls 


BUNION REDUCER 
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“The Moccasin Capital of the World” 


MOCCASINS 


OF UNIFORM QUALITY and CHARACTER 


enuine Hand Sewed 


Littleway Process 








Made 


and 


MACHINE SEWED 


MEN'S 
BOYS’ 
and 
WOMEN'S 











Morris Cowen Marries 


New Yorxk—Mrs. Rubin Remmer of 
Harrisburg, Pa., has announced the 
marriage of her daughter, Miss Emily 
Remmer, to Morris L. Cowen, of Miami, 
on March the 2nd at noon in the study 
of the home of Dr. Louis I. Newman, 
Rabbi of Rodeph Sholom reform Temple 
here. 

A wedding breakfast was served to 
the bridal party at the Waldorf- 
Astoria, after the ceremony. 

Mrs. Cowen is a graduate of Central 
High School and School of Commerce 
and Conservatory of Music of Harris- 
burg, Pa. She has been employed on 


Capitol Hill at Harrisburg, Pa., for a 
number of years and recently with the 
Bureau of Employment and Unemploy- 
ment Compensation in the Department 
of Labor and Industry. 

Mr. Cowen has lived in Miami prac- 
tically all of his life, coming here as a 
boy in May 1909. Mr. Cowen is a life 
member of the Biscayne Bay Lodge No. 
124, Free and Accepted Masons; a mem- 
ber of B’nai Brith; a member of the 
Miami and Miami Beach Chamber of 
Commerce and a member of the National 
Shoe Retailers Association. He is also 
a Charter Member of the reform Temple 
Israel of Miami, Fla. 
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Step into the addi- 
tional profits SHU-SHINE 
"ads" 


for Nurses are building for 


in leading Journals 


| 


| 








Dates to Remember 


Shoe Manufacturers Fall Opening, Hotel 
New Yorker, New York City. 

April 13, 14, 15, 16 and 17, 

Shoe Show, Tri-State Shoe Travelers’ As- 

sociation, Hotel Statler Buffalo, N. Y. 

April 20, 21, 

Fall Shoe Show, Central States Shoe 

Travelers, Muehleboch and Phillips 

Hotels, Kansas City, Mo. 

April 27, 28, 29, 

National Shoe Fair, Hotels New Yorker, 

McAlpin, Commodore, Biltmore, New 

York, N. Y. April 28 to May |}, 


Early Fall Openings, Guild of Better 


| Fall 


you by directing local | 


Nurses to your shoe store for 


their favorite white cleaner. 


Don't lose demand sales! 
Keep SHU-SHINE products 
permanently displayed. 
Order from your regular 


jobber. 


OSMIC CHEMICAL CO. 
BROCKTON, MASS. 


Shoe Manufacturers. 
Week of April 28, 
Dinner and Entertainment, Boot and 
Shoe Travelers’ Association of New 
York, Pennsylvania Hotel, New York 
City. April 29, 
Fall Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 
St. Paul, Minn. May 3, 4, 5, 4, 
Fall Shoe Show, Chicago Shoe Travelers, 
Morrison Hotel, Chicago. 
May 3, 4, 5, 6, 
First Shoe Market Week, Pacific North- 
west Travelers, Seattle, Wash. 
May 3, 4, 5, 6, 
Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, Detroit, 
Michigan. May 4, 5, 6, 
Fall Shoe Show, Mid-Continent Shoe 
Travelers’ Association, Skirvin Hotel, 
Oklahoma City, Okla. May 4, 5, 6, 
Shoe Show, Boston Shoe Travelers’ As- 
sociation, Parker House, Boston, Mass. 
May §, 6, 7, 8, %, 1947 
Semi-annual Banquet, Boston Shoe Trav- 
elers’ Association, Parker House, Bos- 
ton, Mass. May 7, 
Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 
May 10, 11, 12, 13, 
Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. 
May I!, 12 and 13, 
Advance Fall Showing, Southeastern 
Shoe Travelers, Sheraton Bon Air 
Hotel, Augusta, Ga. 
May 1, 12, 13, 14, 
Fall Shoe Show, Southwestern Shoe Trav- 
elers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 
May 12, 13, 14, 15, 
Shoe Show, Midwestern Shoe Travelers’ 
Association, Paxton Hotel, Omaha, 
Nebraska. May 17, 18, 19, 20, 
Shoe Show, Ohio Shoe Travelers’ Club, 
Hotel Deshler-Wallick, Columbus, O. 
May 18, 19, 20, 


1947 


1947 


1947 


1947 


1947 
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1947 


1947 


1947 





| Appointed Manager of New 





Shoe Department 


BuFrFraLo, N. Y.—Roy Rice has been | 
appointed manager of the new shoe de- | 


partment of The Sample Department 


Store here, it was announced by Jacob | 


Bunis, merchandise manager. Mr. Rice 
formerly was shoe department manager 
of the Three Sisters stores in Syracuse 


| and Chicago and prior to that was asso- 


ciated with the Wilkinson Shoe Co. in 


 eimabceseeemepgme: 


126 


| 








Walkever 


MEN'S 50% WOOL 
50% COTTON 


ANKLETS 
WITH ELASTIC TOPS 


STYLE 8391/57 . . . Men's Anklets 
with elastic tops. Of 50-50 wool 
and cotton. In multi-color all-over 
“blazer" stripes. Colors: Navy, 
maroon, brown, green — asso 

to the box. Sizes: 10!/2 to 12... 


$7.50 Dozen 





STYLE 8365/48 . . . As above, but 
in handsome “banner wrap” pat- 
terns. 
$7.50 Dozen 
(Net 30 days) 

PRICE LIST ON REQUEST 


FRIEDMAN cscny cone 


319 Fijth Arcane, How York City 16 
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West Coast Travelers Change 
By-Laws, Announce Plans 


Los ANGELES, CaL.—The West Coast | 
Shoe Travelers Associates here voted 
recently to incorporate under the laws 
of the state of California as a chari- | 
table organization. The by-laws were 
further changed by making available 
associate memberships. Anybody con- 
nected with the shoe industry, and 
especially retail shoe men, may now be- 
come associate members without vot- 
ing or office-holding privileges. 

Luncheon meetings now will be held | 
the third Thursday of each month at 
the Chamber of Commerce building. 

Plans for the semi-annual style show 
to be held the last week in May were 


announced by Frank Foster, chairman | 


of that committee. Foster also told of 


plans to hold Open House once a month | 


in the Haas Building and the adjoin- 


ing Lankershim Hotel, so that visiting | 


buyers may be assured of seeing the 
lines of WCSTA members at one time. 

Harry J. Evans, vice president of 
the NSTA and chairman of the mem- 


bership committee presented plans to | 


double the present 348 membership | 
within the year. Harry Benningston 
was appointed to the Entertainment 
Committee to serve as co-chairman 
with Ruth Hamilton and Jimmy Swan- 
son. 

Arthur Hopkins, general manager 
of Peters Shoe Co., proved an interest- 
ing speaker with his “off-the-cuff” 
summary of general shoe conditions. 
Hopkins can see no price change in 
shoes for the present cr for the im- 
mediate future. “The big problem is 
for shoe retailers to get their stocks 
in balance so that they will be in a 
position to have the shoes on their 
shelves that their trade wants to buy.” 

The following travelers were ad- 
mitted to membership: Benj. Levin, 
Los Angeles, Carla Shoe Mfg. Co., 
Lawrence, Mass.; E. M. McCubbin, 
San Francisco, Wall Streeter Shoe Co., 
North Adams, Mass.; Berkeley Sand- 
ler, Los Angeles, Sandler of Boston; 
Arthur Schoewe, Portland, Ore., La- 
conia Shoe Co., Portland, Ore.; E. C. 
Walker, La Canada, Calif. The Wil- 
liams Shoe Co., Portsmouth, Ohio; Mil- 
ton A. Utzinger, Los Angeles, Dixon- 
Bartlett Co., Baltimore; Dolf G. Hoyt, 


Seattle, Wn. Fern Shoe Co. & Wer- - 


bin Shoe Co. Los Angeles, and Sam 
Rosenthal, San Jose, Calif., Best Shoe 
Co. and Ideal Shoe Co. 





Credit Purchasing Rockets 
In Texas Retail Stores 


New ORLEANS, LA.—-Charge account 
purchasing in Texas stores continued 
to soar during January as a result of 
the removal of federal restrictions on 
credit buying, the University of Texas 
Bureau of Business Research reported. 

January sales showed 55 per cent of 
all purchases were on credit. Depart- 
ment stores jumped from a ratio of 
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important footwear. 


DANVERS, 


71 WEST 35th STREET 
NEW YORK 1, N. Y. 






43 per cent credit sales in January, 
1946, to 53 per cent last month. 
Women’s specialty shops increased 
from 56 per cent to 64 per cent. Dallas 
reported 67 per cent credit sales, Beau- 
mont 61 per cent, and Fort Worth 55 
per cent. 


Opens Specialty Store 


New ORLEANS, LA'—Featuring hand- 
bag, notions, shoe and fashion acces- 
sory departments—in addition to a 
ready-to-wear section—a new women’s 
specialty store, Raphael’s has been 
opened in Mobile, Alabama. 


And Many Healthy Ones to Come 
In IDEAL Baby Shoes 


The first three to four years of foot care lay the foundation 
for a child’s healthy development. IDEAL Baby Shoes meet 
little tots’ foot needs with all that correct designing and pains- 
taking craftsmanship can produce in this specialized and 


mrs. DAY’S IDEAL sasy sHoE co. 
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terial shortages 
~compel us to retain 
‘ovr quota basis for 
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1070 MERCHANDISE MART 
CHICAGO 54, ILLINOIS 


Elected to Honorary 
Economics Fraternity 


Cuicaco, Ibn. — Miss Katherine 
Rowell, advertising manager of Mar- 
shall Field & Company here, and 
Edgar H. Craig, assistant to the mer- 
chandise manager of Field’s women’s 
apparel division, were elected recently 
to Beta Gamma Sigma, honorary eco- 
nomics fraternity, at the University of 
Chicago. Both Miss Rowell and Craig 
were graduated last year from the 
University’s executive training pro- 
gram, with Miss Rowell receiving 
highest honors in the class. 
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Trve Ballet Last 
Full-length, padded, sewn 
sole with cushion insole. 
Block, white, red, green kid. 
Full sizes 3 to 9; 

medium width. 2.25 


Delivery 3 to 4 Weeks 
or Sooner 
Terms: Net 30 Days 


166 North 3rd St., Columbus 15, Ohio 





Outdoor Ballerina 
with leather sole, “low-down” 
outside heel. Cushion insole 
plus phantom wedge inside heel. 
Full faille-lined, in black, 

white, red, green kid or suede. 
Sizes 3% to 9, AA to B. 3.00 










today. 


RETAN ELK 


Brown 
Orthopedic 
Rubber Sole 
Sizes 62-12 
















MEN'S GENUINE HAND SEWN 


| MOCCASINS 


Here they are! Cozy moccasins that will be a 
treat for your customers. The finest hand-sewn 
moccasins, made in one piece, that skilled 
craftsmen can turn out. Others are available 
| in styles for women and boys. Place your order 


No. 580—DARK BROWN 





Featuring CROSS-OVER Shoes For Men 


KANDEL SHOE COMPANY 


Be MEN‘’S AND BOYS’ FINE SHOES 
114 READE STREET 













$3.25 


Minimum order |2 pairs 

Packed 24 pairs to case 

Net {0 dows, F.0.8 
. Ve 





NEW YORK 13, N. Y. 





The interior of the recently opened Bosere's Guild House presents clean, simple 
lies and a spacious appearance, accentuated by the long, enobstrected center 
erea of the store. The serpentine-shaped beack in the rear, agalast the light, priat 
curtcias, supplements a particularly feminine atmosphere. The Guild House color 
scheme is a harmony of gray carpeting asd walls, with acteral ock fittings and 
farsitere, touched of by red and green lacquered surfaces and emplified by hage 


wall creas of mirror. 


HARRISBURG, Pa.—A new and differ- 
ent kind of shop made its bow to the 
women of Harrisburg recently, with 
the opening of Bosere’s Guild House 
at 215 North Second Street, in a set- 
ting of distinction and charm appropri- 
ate to its exclusive styles of shoes and 
accessories. 
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“Bosere’s is an innovation in two re- 
spects,” said William Lieberson, its 
newly appointed manager. “First is 
the shop’s basic idea of planning ef- 
fective coordination of shoes, handbags. 
gloves and other accessories. Second 
is the design and character of the store 
itself.” Mr. Lieberson was formerly an 


executive retailer of I. Miller Shoes. 

To assure the greatest possible shop- 
ping convenience, the stockrooms for I. 
Milier and other shoes exclusive with 
Bosere in Harrisburg, and for the 
many lines of accessories, are adjacent 
to the sales space. The arrangements 
for storing handbags in individual cloth 
cradles to eliminate the hazard of dam- 
age indicate the careful planning of all 
details. 

The architects for Bosere’s were 
William Lynch Murray of Harrisburg 
and the New York firm of Carson & 
Lundin. The general contractors were 
Ritter Brothers of Harrisburg. 

Officers of Bosere, Inc., are Edward 
W. Schleisner, president; Earnest F. 





Barbush, vice-president, and Robert 
Offenbach, secretary-treasurer, all of 
Harrisburg. 

New West Coast Office 

For Recorder 


Los ANGELES, CAL.—The BooT AND 
SHOE RECORDER recently opened edi- 
torial and advertising offices to cover 
the West Coast. The new offices are 
at 5410 Wilshire Boulevard, Suite 307- 
308, Los Angeles 36, California. The 
telephone number is WEbster 232-2718. 

Harry Terhune, well known to RE- 
CORDER readers for more than four 
decades, heads the office. Juanita Sayer 
is feature writer, assisted by Barbara 
Landis, who is in charge of news items. 
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Egyptian Retailer Scouts 


il 


West Coast se 
Los ANGELES, CAL. — Manouel D. 
Meguerditchian, a young Armenian 


whose father owns a retail shoe store 
in Cairo, Egypt, was a recent visitor 

















M. D. MEGUERDITCHIAN 


on the West Coast, making his head- 
quarters in Los Angeles. 

His father is the owner of the Cor- 
donnerie Royale, 13 Fouad First Street, 
Cairo, a family shoe store. Mr. Meguer- 
ditchian said that he was primarily 
interested in women’s shoes and that 
he had developed many ideas from the 
new styles he had seen in Los Angeles. 

“Business has dropped recently in 
Cairo according to last reports,” he 
said. “However, I believe that this 
condition is only a temporary one.” 

Mr. Meguerditchian said that his 
father’s policies for his store were 
progressive. “We have a very up-to- 
date family shoe store. One reason we 
believe it is so modern is that we have 
been able to keep informed on trends 
in the United States by reading the 
Boot AND SHOE RECORDER and Ameri- 
can fashion magazines.” 





Final Settlement Made 
On Two Union Contracts 


New YorkK—Final settlement, on the 
eve of strike votes by the union, was 
made recently of two labor contracts 
in the shoe industry, one on the West 
Coast, the other in this city. 

In Los Angeles, a wage increase of 
5 cents was granted to members of 
the United Shoe Workers of America, 
Local 122, CIO, in a compromise con- 
tract with the Southern California 
Shoe Manufacturers Association. In 
addition to the wage increase to work- 
ers earning $1.40 or less an hour, a 
minimum wage of 65 cents per hour 
was established; three paid holidays, 
Christmas, Decoration Day and Labor 
Day; vacation pay of one week for 
those working one year, two weeks for 
five years, and one-half week for one- 
half year; a provision creating a 
grievance board, composed of 3 disin- 
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IN 1846 ® 
At work perfecting the 
Cuboid Stabilizer, built 
on similar principles, for 
inserting in any shoe. 


Cuboii 


A Foot Appliance to insert in ANY shoe, designed 


# iN 1923 


Dr. Hiss in his research 
laboratory working on 
original models of the 
first Cuboid Balancer, 
built in Dr. Hiss Shoes. 





Stabilizer 


to Balance 


the Heel, Support the Cuboid Bone, and Aid Metatarsal Weight 
Developed by the Dr. Hiss Clinic, Los Angeles. 


Distribution. 






The 
STABILIZER Co. 
H. E. BARBER, Pres. 
740 S. Flower St., Los Angeles. 
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terested manufacturers and 3 disin- 
terested union members, to adjust dif- 
ferences that arise; a piece rate pro- 
vision, eliminating grievances against 
a@ new piece rate until 4 weeks have 
elapsed, and guaranteeing work under 
the new rate, until] and if an adjust- 
ment is made. 

In New York several days later, 
Local 54, Joint Council 13, United 
Shoe Workers of America, CIO, ratified 
a new contract with the National Asso- 
ciation of Slipper and Playshoe Manu- 
facturers, in which union members 
were granted a five cent an hour wage 


increase for all workers earning $1.50 
or less. The new contract established 
a minimum wage of 65 cents an hour; 
vacation with pay for one week for 
those working one year, two weeks for 
those working 5 years. A large part 
of the details of the old contract will 
remain in effect, it was revealed. All 
of the demands of the union were re- 
jected, according to Benjamin Selig- 
man, of Seligman and Seligman, the 
attorney for both the Southern Cali- 
fornia Shoe Manufacturers Associa- 
tion and the National Association of 
Slipper and Playshoe Manufacturers. 
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FOR IMMEDIATE DELIVERY 


Golf shoes can play an important 
part in building Spring and Sum- 
mer volume and profits, but they 
must be “just right”; you must have 
ample sizes and you must feature 
them at the “right” price. Let 
Service be your “top flight” 
source of supply for 
all golf shoe re- 
quirements. 







SERVICE 


MANUFACTURING COMPANY, 


~ Ran POCONO 
egg 


Leathercrafters Since 1927 
120 East 16th Street, New York 3, N. Y. 





INC. 










$8.65 No. 3306 


Soft drying Army Russet Maison Kip, 
5 eyelet blucher with butted lacestay; 
seamed quarter, felt lined tongue, 
full oak sole, removable spikes, made 
genuine flexible Goodyear welt con- 
struction over combination last with 
good toe spring —D Width only — 
Packed 7 to 11 — '/2 sizes included — 
12 pairs to case. 


§5.40 No. 3310 


Soft drying, water-repellent, 
Chocolate Black, Oiled Retan Moc 
pattern. Duflex brown rubber sole 
and heel, removable spikes, flex- 
ible Goodyear welt construction, 
D Width only — Packed 7 to 11 — 
Yo sizes included — 12 prs. to case. | 
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Enlarges Shoe Department 


Des MOINES, 


Iowa—The women’s 





and children’s shoe department of the 
New Utica Department Store, here, re- 
cently has been remodeled and en- 
larged to provide nearly six times as 
much space for children’s shoes as be- 
fore. 

Operated by the Midland Shoe Co., 
St. Louis, the leased department has a 
capacity for children’s shoes of ap- 
proximately 3000 pairs, with a com- 
plete range of sizes for infants, chil- 
dren and growing girls. Peters 
Weatherbird Shoes are featured. 
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According to Sam Nicholl, buyer, 
and George Neumer, manager of the 
department, the expansion of the chil- 
dren’s section marks the beginning of 
an aggressive policy by Midland to bet- 
ter service the juvenile demand of their 
Des Moines operation. 





Incorporate Shoe Firm 


GREENVILLE, S. C.—Hardaway Shoe 
Company, Inc., of this city, has filed 
articles of incorporation with Secretary 
of State W. P. Blackwell, listing 
authorized capital stock of $10,000. 
Jack B. Hardaway is president. 





Inaugurate Profit and 
Management-Sharing Plan 

PATERSON, N. J.—The management 
of Stenchever’s Shoe Stores of Pater- 
son, Passaic and Hackensack, N. J., 
was formally turned over to the United 
Management Association Saturday 
night. Through this organization, the 
employees and the management of the 
stores became profit and responsibility- 
sharing partners in the business. 

At a dinner at the Alexander Hamil- 
ton Hotel, here, a contract between the 
United Management Association, which 
represents both the employees and em- 
ployers, and the three Stenchever 
stores was signed. In the contract, 
Stenchever’s agreed to set aside a min- 
imum of 20 percent of its net profits 
this year for division among the em- 
ployees. The contract also gives the 


| employees a voice in the policies of the 


stores, including the hiring and firing 
of employees. 

Actually, the plan has been in effect 
since January 1, this year, and the 
contract runs for the period of this 
year. Present expectations are that it 
will continue to be renewed indefinitely. 

The plan is believed to be unique in 
several respects which make it more 
than a profit-sharing scheme alone. 
First, the United Management Asso- 
ciation represents both employees and 
employers, with the employees holding 
the majority vote. On the eleven-man 
board of trustees of the association, 
eight trustees are elected representa- 
tives of the employees and three repre- 
sent the store ownership. Second, the 
association will regulate the hiring and 
firing policies of the stores and make 
recommendations “to promote the best 
interests of the employer and members 
of the association.” 

The association is so organized that 
other business enterprises and their 
employees may become members. 

The association will determine each 
employee’s share of the profits. How 
much an employee gets will depend 
upon his position, seniority and effi- 
ciency rating. The rating for effi- 
ciency will be done by committees 
composed of three persons, one a repre- 
sentative of the management and the 
other two elected by the employees. 

The contract also provides for the 
settlement, by arbitration, of any dis- 
pute between employees and the stores 
that might arise. 

The plan is the brainchild of Max 
Bodner, head of Stenchever stores. Mr. 
Bodner became associated with Sten- 
chever’s, which was founded more than 
60 years ago in Paterson, in 1919, and 
took over the active operation of the 
business in 1925. In 1928 the Passaic 
store was opened and in 1934 the 
Hackensack store. 

Harry Bodner and Milton Bodner 
are other officers of the Stenchever 
Stores. 
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Chicago Travelers 
Hold Monthly Show 


CuHicaco, ILu.—The February show 
of the Chicago Shoe Travelers, held 
at the Hotel Morrison, was a very ac- 
tive one with spirited business in al- 
most everyone’s showroom. This proved 
a welcome change from the month 
prior when shoe buying had slumped 
perceptibly. 

With Easter business just around 
the corner, most retailers were par- 
ticularly interested in the in-stock 
lines. The public interest in colored 
footwear was manifested throughout. 
Where formerly shoes were being made 
only in black and brown calf, now some 
of the style houses showed the same 
model developed in as many as 11 dif- 
ferent ways. These included navy, red, 
green, grey suede, beige calf in addi- 
tion to the staple suedes, calf and 
patent. Red proved to be the novelty 
most sought after. Every house with 
a well-turned out red model took orders 
on it, even to buyers from communities 
of strictly conservative classification. 


The rush for red invaded the young 
people’s lines too, and a number of 
houses, who offered walled-toe moc- 
casins and loafers, sold them with high 
success in this color. 

Next in buyer interest were two- 
toned spectators. These included not 


NATIONALLY ADVERTISED 


D' Scholls 
FOOT-EAZER | 


LARGEST-SELLING ARCH 
SUPPORT IN THE WORLD! 





For Tired, Aching Feet, Foot and Leg Poias 


Cash in on the greatest name in Foot 
Relief in the world by featuring Dr. 
Scholl’s Foot-Eazer! You'll have better 
satisfied customers. Retail, $4.50 pair. 
Wholesale, $30.00 dozen. Send for our 
big catalog. It’s full of fast-selling Dr. 
Scholl’s Remedies, Appliances and Arch 
Supports—and ideas how to make Foot 
Relief pay you big dividends. Act now! 


THE SCHOLL MFG. CO., inc 


213 West Schiller St., Chicago 10, If. 
62 West 14th St., New York 11, N. Y. 
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only the staple brown-and-white, but 
whites trimmed with red or navy or 
black, even patent. For the most part, 
suede base shoes were wanted in these 
types, though buyers from some towns 
preferred smooth whites. 

White kids are seemingly impossible 
to get, so buyers had to be content 
with elks and similar leathers.. These 
two-tones were to be found in con- 
siderable variety. In addition to the 
staple spectator pump, there were 
novelty strap ideas, some with bow or 
buckle treatment, open toe models, etc. 

It was once again evident that the 
shoe of gabardine or even only part 
gabardine is not selling. This is also 
true of plastics. 


Blaze of Wooden Shoes in 
Japan Leaves 1300 Homeless 


San Francisco — Fire destroyed 
250 buildings in 90 minutes at Takeda, 
Kyushu, Japan recently, leaving 1,300 
persons homeless. The fire started in 
a factory making wooden footwear, it 
was reported here. 


Sells Shoe Store 


Marion, N. C.—W. M. McNeill has 
sold the Marion Shoe Store to O. E. 
Edge, of Yancey county, who will re- 
open the business in the building 
adjacent to Tainter’s Store on South 
Main after remodeling. 
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Spring Comes to 


New York.—One of the first heartening signs of Spring to be seen along icy, 
wind-whipped shopping streets here is the bright, flower-decked window of 
Lefcourt Shoes, Inc., at 400 Madison Avenue. The nicely balanced display, although 
not lacking in emotional appeal, sticks fo business and shows the wide variety 
of men's shoes that can be had inside. David Lefcourt, president of the firm, says, 
“In addition to being one of the most attractive displays we have ever featured, it 
is at the same time an exhibition of some of the finest shoes in the country.” 


Search for Shoe Cutter sought of Max Dragutsky alias Motel 
Dragucki or Marcos Draguch on be- 


New YorK— Information is being half of his wife and minor son toward 
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whose support he has failed to con- 
tribute since his disappearance from 
home in May, 1945, as a result of 
which they are at the present time in 
dire need of his financial aid. Mr. 
Dragutsky, a shoe cutter by occupa- 
tion was born in Russia in February, 
1910. He is 5 ft. 6 in. tall, weighs 165 
pounds, has brown hair, blue eyes. 
Anyone aware of his location is re- 
quested to communicate with the Na- 
tional Desertion Bureau, 67 West 47th 
Street, New York 19, N. Y. 


Canada’s December Shoe 
Production Hits Low for Year 


OTTAWA, CANADA.—Shoe production 
in Canada in December, 1946, hit a low 
for the year, amounting to 3,144,192 
pairs of shoes, it was revealed by the 
Dominion Bureau of Statistics recently. 
The previous low point was touched in 
January of the same year when 3,144,- 
192 pairs were produced. Canada’s high 
was made in May, 1946, when 4,103,104 
pairs, which was an all-time record for 
monthly production, were produced. 

The Bureau revealed that for the 
twelve months ended December 3ist, 
the production of footwear totalled 
43,245,050 pairs compared with 38,955,- 
725 pairs in the corresponding period 
of 1945. 

Of the total pairage made in Decem- 
ber, 1946, 542,936 pairs were sole with 
material other than leather. 
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Open Paris Shoe Salon 
In Oklahoma 


OKLAHOMA CiTy, OKLA.—The only | 


Lederer de Paris shoe salon in the 


United States, outside of New York, 
has been opened at Dorothy’s Shop, 505 | 


S. Boston Avenue, Tulsa, Oklahoma, in 


a miniature shoe Salon, featuring the | 


Lederer de Paris shoes. Hal Nanny is 
in charge of the department. 
These shoes, entirely bench-made, 


arrive in New York with the lasts made | 


in the factory in Paris and the im- 


ported leather work on each pair of | 


shoes is done by one workman who takes 
the last already handmade and builds 
the shoe in its entirety. 

With the shoes are matching acces- 
sories, made from the same skins, in- 
cluding bags, belts, hats, umbrellas, and 
gloves. 





Shoe Company Plans 
New Building 


Et Paso, TExAS—A city building 
permit for $15,000 has been issued to 
the Guarantee Shoe Company for re- 
modeling of the building at the new 
store site, 210 East San Antonio 
Street. 

The new F. W. Woolworth Company 
building will include the site on Mesa 
Avenue now occupied by the Guaran- 
tee Shoe Company. The construction 
contract for the shoe store project has 
been awarded to Ponsford Brothers. 





70% 


OF YOUR CUSTOMERS HAVE. 


ATHLETES FOOT 


Take advantage of these golden op- | 
portunities for extra profits at the fit- | 
ting stool, by suggesting to every cus- | 
tomer afflicted with common and 
dangerous Athlete’s Foot. 


D' Scholls 


SOLVEX 


This wonderfully effective preparation 
relieves intensive itching; kills fungi 
it contacts; helps prevent infection. 
Available in Liquid, Ointment and 
Powder form. Retail, 50¢; wholesale, 
$4.00 dozen. Send for complete catalog. 


THE SCHOLL MFG. CO., Inc. 
213 West Schiller St., Chicage 10, lll. 
62 West 14th St., New York 11, N. ¥. 
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Ni SNUG FIT RUBBER 
LN CLOGS and SANDALS for MEN 


Unique Construction Feature Builds 
Profitable Business For Jobbers And Dealers 


\ 


*PATENTED 
SANDAL-STRAP 
PRINCIPLE 





Molded in One Piece 


Sandal strap principle molded in the rubber—extending from 
the base of the arch to the top of back of rubber—prevents 
the rubber from coming off or Rosbe at the heel under any 
service conditions. A dressy rubber for dress shve tailored to fit 


with no gaps. 





Established 1896 





NO FABRIC OR FILLERS * FEATHERWEIGHT 
FOLDABLE * CLEANS INSIDE AND OUT 


Stock three sizes of each item and cover the 


A PROFITABLE LINE TO RETAIL 


CLOGS .. 
SANDALS 


TINGLEY - RELIANCE RUBBER CORPORATION 


popular range of men's shoes 


..... $1.50 per pair 
$1.75 per pair 


RAHWAY, NEW JERSEY 








Appoint New Managers 
For Coward Stores 


New YorkK—William Chassy has been 
appointed manager of the Coward Shoe 
Company’s Empire State building store, 
and Samuel Gamble has been appointed 
manager of the company’s store at 270 
Greenwich Street, according to a recent 
announcement by A. S. Aronson, gen- 
eral manager of the Coward Shoe Com- 
pany, 270 Greenwich St., New York. 

Mr. Chassy was first associated with 
the firm in 1933 and up to the present 
time was the assistant manager of the 


Coward firm’s Greenwich Street store. 

Mr. Gamble has been associated with 
the firm since 1916, and for the past six 
vears has been the assistant manager 
of the Coward Store in the Empire 
State building. 

Mr. Aronson also announced the pro- 
motion of Jerome Landow from floor 
manager to assistant manager in the 
Empire State building store. 

Mr. Aronson also announced the ap- 
pointment of Oscar Paine as assistant 
manager of the Coward’s Greenwich 
Street store. Mr. Paine has been with 
the adjustment department of the 
Coward’s Brooklyn store since 1935. 
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as erdakins BETTER VALUE Build BIGGER CHILDREN’S VOLUME 


No. 5681 


No. 5685 Brown 

No. 5686 White 

No. 5687 Red 

Sizes: 8-12, 124-3, $2.40. 

Regular Half Sizes. 

All Leather Sandals, Leather 

ay Leather Insole, Leather 
ies. 





All Gk Leather, Unlined San- 
dals, Retan Leather Soles. 
Colors: Brown, Red, White. 
Sizes: 5-8, $1.65, 8-12, $1.75. 
12-3, $1.75. 

Regular Half Sizes. 


= 
All Leather Sandals, 
Lined, Leather Insole, Leather 
Soles. 


For You... 


Neo. 1401 

Child's and Misses’ 
Brown and White 
All Leather, Saddle 
Oxford. 

pines: Oa 12, I2i-3, 
Regu Sizes. 
Price: $2.45 net. 
Leather insole, Full 


quarter lecther lin- 
ing, Panolene Sole. 


GERDA FOOTWEAR CO., INC. 


158 Duane St., New York 13, N. Y. 
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Basement Pair Sales Slightly under “46 





Trend in St. Louis Department Stores Causes Speculation as tw 
Probable Future Volume Price Level 


St. Louis—Contrary to an opinion 
expressed in some quarters early in the 
year that basement store sales would 
begin a movement upward in sales vol- 
ume and customer traffic indexes due 
to increasing buyer selectivity and price 
resistance to shoes in upstairs depart- 
ments, downstairs operations in St. 
Louis report sales volume totals for 
February slightly under to about on 
a par with the corresponding month in 
1946. 

One basement department manager 
estimated unit volume for February, 
1947 3 to 5 percent below February, 
1946 while others have put the figure 
in.a category ranging from 5 percent 
less to considerably more. Exceptions 
to this trend have been basement de- 
partments which were wartime mer- 
chandise during the month at practi- 
cally give-away prices. 

While such promotions increased 
traffic and provided a stimulus to sag- 
ging unit volumes in some departments 
they were looked upon by shoe men as 
artificial and out of character with the 
true condition of buyer response for 
the month. The manager of a base- 
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ment department in one of the larger 
cepartment stores named the feminine 
demand for a $7.95 shoe at $6 to $6.50 
as the root of current basement mer- 
chandising headaches. “Another name 
for it,” he said, “is price resistance and 
it’s not peculiar to basement depart- 
ments. It can be found everywhere.” 

Expanding on the subject, he related 
that “women have reached the point in 
their shopping for shoes where most 
of them turn a shoe bottom-side-up 
when they get it in their hands to look 
at the price tag on the sole.” 

Another buyer for a basement depart- 
ment cited the lack of a “balanced price 
for customer demand” as the primary 
cause of downstairs ills. “It can’t be 
up-rooted,” he added, “until we have 
volume sellers notched back to a price 
the selective buyer is willing to pay.” 

Like other retailers in basement op- 
erations, however, this buyer empha- 
sized that he did not mean that price 
levels for downstairs units would have 
to recede to the level of pre-war years 
in the current period. “The volume 
price,” he said, “probably should be 
somewhere between the war-years level 


and what it was during the pre-war 
period.” 

Pre-war price levels in basement shoe 
cepartments for women’s shoes in St. 
Louis were placed in the range be- 
tween $2.79 and $6 by one downstairs 
shoe man of a leading department store 
with the volume price estimated at 
$4.98, while the manager of a similar 
department put the volume price for 
his operation slightly higher for the 
period preceding the war. 

Wherever the volume price for 
women’s shoes should fall during the 
current period, most basement store 
managers agree, it should not be in its 
present un-healthy range in the $6.95 
to $8.95 bracket. Because of the femi- 
nine hesitancy to respond to quantity 
purchases at présent prices downstairs 
merchandisers are impatient for the 
advent of Spring weather. The Spring 
buying season will unfurl the curtain 
of apprehension many buyers feel 
toward bulging inventories of basement 
departments which in some quarters 
are reported to exceed by 15 to 25 per- 
cent those of last Spring. 

Spring stocks should include quanti- 
ties of good basic shoes such as kid 
leather Gypsy ties along with more 
higher style merchandise to give a bet- 
ter balance to the demands of the vari- 
ous classifications of the Spring pur- 
chaser, some buyers have pointed out. 
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LEATHER MOCCASINS 


with 5 
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features! 
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Reinforced collar 
Orthopedic rubber soles by PANCO 


*,s 2 © 


STYLE +1070 Men’s 


STYLE +150 Women’s 


Also available ... 





' [. N. SCHWARTZ & SONS 





Special last thet gives comfort and fitting qualities of shoes 


Sizes 6 to 111.85 
STYLE +1075 _——Boys’ Sizes 1 to5 —‘1.80 


Smooth retan leather moccasin with 
rawhide lacing in rich mahogany color, $2.40 per pair. 


MANUFACTURERS OF 
ATHLETIC POOTWEAR AND MOCCASINS 


: PHILADELPHIA 6, PA. 
SEGRE RS 





Two rows of Goodyear Littieway lock stitching 


— SEND 


CLEAR PLASTIC! 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 
PRICE LIST 


PAIR @ $1.25 PER PAIR 





THE “INVISIBLE” SHOE FORM! 


FITS EITHER SHOE. 


SIZES 


i 4\2- s 

Sess 3009 199) San NS Ce Sv8 Shose 
; =— 7 ae  — Trade Mork Registered™ 

T 1 doz. small @ 15.00 [) 3 doz. small @ 13.50 =) 4 doz. smal! @ 12.00 

— 1 dor. large @ 15.00 [3 doz. large @ 13.50 [) 4 doz. large @ 12.00 


[) LARGE [) SMALL 


—) Please send, without obligation, your catalog ‘Modern Design on Display 


Firm Nome 
a = 


City. 


containing 60 illustrations of modern fixtures. 











ROGER KENT COMPANY 





Probably the fact that inventories 
still are unbalanced, though high in 
proportion to the same period a year 
ago, has caused as much anxiety in the 
minds of downstairs department buy- 
ers as the fact that they are large. In 
spite of the doubt, however, most down- 
stairs shoe men are optimistic and be- 
lieve that vigorous promotions will move 
their stocks. 

The fact that optimism among base- 
ment shoe men has been expressed with 
difficulty can be seen as coming from 
resistance to other commodities as well 
as women’s shoes. 

Work shoes, boys’ shoes and men’s 
and women’s slippers also have backed 
up during the early months of 1947 
and some departments have reported 
only moderate response to slippers for 
sale at only a third their normal price. 





Joins Strippings Firm 


EVERETT, Mass.—Flora M. Haley, 
president of the Haley Cate Co., Inc., 
of Everett, Massachusetts, and St. 
Louis, Missouri, manufacturers of 
strippings and trimmings, has an- 
nounced the appointment of Archie R. 
Giroux, of Lexington, Mass., as general 
manager of the company. 

Mr. Giroux, step-son of the late Ar- 
thur E. Haley, is well known in finan- 
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cial and political circles in Massachu- 
setts. He resigned in 1943 as president 
of the Boston Stock Exchange to enter 
the Army, serving overseas two and 
one-half years. He is, also, a veteran of 
the first world war. 

For eight years he served as a mem- 
ber of the Board of Selectmen of Lex- 
ington, five years as its chairman. In 
1940, Mr. Giroux was elected to the 
Board of Middlesex County Commis- 
sioners. At the present time, he is 
chairman of the Republican State 
Committee. 


Open Store in Oakland 


OAKLAND, CALIF.—Executives of C. 
H. Baker Shoe Stores and leading shoe 
manufacturers were on hand for the 
official opening of the new Baker store 
here. It is Baker’s first venture into 
this city. Located at 1725 Broadway 
and with a frontage also on Telegraph, 
the new store was designed by Gruen 
and Krummeck, Los Angeles archi- 
tects. 

Store executives who participated in 
the opening included John Baker, 
president; Roy Baker, vice-president; 
Mike Kaplan, merchandising director, 
and Gordon Birbeck, controller. Among 
their guests were Harry Sobel, presi- 
dent of Fern Shoe Co., and representa- 
tives of Sandler of Boston. 


Dividends Voted 
By Shoe Company 


St. Louris, Mo.—At a meeting of the 
board of directors of Edison Brothers 
Stores, Inc., held recently, a quarterly 
dividend of 37% cents per share on the 
outstanding 841,168 shares of $1 par 
value common stock was declared pay- 
able March 12, 1947, to the stockholders 
of record at the close of business Feb- 
ruary 28, 1947. 

At the same meeting of the directors 
the quarterly dividend of $1.06%4 per 
share was declared on the outstanding 
65,000 shares of 414 percent cumula- 
tive preferred stock, par value $100 per 
share. This dividend is payable April 
1, 1947, to holders of record March 20, 
1947. 





Increases Capital Stock 


St. Louis, Mo.—Charles Weiss, pres- 
ident of the Weiss and Neuman Shoe 
Co., Inc., a women’s shoe chain with 
stores in the mid-west, has announced 
the issuance of a certificate of amend- 
ment, which increases their capital 
stock from $350,000 to $400,000. Mr. 
Weiss added that all stock has been 
issued. 








For almost half a century the name 
of Altschul has been synonymous 
with the finest in shoes for tots to 


teens. 


Atticus 


A complete line of juvenile shoes, 
with special attention to orthopedic 
types, is being made available in 
ever-increasing quantities to our 
present customers. 


117 GRATTAN ST. 
BROOKLYN 6 
N. Y. 





FOUNDED 1899 

















source when you can have 
the finest binding ovoilable? 
Although our present supply of 
ARTUBE RIBBON is limited. we 
still have the binding you need in 
the width you need it. Our repre- 
sentative will coll on you. 


THE ALLPEECE 


4059 Park Ave. 







CORPORATION 


New York 57, N. Y. 





Buying, Attendance Higher 
At Michigan Travelers’ Show 


Detroir, MicH.—An unusually suc- 
cessful show was held by the Michigan 
Shoe Travelers Club at the Hotel Stat- 
ler, here, in March, with both attend- 
ance and buying considerably higher 
than in the February show. 


This result was considered unusual, 
since the pre-Easter show is normally 
z. little lower; but the late buying for 
immediate sale, especially in novelties, 
because of the general shortage in the 
shoe market, made this a big show. 


In women’s shoes, the heaviest de- 
mand (indicating what will be tops 
during Easter selling around the Mo- 
tor City) black calf was an easy leader. 
Following were patents, with red and 
navy blue trailing along behind. 

Supply on men’s shoes and children’s 
alike is very tight for this area, al- 
though the stocks on women’s lines 
have eased off in the past month. 

A unique feature of the March show 
was the first representative display of 
novelty effects by all the rubber com- 
panies in several years. This display 
of advance merchandise was well re- 
ceived, indicating the rubber people 
are due to ‘get in solidly here again, 
after long wartime handicaps, with 
sales reported good for future delivery. 

Upstate attendance was noticeably 
heavy at the show on Sunday. 
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Because of the conflict with Easter 
week, the regularly scheduled April 
show has been called off, to be followed 
by a three-day summer show the first 
week of May. 


Adds Salon for Youthful 


Feminine Styles 


SEATTLE, WASH. — Augmenting its 
main floor shoe installations, Freder- 
ick & Nelson, Seattle unit of Marshall 
Field & Co., has established a Young 
Moderns Shoe Salon, with latest youth- 
ful feminine footwear fashions near 
its Westlake Avenue entrance on the 
street floor. 


Fontius Shoe Company Opens 
Men’s, Boys’ Department 

DENVER, Coto. — The Fontius Shoe 
Company, Sixteenth and Welton streets, 
has opened a new department, adjoin- 
ing its main store, exclusively for men’s 
end boys’ shoes. 


Leases Store 


RocHester, N. Y.—Junior Foot Wear 
of this city, has leased a store at 82 
West Chippewa St., Buffalo, for the 
sale of children’s shoes and hosiery, it 
has been announced. 


Shoe Store Opens 


MANCHESTER, N. H.—Victor’s Shoe 
Store has opened at 376 Central ave- 
nue, Dover, N. H. The store has been 
entirely refinished and is one of the 
most modern and up-to-date retail foot- 
wear stores in northern New England. 





Sears, Roebuck Plan 
Larger Shoe Department 


LINCOLN, NEB.—The men’s, women’s 
and children’s shoe departments of the 
Sears, Roebuck *& Co. local store will 
be given approximately three times as 
much space as they occupy in the pres- 
ent building, when the company moves 
into its new quarters in the former 
Rudge & Guenzel department store 
building about June 30, according to 
Lyman E. Johnson, Lincoln manager. 

The new quarters extend the entire 
length of the block between 12th and 
13th Sts. on “N” St., and Sears is now 
remodeling the basement, first and 
second floors for immediate occupancy 
at a cost of $50,000. 

Shoe departments in the new store 
will all be on first floor, according to 
Mr. Johnson. Shoes at present are 
grouped in a family department on the 
baleony of the building at Tenth and 
“O” streets, where space is insufficient 
te take care of the business volume. 
C. N. Williams is manager of the de- 
partment. 


Boot and Shoe Recorder 






















Coordinate ae with Hosiery 


A HIGHLY interesting theory in “stylized” hosiery mer- 
chandising is under way at Famous-Barr Company, St. 
Louis department store, in a specialty hosiery counter per- 
manently set up between style-slanted women’s footwear 
departments. ; 

The Famous-Barr hosiery department long ago recog- 
nized the importance of close co-ordination between hos- 
iery, shoes and bags, which resulted in the establishment of 
the third floor hosiery counter long before the days of in- 
ventory shortages. During the worst of the war period, 
when there was not enough hosiery on hand to operate even 
the first floor department, the counter was utilized for 
other purposes, and im some measure for anklets and nov- 
elty socks. Now, however, with the return of nylons, rayons, 
and pure silks, it is possible for the management to experi- 
ment with the types of styling and individualizing of hos- 
iery which may be essential in future competitive selling. 

The third fleor counter, which consists of a center-aisle, 
18-foot counter, backed up with banks of drawers and dis- 
play facilities, has undergone substantial changes. The 
outstanding feature was the construction of a sensational 
walnut case behind the counter, which extends to a height 
of six feet behind the all-glass main counter. Done through- 
out in polished walnut, this case includes ten individual 
show window shadow boxes lined in blue pastel, with scal- 
loped white woodwork frames. Each of the units has its 
own individual source of light, brought close to the mer- 
chandise. 

The huge case has offered the management the oppor- 
tunity to focus attention on a variety of styles, colors, full- 
fashioned and seamless hosiery offerings. Each of the ten 
display units shows a different style of hosiery on clear 
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JUDGED “Best of Class : 


at every showing 


When the Winner is picked, it is always 
sponsored by the J. M. Connell Shoe Co. 
whether it’s English Riding Boots — strap- 
ped or side-gored jodhpurs—or “Sea 
Boots”"—Connell Shoe products take the 
Blue Ribbon and medal for all honors. 


ALL styles available in brown and black. 


. = Hyling _ for B*. a lop Craftsmanship = 
FEATURE J. ML. CONNELL’S ‘ Medalist Boots—for YOUR sales. 


J. M. Connell Shoe Co., South Braintree, Mass. 
Pacific Coast Distributors — Martin Lee Shoe Company, Los Angeles 


plastic leg forms. These displays, independent of those in 
the glass cases in front, are so arranged that the customer 
standing at the counter, can quickly grasp the entire style 
range which the store will feature. 

The merchandising policy depends upon co-operation 
with the shoe department. Shoe salespeople have instruc- 
tions to route their customers to the hosiery counter as sovn 
as the footwear sale is completed, with the suggestion that 
the hosiery counter can show the customer hosiery care- 
fully “ensembled” to harmonize with the shoe. The 
Younger Generation Shop, The Patio Shop, and other high- 
style footwear departments are thus counted upon for a 
consistent stream of customers. 

The “ensembling” system is already producing results. 
Supplied with a daily stock of seamless nylons, two hosiery 
salespeople suggest them for wear with the sling-back shoe ; 
full-fashioned sheer two- or three-thread silks or nylons are 
offered for wear with ankle-strap footwear styles, toe and 
heel in for sandals, and seamless nylons and rayons for 
wear with platform soles. 


New York Shoe Club 


Holds Successful Luncheon 


New Yorx—Over 150 men in the shoe business heard 
the animated, riotous anecdotes of Benny Leonard, former 
great world’s lightweight boxing champion, and the sport 
reminiscing of Sam Taub, sports announcer, at the lunch- 
eon given for the Damon Runyon Memorial Fund for Can- 
cer Research, by the New York Shoe Club. The luncheon 
was held in the Blue Room of the Hotel McAlpin recently. 

It was estimated that about $1500 was raised by the Shoe 
Club for the Fund for Cancer Research. 
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LADIES’ 


BSodhpurs 


COMPARE! !!2 
e Kip Leather Uppers 
$h.65 













e Form Fitting Lasts 
e Leather Soles 

e Lined Throughout 
e Leather Insoles 


e Packed 12 assorted 
sizes to case 





Style No. 826 Brown 
Style No. 827 Black 


All that’s NEW in plastic displays 








The 
IN0 


« SHOE CO., Inc. 









SAMPLES SENT UPON REQUEST 


ASCO 





101 DUANE ST. 
NEW YORK 7, N.Y. 








Sizes 4-9 Here's the big news in shoe sales-makers—functional 

C width displayers in clear plastic that give you “merchandise 

Semedtinte dominance’’. Complete new line. . . Metal is back in 

Deliv a big way, too. Write now for complete information. 
si It will pay you to do so. 


L. A. DARLING COMPANY, BRONSON, MICH. 
Displayrooms + NEW YORK and CHICAGO 


" Look to your friendly Darling Displays 
Devon 


Distributor for everything you need in 
display equipment. 








About Shoe People 


Lorraine Gruel has been named co- 
ordinator in charge of advertising and 
publicity for the women’s shoe depart- 
ments at the J. L. Hudson store, Detroit. 
She was formerly assistant buyer of 
casuals and house slippers. 

> + 7 

O. L. Fulford and C. W. Marsden have 
opened a new shoe store at 603 Whittier 
Bivd., Montebello, Calif. Both Mr. Ful- 
ford and Mr. Marsden have been con- 
nected with retail shoe stores in Los 
Angeles for over twenty years. 

7 . > 

Wendell L. Daen, who recently re- 
turned from service with the Naval Air 
Corps, opened a new shoe store at 5958 
Whittier Bivd., Montebello, Calif. All of 
the fixtures for the store were designed 
by Mr. Daen. 

- . = 

Eden and Emile Ledesma recently 
bought the Victoria Shoe Store, 1012 
Main Street, Santa Paula, Calif. 

. = 


George and Patricia Anderson have 
opened a family shoe store on Solano 
Avenue, Albany, Calif. Mr. Anderson 
was recently discharged after being in 
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the service for six years, during which 
time his wife was connected with several 
shoe stores in the Bay district. 

. . > 


Ralph Hale is opening a new shoe 
store in Studio City, Cal. He intends 
to make some improvements on the 
very attractive store in Montrose, Calif., 
which he has been operating for the 
past several years. 

> > . 

New departments have been opened in 
the William Eastwood and Son Com- 
pany’s stores, New York, by Burns 
Cuboid Co. Frank Spiegel, regional rep- 
resentative for the Cuboid Co., assisted 
Arthur Lotz with the opening of the 
Rochester department, and joined M. C. 
Anderson in Buffalo to complete the de- 
partment there. 

> . . 

Grover Krieger, who operates the 
Krieger Shoe Store in Santa Ana, Calif., 
recently announced the opening of his 
new family shoe store in Bell Gardens, 
Calif., with Leon Jacobs as manager. 

> > 7 

Harry A. Jones, sales representative 

for the Weyenberg Shoe Manufacturing 


Company, was re-elected secretary-trea- 
surer of the Ak-Sar-Ben Men’s Apparel 
Club, at the annual election held in con- 
nection with the tri-annual market week 
in Omaha, Neb., in February. 

> 7 2 

Loren Mills, merchandising manager 
at Wells & Frost, well-known family 
shoe store at Lincoln, Neb., has been 
named colonel of the retail division in 
the Red Cross fund campaign in Lan- 
caster county. 

7 > 7: 

Condition of Dan Haney, president of 
the Haney Shoe store, Lincoln, Neb., 
who suffered a heart attack while at the 
store recently, was reported much im- 
proved the following day. He is at 
Bryan Memorial hospital. 

> > . 

Louis Goldberg has announced that 
he has lost his lease on the site of Jay’s 
Shoe Store, on the south side of the 
square in Tyler, Tex., and is preparing 
to liquidate his stock. Mr. Goldberg is 
at present looking for a new location 
for his store. 


R. W. Holmes and his wife have join- 
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ed J. A. McDaniell to open the Holmes 
Shoe Store, at 449 Main street, Long- 
mont, Colo. Mr. Holmes has been in 
the retail shoe business since 1933, when 
he was at the same time attending the 
Longmont High School. The Holmes’ 
new venture is a remodeled, modern, 
family shoe store. 
7 > . 

Roy E. Adams, associated with the 
Daniel Green Company, of Dolgeville, 
N. Y., manufacturers of leisure foot- 
wear, was elected treasurer of the com- 
pany recently to succeed E. Ralph Breck, 
who has retired. 

- . * 

Buyer of women’s shoes for Butler 
Bros. since 1942, Maurice H. Jones has 
resigned to open his own shoe sales of- 
fice at 209 S. State Street, Chicago. Suc- 
ceeding to Mr. Jones’ position at Butler 
Bros., is A. P. Leitzmann, who now adds 
the duties of buying women’s shoes to 
that of children’s, the latter having been 
his division up to this time. Mr. Leitz- 
mann has been with Butler’s for the 
past 12 years, earlier in Baltimore, then 
transferred to Chicago in 1945. 

> > > 


Sol Berner is now located at the Life 
Stride division headquarters of the 
Milius Shoe Co., in St. Louis, Mo., where 
he is welcoming his old friends and cus- 


tomers. 
> * .- 


Roy A. Gill of St. Louis, Mo., formerly 
head of the shoe, apparel and textile 
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sections of the OPA pricing division, has 
announced his entry into the drop 
shipment jobbing business. 
> > > 
It was recently announced that Floyd 
H. McCluer of Pasadena, Cal., formerly 
vf Neiman-Marcus and who has been in 
charge of Joyce sales in the Southwest, 
will now be in charge of their sales in 
the Southeast as well. Walter D. Laver 
III, now in training, will eventually as- 
sist McCluer, concentrating on the 
Southeastern territory. 
. > > 


William Manowitz, secretary - trea- 
surer and sales director of the Hussco 
Shoe Company, of Honesdale, Pa., has 
flown to Honolulu, where he will ar- 
range for distribution of “Huskies” for 


the firm. 
a >. — 


George S. Webster, veteran shoe re- 
tailer in Webb City, Mo., has announced 
retirement and sale of his store to his 
partner, W. G. Huey. Mr. Webster has 
spent 50 years in the shoe business. He 
has operated stores at Carthage and 
Springfield, Mo., Independence, Kan., 
and Miami, Okla. 


Ernest M. Hopkins, who retired in 
1945 as president of Dartmouth College, 
has been named to fill a vacancy on the 
board of directors of the Brown Co., 
Berlin, N. H., manufacturers of shoe 
innersoles and other products. 


Robert E. Blake, general counsel for 
the Internationa] Shoe Co., St. Louis, 
has been appointed by Mayor Aloys P. 
Kaufman, of St. Louis, to head a Citi- 
zen’s Tax Commission to solve the city’s 
financial problems. Long a civic leader 
Blake was honored with the St. Louis 
Award for outstanding community ser- 
vice in 1944 for his outstanding leader- 
ship in the state Constitutional Conven- 
tion the previous year. 

>. . > 


Marshall Prescott, Opelousas, La., a 
veteran of World War II, with 54 months 
of service in the army, has been ap- 
pointed inspector for “on-the-job” vet- 
erans training in Louisiana, it has been 
announced. 

> . > 


Sol Goldstein of Henson Shoe Co. has 
been elected to the board of directors of 
the Broadway-Fillmore Association in 
Buffalo for a one-year term in a recent 
reorganization of the East Buffalo shop- 


ping group. c 

Walters Landers, owner of the Land- 
ers Shoe Store in Norfolk, Neb., was 
seriously injured recently in a steam 
boiler explosion that reduced the rear of 
the shoe store to rubble, blew out the 
plate glass front windows, and fatally 
injured the proprietor of an adjoining 
plumbing shop. Mr. Landers is suffer- 
ing from head and internal injuries, a 
fractured arm and fractured finger. 
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COMPARE!! 
WRENCH INCLUDED | 
e Antiqued Leather Uppers | 
e Moccasin Toe | 
e Leather Soles 
e Skeleton Lined 
e Goodyear Welt Construction 
e Removable Spikes 
e 12 assorted sizes to case 


Immediate Delivery * Samples Sent Upon Request 


,° = “Arnoft 


SHOE CO., INC., 101 DUANE ST., NEW YORK, N. Y. 


Golf Shoes 





Style No. 2177 — 
Sizes 62-12 Cc & D Widths 




























The ijT’s NEW— 
SELLS ON 
VERY IDEA nso 
Se lafet Ss 
TO BOOST ers and other © 
SHOE SALES! A smart, simple device for proper drying and 
e between season care of all types of boots and 


other outdoor footwear. Prevents long boots 








for details. 


CAMPRO CO., CAMBRIDGE, OHIO 


Plastic miniature 
boxed with GIFT CER- 
TIFICATE is new to shoe 
trade. 


Well proportioned model 
based on today’s most popu- 
lar design, and only 4 inch- 
es 
= will step up sales 
year 

mendously popular at Christmas. Lustrous black, brown and gay colored plastic 
pump can be labeled your firm name. The price of a toy but receiver of this 
novel gift will always keep it and remember. Promotion possibilities unlimited 
for good-will. Certificates (if desired) at cost. Taking 


long Pump with gift 


‘ound, will be tre- 


orders now. Write 











, cracking—need not be folded. Ris- 
ing warm air circulates through 
boots, quickly drying them. Folds 
flat to carry in pocket. 

Packed 2 dozen to a carton with 
convenient vending display rack 
suitable for counters and windows. 
“onsistent National advertising. Re- 
tail price $1.25, leaving a good profit. 


Prompt service direct # your jobber 
cannot supply you. 


NOEL VAN TILBURG COMPANY 
1041 Washington Ave., $.E.—Minneapolis 14, 




















Jules D. Stark 


New YorK—Jules D. Stark, 53, mer- 
chandise manager of shoes of Ohr- 
bach’s, Inc., died at his home recently 
of coronary thrombosis. He had been 
with Ohrbach’s for 14 years. 

He leaves a widow, Mrs. Rose S. 
Stark, and a sister, Mrs. Edna Buch- 
dahl of Mechanicsville, N. Y. His son, 
Corporal Robert S. Stark, was killed 
in action on Nov. 19, 1944, in Italy as 
a member of the 337th Field Artillery 
Battalion, 88th Division. Mr. Stark 
served overseas in World War I as a 
member of the 106th Machine Gun 
Battalion, 27th Division. Funeral ser- 
vices were held at the Riverside Memo- 
rial Chapel. 


__— 


E. H. Saunders 


SACRAMENTO, CAL, — Eugene H. 
Saunders, 44, of 1480 Wentworth 
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avenue, veteran shoe retailer in Sacra- 
mento, Stockton and San Jose, died 
here recently after undergoing an 
operation. Mr. Saunders was the gen- 
eral manager of the Don Burton Shoe 
Stores of this city and Stockton, for 
the past seven years, and previously 
operated his own stores in San Jose and 
Stockton. 

Survivors include his widow, Naomi; 
daughter, Mary Louise Saunders, Of 
San Jose; a son, Eugene H. Saunders, 
Jr., of San Jose; and an aunt, Mrs. 
Grace Durrell, of Santa Cruz. 





Hugh H. Crawford 


BRATTLEBORO, VT.—Hugh H. Craw- 
ford, sales representative for Dunham 
Brothers Company, in western Ten- 
nessee and Arkansas, died recently at 
his home, 1920 Young Avenue, Mem- 
phis, Tennessee. 


Mr. Crawford had been associated 
with Dunham Brothers since 1935. He 
is survived by his widow and five chil- 
dren. 


Walter Burkhardt 


Derroit, MicH.—Walter Burkhardt, 
57, of Mansfield, died suddenly in his 
sample room during the Michigan Shoe 
Show at the Statler Hotel, Detroit. He 
represented the Royal Shoe Co. of Chi- 
cago and other lines, covering Ohio 
and Michigan. 

He started in the shoe business as 
manager of a retail store operated by 
Louis Ostrow Shoe Company and then 
went to the Noble Shoe Company of 
Peoria, Illinois, as store manager. 
About twenty years ago joined the 
International Shoe Co., Friedman-Shel- 
by Division, covering southwestern 
Ohio. He is survived by his widow 
and one son. 
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Gleaming Chrome and Prism -Glase 
FOR DRAMATIC SHOE DISPLAY 


Plenty ot 


Plus trot 


with 
CADIE 
(KAY-DEE) 


SHOE CLOTHS 


You can add extra profits to every 
sale by featuring these two fast- 
moving items. They retail for 29¢ 
and 59¢; packed 2 dozen to the 
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Graceful chrome and prism-glass displayers se// the 


di b 
payenng a footwear they display so well. No. MD8 .. . TRIPLE 
aol J with the Cadie Sk Cloth DISPLAYER has three 10” circular shelves; 12”, 18", and 


...the polish is right in the cloth. 
No liquids or powder necessary 
with the Cadie Shoe White Cloth 
...just dip in water and use. 
White will not rub off. 


24" high. No. MD9... LOW CIRCLE PLATEAU, 6” high 
with 14” round glass top. No. MD10...TRIPLE SHELF 
SET PIECE, made of 1" solid rod, chrome finish 18” 
high. One prism-glass shelf 10x14" and two, 10x12” 
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Lytton’s Purchases 
Cincinnati Store 

CuicaGco, ILu.—Purchase of The Big 
Store, one of Cincinnati’s oldest ap- 
parel stores, by Lytton’s, Henry C. 
Lytton & Company, here, has been an- 
nounced in a joint statement by David 
L. Liebman, president of The Big Store 
Company, and, Willard W. Cole, execu- 
tive vice-president and general man- 
ager of Lytton’s. 

Lytton’s operate an apparel store in 
an 18-story building at States and 
Jackson Streets, Chicago, stores in 
Evanston, Oak Park, and Alton, 
Illinois, and Gary, Indiana; _ the 
Young-Quinlan store, Minneapolis, 
Minnesota; and licensed departments 
in six Block & Kuhl stores in Illinois. 
A seventh Lytton store will be opened 
in Joliet, Mlinois, in July. 





Finds Return Limit on 
Retailed Shoes Successful 


LINCOLN, Nes.—T. W. Crawford, 
who manages both the men’s and 
women’s shoe departments at Magee’s, 
reports that he has had such good re- 
sults from the six-day-return limit on 
shoe purchases, instituted during the 
war, that he has made it a permanent 
policy. The larger shoe stores and de- 
partments in Lincoln decided upon the 
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limited return early in the war, but 
most of the participants have let it 
drop. 

Mr. Crawford has had printed a 
large supply of 2%x4-inch cards which 
he is attaching to the tops of shoe 
boxes in both the men’s and women’s 
departments. The card reads: 

“CAUTION—Don’t set these shoes 
aside without checking the size of 
BOTH shoes. . If for any reason 
you are not starting to wear these 
shoes immediately you should double 
check the fitting NOW. After six days 
it must be assumed that the shoes fit 
correctly . No exchanges or re- 
turns after six days of purchase. . . . 
Thanks! Magee’s.” 





Resigns As Public 
Relations Director 


New YorK—Ray C. Dovell, director 
of public relations at the Melville Shoe 
Corporation, has resigned his position 
after 17 years with the company to 
become president of the History Book 
Club, a publishing enterprise that he 
has organized. 

No successor to Mr. Dovell will be 
appointed, it was announced. Mary 
Waddell, who acted as assistant to Mr. 
Dovell, will edit the company’s house 
organ, and undertake public relations 
work under the supervision of John B. 
Fitch, vice-president. 


Coward Shoe in Boston 
Will Move in October 


New York—The Coward Shoe Com- 
pany’s store in Boston will move to a 
new location on October 1, according to 
a recent announcement. The firm will 
move from its present quarters at 30-32 
West Street to two buildings which are 
back to back, one on 33-37 West Street, 
and the other on 25-27 Temple Place. 

Alterations on the buildings will start 
this Summer. The two stores will be 
completely redesigned and modernized 
by Sanders and Malsin, architects of 
425 Fifth Avenue, here, at a cost of 
$75,000 including fixtures and furnish- 
ings. 

The first and second floors and base- 
ment of the five-story buildings will be 
occupied by the Coward Shoe Company 
and the upper floors subleased to other 
tenants. 

The Coward store will have a thirty- 
seven foot frontage on West Street and 
a thirty-one foot frontage on Temple 
Place. Children’s and men’s shoe de- 
partments will be on the main floor of 
the Temple Street building. The second 
floor will see shoes for women and 
teen-agers. 

The Coward Shoe Company has been 
located at 30-32 West Street, Boston, 
Mass., for the past twenty years. Mr. 
John J. Heffernan is the manager of 
the Coward Shoe Store in Boston. 

. 
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IMMEDIATE DELIVERY 


MEN'S SIZES 612 
Cc & D WIDTHS 


The PAR-BUSTER GOLFER 


There's Quality in These Two Styles 


@ WATERPROOF AVON SOLES WITH LOCKED-IN SPIKE RECEPTACLES 


MARATHON SPORTING SHOE CO., Ime. 116 DUANE STREET NEW YORK 7, N.Y. 







STYLE No. 215 
WALLED TOE 





@ REAL RAISED 
@ FULL LEA 


@ HUSKY NON-CURL LEATHER INSOLES 











Irish Beauty Walks 

In American Kid 

New YorkK—Marna Kennealy of 
County Clare, Eire, arrived in the 


United States recently for an RKO 
screen test, with a wardrobe by Owen 
Charles, the Marquis McSwiney of 
Marshanaglas, of Irish fabrics and ma- 
terials, complete except for the Ameri- 
can tanned kidskin of her shoes. The 
leather was flown from New York to 
Shannon especially for the Irish 
beauty’s shoes. 

The 55-lb. wardrobe included eight 
pairs of shoes by Donaghy of Drogeda, 
Eire. For Miss Kennealy’s evening 
sanda’s he used gold combined with 
amber jersey of her gown and cape. 
With her hand-woven brown and beige 
tweed she wears a high draped vamp 
pump of brown kid. The Irish beauty 
aspires to the success of her predecessor 
and schoolmate, Maureen O’Hara. 





Completes 12th Store 
Enlargement Program 


Quincy, Mass.—The Remick Com- 
pany of Quincy, Mass., reopened its 
store a short time ago upon completion 
of the 12th in a series of store enlarge- 
ment programs. The new addition, 
which adds approximately one-third to 
the present selling space will be devoted 


principally to women’s fashions. The 
alteration program originally began in 
February 1946, having taken approxi- 
mately one year to complete. 

Among the physical changes in the 
building are: the addition of two floors 
to the original building which will house 
four fashion departments, women’s 
ready to wear, women’s sportswear, a 
Deb shop and women’s shoes. 

Shrubbery landscaping will be used 
both at the entrances and on the roof 
of the new terrace. The terrace is a 
flagstone interior display section, an 
arcade 14 feet wide extending the en- 
tire width of the building. Entrance 
to the main store is gained through 
three sets of double glass doors. 

This is the fourth major enlargement 
vndertaken since MHarvard-trained 
Frank E. Remick, present head of the 
organization, took over the business 
after the death of his father in 1931. 


Shoe Store Adds Four 
New Departments 


Houston, TEXAS—Four new depart- 
ments featuring unique decorations 
were opened recently in the new second 
floor of the Vogue Shoe Store, located 
at 821 Main Street here. 

The entire second floor, designed in 
flowing lines, is devoted to casual, teen- 
age, and dress shoe departments and 
a matching accessory shop. 








real source of profits. 


Inquiries invited 


357 Fourth Avenue 


WHLLIAM ISELIN & Co.. INC. 


Our factoring service maker it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
= LYNCHRURG. VA. GRAND BAPIPS. MICE. 





NEW YORK 
LOS ANGELES, CALIF. 3 
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The decorating scheme, conceived and 
executed by Angelo Bisenz of New York 
City, includes a mirror, 30 feet in 
height, which begins at the main floor 
and continues to the second floor over- 
looking the winding stairway. 

The casual department, located at the 
far end of the room, is decorated with 
bright tropical murals and trimmed 
with bamboo decorations. Teenage cus- 
tomers have their own nook in the 
second floor with the department offer- 
ing shoes styled and designed to appeal 
to the younger set. 

Different-styled bags to match all 
types of shoes, with the emphasis on 
reptile ensembles, are featured in the 
accessory department. Gloves, belts, 
and other matching accessories will also 
be sold in this department. 

Unusual individual showcases are in- 
serted in the wall of the dress shoe 
department. The showcases, made to 
refiect light and facilitate a clear view 
on all sides, are designed tg hold only 
one pair of shoes. 

The main floor will carry a complete 
line of accessories and leisure slippers, 
after redecoration of the main floor, 
which is scheduled to begin this Sum- 
mer, according to Harry Susman, co- 
owner and vice-president of Vogue 
Shoes, Inc. 


Appointed Manager of 


New Shoe Department - 


ROANOKE, VA.—Brunellt Phillips, lo- 
cal choir director and, for the last 25 
years with Probst-Childress, Inc., re- 
tail shoe store, has been named man- 
ager of the new N. W. Pugh Company 
shoe department, it was announced by 
N. W. Pugh, Jr., president of the 
local department store. 

J. Carl Tate, also formerly of 
Probst-Childress, will assist Miss Phil- 
lips, it was announced. Mrs. Patsy 
Murray, formerly in shoe merchan- 
dising in Bristol, Tenn., and Gulfport, 
Miss., will be added to the shoe de- 
partment staff, Mr. Pugh said. The 
appointments were effective Monday, 
Mareh 3. 
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” Work of 


4609 W. HURON ST. 


GITS 
Unbreakable 


Plastic 


DE LUXE 


SHOE 
HORNS 
art! Useful! 
Attractively Merchandised! 
Easy— Quick Sales. 
Full Profit. 
@ Authentic replica of early steers 
horn. 


@ Permanent, lustrous colors. 

@ Unbreakable plastic. 

@ Polished surfaces and edges. 

@ Pleasant to touch. 

@ Retails at 25c each (full profit). 

An exceptional retoi value witha ready market 


1idTES t 


Manufocturers of the famous Gits Foshlights, Knives, 
Savings Banks, Gomes, Protect-o-shieids, Etc. 



























CHICAGO 44, Al. 








Their Comfort Is 


MATIHED 


Only By Their Style 
And Their Sales 


the perfect combination to the alert shoe buyer! 
MOCS-EEZ are a pleasure to wear—a pleasure to buy— 
and o pleasure to sell ! 


Made to retod ot 
$5.95 and $6.95 


neg [ee Shoe Co. 


WRITE—BSETTER STILL—WIRE FOR FURTHER DETAILS! 























Widths AA ond B 
Colors. Red, Brown and Combinathon 
Soles. Rubber ond Leather 








Extend Organization of 
Canadian Shoe Workers 


MONTREAL, CANADA — A _ widescale 
program of organization to unionize all 
boot and shoe workers in Montreal was 
launched recently by the International 
Fur and Leather Workers Union, 
C.1.0. The union, which has established 
a shoe workers’ local here, said it had 
been decided to extend the jurisdiction 
of the group to include all workers in 
the industry. 

“The shoe workers are a group of 
employees in this province who have 
been discriminated against,” William 
Mitchell, union organizer, said in a 
statement. “Organization of the work- 
ers into one union will be of great 
value to the industry as a whole.” 

Meanwhile, the Quebec Labor Rela- 
tions Board certified the C.I.0. group 
as bargaining agent for some 500 em- 
ployees of the Dependable Slipper and 
Shoe Manufacturing Co. Negotiations 
with the firm have started. 





To Open in New Location 


New Haven — I. Miller of New 
Haven, after 17 years in its present 
location, will move to new quarters at 
988 Chapel Street on the first of March. 
The new store will provide twice the 
selling space as the former location, 
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and will be closer to the heart of the 
shopping center. 

A sitting room motif, with mirrored 
walls and indirect lighting, will feature 
the interior of the new store. 





In New Location 
MANCHESTER, N. H.—New and more 
conveniently located headquarters of 
John’s Shoe Store were opened recently 
at 119 Hanover Street, corner of Chest- 
nut Street. 
The formal opening was featured by 


-special prices in all departments, and 


flowers were presented to ladies visiting 
the new establishment. 

The business, owned by John Florou, 
has been in operation in Manchester 
for 20 years. 





Open Children’s and 
Teen-Age Store 


Bripcerort, ConNn.—The first store 
to deal exclusively in children’s and 
teen-age footwear has been opened here 
at 1150 Main Street by Abe Kowalsky 
and Irving S. Moorin, both formerly 
connected with the shoe department 
at Leavatt’s. The store is known as 
Kamor Junior Shoes and the operating 
name is Ka-Mor Shoe Company, Inc. 


Podiatrists Discuss Shoes 


ALBANy, N. Y.— Fifty members of 
the Northeastern Division, Podiatry So- 
ciety of New York State, met here re- 
cently to discuss new ideas afoot. 

Dr. Ben Levy, Schenectady, chair- 
man, discussed the latest feminine 
styles in footwear and the trend toward 
closed toes and heels, while Dr. Ray- 
mond V. Healy, Albany, demonstrated 
the Murray shoes, a new idea in cor- 
rective footwear. Dr. A. Anderson 
Weiss, Mount Vernon, was principal 
speaker at the dinner, and Dr. H. Bern- 
ard Milstein, Albany, was toastmaster. 


Leather Prices Increased 
In Canada 


OTTrawA, ONTARIO — Increases in the 
price of leather goods, which are still 
under control, were recently announced 
by the Wartime Prices and Trade 
Board. 

Leather increases permitted wil! 
jump the maximum price of leather 
footwear by 11 per cent for men’s shoes 
and nine per cent for women’s. 

The maximum prices of cattle hides 
have been boosted by three cents a 
pound, with corresponding increases 
for the other types of hides. This has 
resulted in an adjustment in the max- 
imum prices of leather, ranging from 
10 to 17% per cent, depending on the 
type of leather. 
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SEND FOR OUR CATALOGUE 


MODERN ORTHOPEDIC | 
APPLIANCE CO. 


109 W. 26 Street, New York 1, N.Y 











This shoe holder is adjustable—nickel-plated steel 
—can be used on any kind of props—no more 
need for building shelves on backgrounds—at- 
tach to anything and enhance your shoe displays. 


SYLVEN DISPLAY CO. 


5102 W. IMPERIAL HIGHWAY 7 





Designed by a 
Displayman 
for your 
Shoe Displays 


AN INVISIBLE 


SHOE HOLDER* 





No. I—For Vertical Displays 





No. 2—For Horizontal Displays 


$12.00 dozen 


LOS ANGELES 45 














Approve Commercial 
Production of New Plastic 


St. Louis, Mo.—The Board of Direc- 
tors of Monsanto Chemical Company 
recently announced approval of the 
commercial production of polyvinyl 
chloride plastic on a major scale. 

The project, which follows more than 
three years of extensive pilot plant 
production, involves construction of 
manufacturing facilities at the com- 
pany’s Plastics Division, Springfield, 
Mass. 

Polyvinyl chloride is best known for 
its rubber-like properties. Monsanto 
will market the substance under the 
name Polvin. 

End uses for Polvin elastic films and 
sheets are found in shower curtains, 
aprons, utility garments, rainwear, 
draperies, upholstery covers, handbags 
and shoe uppers. 





Fire Destroys Recently 
Sold Rasmussen Factory 


Boston, Mass.—Machinery and equip- 
ment of the Rasmussen Shoe Company 
was either destroyed outright or badly 
damaged in a fire which, on March 4, 
levelled the building which this company 
occupied in Westboro, Mass. 
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The company, ownership of which 
passed recently to the A. E. Nettleton 
Company of Syracuse, N. Y., was the 
sole tenant of the two top floors of a five- 
story frame building in the heart of the 
city. An adjoining four-story factory 
building, a house and gasoline filling 
station were also destroyed and a dozen 
or more other buildings were damaged. 
Total estimated loss is $500,000. 





Take Over Leased 
Shoe Depariment 


St. Louris, Mo.—DeLoach’s, Inc., at 
Greenwood, Mississippi, operators of a 
women’s specialty store for the past 
twelve years, recently have taken over 
their leased shoe department and will 
operate it under their own management. 

P. L. DeLoach has visited St. Louis 
and New York shoe markets during 
the past few weeks buying lines. He 
announces that a shoe buyer will be 
appointed shortly. At present his en- 
tire store is being remodeled by Grand 
Rapids Fixture Company. M. DeLoach 
states that he will carry women’s lines 
in price ranges from $10.00 and up. 

DeLoach’s, Inc., is represented by a 
resident buying organization, Nat 
Gavender, Inc. This firm represents 
ther in St. Louis, Dallas, Chicago and 
Los Angeles. 


Wants U. S. Correspondent 


New York — A letter from France, 
indicative of vital growth processes 
occurring in the shoe industry of that 
troubled country, was received in the 
offices of the Boot AND SHOE RECORDER 
recently. 

The letter, written by the 26-year- 
old son of a French shoe maufacturer, 
said that the writer desired to cor- 
respond with a young American “shoe 
technician,” and asked if this request 
could be published. Those interested 
in exchanging views with a young 
Frenchman associated closely with the 
French shoe industry may write to the 
following address: Paul Jauffrineau, 
Treize-Septiers (Vendée), France. 





Increases Authorized 
Stock 100 Times 


RICHMOND, Va. — Bostonian Shoe 
Sales Corporation, a Massachusetts 
corporation with offices in Virginia, 
has increased its maximum authorized 
capital stock from 100 shares without 
par value to 10,000 shares without par 
value, according to an amendment to 
its certificate of authority just filed 
with the Virginia Corporation Commis- 
sion by the C. T. Corporation, 10 Post 
Office Square, Boston, Mass. 
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BENCHMADE COWBOY BOOT... 


#6010, high grade leather, Goodyear welt, leather lined. 
Design shown in ton and white. Other designs and colors 
also available. 10 to !'/2, individually boxed, $9.25 pr. 


JUNIOR MAJORETTE ... 


Joy-Lee brand, leather sole, rubber heel, high grade 
elk. Individually boxed and labeled. Brown or white. 














1245 E. ELIZABETH 


7 to 10, $3.50 pr. 10'/, to |, $4.20. 


IMMEDIATE DELIVERY 


BROWNSVILLE 
IMPORTERS 


BROWNSVILLE, TEXAS 





TERMS: 2%-—10 DAYS 








SALESMEN—Some territories 


still open. 
Write for informetion and samples. 


NET 30. F.0.8. BROWNSVILLE 











STOCK NO, 


300 


CEILING PRICE 
$4.50 
OUR PRICE 


$4.56 


Acteal size 


Book of 1452 


markers will 








mark 726 pairs. 











HANDY PRICE STICKERS for 
' SHOES and CARTONS 
100 to a perforated sheet; width 
to fit your typewriter 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Hil. 








HERE IT 1S WITH... 





Sizes 4.8—24 pairs to case—price......... 
Also in Red Elk as above with brown sole $2. 


MOSINGER BROS... . ST. LOUIS, MO. 


WHITE 


SOLE 


March and April 
Delivery 
White, smooth Elk Mocs 
with orthocedic WHITE 
RUBBER SOLE. Fiexi- 
ble Littleway construc- 
tion. Case lots only. 


$2.50 





1235 WASHINGTON AVE. 








Opens New Shoe Store 
After 50 Years’ Experience 


PORTLAND, ORE. — Samuel Swirsky, 
proprietor of the Baron Shoe store has 
opened in his new location at 334 S. W. 
Morrison Street. 

Swirsky has a 50-year record behind 
him as a shoe store proprietor, having 
opened Baron’s shoe store March 2, 
1897 on S. W. ist avenue and later 
moving to S. W. 4th avenue where he 
remained for the past 15 years. 





Juvenile and Teen-Age Shoes 
Featured in New Shop 


BuFrraLo, N. Y.—The Junior Foot- 
wear shop has been opened at 82 West 
Chippewa St., Buffalo, featuring juve- 
nile and teen-age shoes. The store 
building has been completely remodeled 
in a modern manner. 

Interior of the store is in pastel 
shades with figure wallpaper on parti- 
tions. Fluorescent and indirect light- 
ing are employed. There are numer- 
ous shadow boxes for display purposes. 

The store has a seating capacity of 
30 persons. Nationally known brands 
are featured. Mark Goodman is pro- 
prietor of the shop. He operates 
another Junior Footwear shop in 
Rochester, N. Y., as a separate corpora- 
tion. 
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Concert Organist 
Praises 39-Year-Old Shoes 


St. Louris, Mo.—A pair of shoes 39 
years old and costing only $1.25 was 
revealed here recently as being as much 
a necessity to concert organist Edward 
Rechlin’s ability to bring the works 
ef Bach to an audience, as his nimble 
fingers. 

In explaining his need for the leather 
relics Rechlin said they were the only 
pair of shoes he had ever found that 
were narrow enough to give the illu- 
sion that his size 12 feet were not larger 
than the pedals of an organ. Rechlin 
added that the smaller a man’s soles 
were on the organ pedals the better the 
music. 

Of half lace and half button-up de- 
sign the ankle length shoes of a turn 
of the century pattern have adorned 
his feet in more than 800 concerts. 


Advertising Program by Group 
Helps Unify Community 


Cuicaco, ILu.—A group of 16 manu- 
facturers, including “Gerry” Huiskamp, 
well-known shoeman and president of 
Huiskamp Brothers Company, shoe 
manufacturers, in Keokuk, Iowa, spon- 
sored during the past year a series of 
52 employee and community relations 
page messages in the local paper to 
create a better appreciation of indus- 





try’s covtribution to the American 
standard of living, and a clearer picture 
of industry’s problems. 

The program was, in effect, a measure 
to create confidence and good-will in 
employees and citizenry, during a period 
when a storm of strikes, government 
regulations and publicized opinion 
from a number of sources threatened 
to confuse and disrupt the minds of 
many. 

The advertising received a great 
amount of interest, both national and 
local, and was given special notice in 
Printers’ Ink, magazine for the adver- 
tising business. 


$100,000 Modernization 
Completed 
Sr. Louis, Mo.—Remodeling and 


modernization of the Champion Shoe 
Machinery Co. building at 3723 Forest 
Park Boulevard has been completed at 
an approximate cost of $100,000. 





New Department Store 
Specializes in Shoes 

LAKE WALES, FLA.—Formal opening 
of the new Sellers Department Store 
en Park avenue has taken place and 
the new store is specializing in shoes. 
It will operate as a family shoe store. 
W. H. Sellers is owner and operator. 








ilu He Mi lowlntd 


We WHITE RUBBER SOLE 


Moccasin Oxfords 


Your opportunity to increase profits — 
sell more of these popular white elk 
moccasin oxfords. White rubber sole 
and heel — Goodyeor welt— unlined — 
IMMEDIATE DELIVERY 


AA 6 to 9 
B 4% to 9 


Be», Riventery Shice Compary 


AVENUE 





1495 /waswinctow 





* SAINT LOUIS 





missOuri 








Hand lasted fine quality leather. 
Write for samples and full details. « 













ARE THE ANSWER! 


Fill the terrific demand for 
these Children’s WESTERN 
COWBOY BOOTS.. 
chance to build extra sales 
on this sure-fire hit. 


.Here is a 


COLORS: All Brown, 
Block, Red, Green or contrasting 
vomps ond shofts . . . colorful stitching. 


Sizes 9 to 2. 
Priced to 
retail profitably at about $8.00. 


WEIGERT DAGEN SHOE CO. 


503 N. 12th ST. 


ST. LOUIS 1, MO. 





Buying Cautious at 
Crowded Leather Show 


[CONTINUED FROM PAGE 121] 


brighter shades; with red; with navy 
and much brighter blues; with gold, 
and a rosy fuchsia and other gay re- 
sort colors; with gunmetal, shown by 
a few tanners of smooth and glossy 
leathers. 

But, except for the few who are 
specialists in novelty and high style 
colors, black is again the big color for 
Fall. Percentages ranging from a low 
of 75 to a high of 99 were cited to this 
reporter by different tanners as their 
ratio of black to other colors. The re- 
maining percentages went first to 
brown and then to wine, a forest green, 
grey and others. 

In the browns, Town Brown is still 
very popular with Gypsy as a choice 
in a warmer lighter tone. One of the 
new browns introduced by a high style 
tanner has more red in it than Gypsy 
and gives a new look to smooth leathers 
for shoes and bags. Gunmetal is de- 
cidedly a color with news value but is 
undoubtedly slated for high style ac- 
ceptance. Combinations of colors in 
one shoe were talked about . .. grey 
or light beige with black, for instance 
. » . but no one knows how far manu- 
facturers will go with this idea. 

In finishes, suede and smooth leathers 
still take first piace. Boarded and 
crushed leathers, as well as some nov- 
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elty grains, are being shown and very 
favorably discussed. One boarded 
leather retains a definite design even 
after being stretched over the last. 
Reptiles and reptile grains continue 
popular and are especially liked in 
brown and high colors, like red and 
rust. Genuine buffalo, a little genuine 
ostrich, a little more kangaroo are 
other leathers that are helping to meet 
style demands and give variety. 





Shoe Guild Sets Date of 
Early Fall Openings 


New YorK —The early Fall open- 
ings of The Guild of Better Shoe Man- 
ufacturers will be held the week of 
April 28th, it was announced today by 
Irving E. Grossmann, new president 
of the Guild, the date coinciding with 
that of the National Shoe Fair. 

This showing of footwear for July, 
August and September delivery will 
feature early Fall styles in street, 
dress, formal, and indoor types. Back- 
to-school shoes will be included in this 
buying period, as will shoes for co- 
ordination with ready-to-wear and ac- 
cessories. 

“The five-showings-yearly program 
of The Guild of Better Shoe Manufac- 
turers has proved advantageous to both 
retailers and manufacturers,” stated 
Mr. Grossman. “This consistent year- 
round buying program has made pos- 
sible liquid stocks which mean greater 


saleability, more of what the public 
wants and more sizes on better sellers. 
These advantages should be aims of 
every shoe merchant for the market 
of tomorrow. 

“Members of the Guild of Better 
Shoe Manufacturers feel that the five 
showings are logical and necessary for 
the proper conduct of a retail business 
and for the accomplishment of a 
twelve-month production plan by the 
manufacturer. It will contribute to 
greater profits, less mark downs, and 
greater fashion prestige for the Amer- 
ican retailer. 

The member firms of The Guild to 
show early Fall shoes in their show- 
rooms the week of April 28th are: Can- 
gemi, Inc., Thos. Cort Ltd., Fox Shoe 
Mfg. Corp., Jerro Brothers, Mackey- 
Starr, Inc., John Marino, I. Miller & 
Sons, Inc., Newton Elkin Shoe Co., Pal- 
ter DeLiso, Inc., Reual, Inc., Schwartz 
& Benjamin, Inc., Setroy, Inc., Van Ar- 
den, Inc., M. Wolf Sons, Inc., Morris 
Wolock & Co., Zuckerman & Fox, Inc. 





Named Merchandise Manager 


Los ANGELES, CALIF.—The May 
Company recently announced that Alan 
Shirek has been made divisional mer- 
chandise manager for all women’s and 
children’s shoe departments, with the 
exception of the basement. Mr. Shirek 
will continue buying all better foot- 
wear and will merchandise the medium- 
priced shoe for the departments. 
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PROFIT 


By Helping Insure Customers One 
Of The Things They Want MOST 
To Enjoy When They Buy Shoes— 


HAPPY FEET! 


VERY foot-sensitive customer read- | 
ily responds to the power of sug- | 
gestion. So, every time you fit shoes, | 
suggest Dr. Scholl’s FOOT POWDER. | 
This grand relief, sprin- 
kled on the feet and in 
shoes and stockings, | 
eases new or tight shoes 
almost like magic—re- 
lieves tender, hot, per- 
spiring and odorous feet 
at once. Order a supply 
now! Retail, 35¢; whole- 
sale, $2.80 dozen. Send 
for our big catalog. It’s 
crammed with ideas on 
how to make Foot Re- 
lief pay big dividends. 








| 
| 


THE SCHOLL MFG. CO., Inc. 
213 W. Schiller St, Chicoge + 62 W. 14th St, New York | 





Portland Store Doubles Space 
In Ultra-Modern Renovation 


BouLpER, CoLorapo—A few months 
ago, Chandler’s, at the corner of Broad- 
way and Alder Streets, Portland, Ore- 
gon, announced it was “going ultra- 
modern in a double-spaced store.” It 
has made good on that promise. 

When remodeling was recently com- 
pleted, there was revealed an “ultra- 
modern” store, twice the size of the 
old one, beautifully designed and ap- 
pointed with two obvious purposes: 
(1) showing merchandise to the great- 
est advantage and (2) serving its cus- 
tomers with the greatest convenience, 
comfort and satisfaction. 

To accomplish these aims, Chandler’s 
dared to be daring. For instance, the 
entire store-front is solid glass. Be- 
sides being smartly ultra-modern, pass- 
ersby are given a full view of the 
interior, a matter for consideration in 
Portland where one is staggered by 
crowds and overpopulation, and in addi- 
tion, the glass front provides many 
possibilities for display. 

Sweeping wing-shaped show windows 
flank each side of the entrance, and 
in the center of the spacious marquee 
is a large modernistic showcase. 

Around the corner along the Alder 
Street side, for the full length of the 
store, stretch continuous windows, from 
waist high to ceiling, where are shown 
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boudoir and lounging slippers. Inside, 
modernistic insets break the wall space 
and decorative racks increase display 
possibilities and capacity. 

Jack Haimes, alert manager of the 
store, feels that much is gained by 
extensive display and likes to keep it 
fresh, moving, suggestive. 

Located on a corner flowing with the 
heavy stream of midcity pedestrian 
traffic and at cross roads between all 
of the busy ready-to-wear stores, 
Chandler’s handles a tremendous trade 
in women’s shoes, and Mr. Haimes is 
pleased to have more elbow-room, which 
gives the store a good 100 feet in length 
and 50 in width, with easily accessible 
stock space in the rear. 

Spaciousness is preserved by keeping 
the central portion exclusively for sales 
work. And the seating arrangement, 
instead of being in the traditional long 
rows, is broken up into groups of 
several chairs placed back to back and 
set at irregular intervals and angles 
throughout the store. This arrange- 
ment, which will take care of 100 cus- 
tomers at one time, not only makes for 
economy of space, but gives a highly 
pleasing effect, the best advantage of 
lighting, freedom of passage, and con- 
venience for both salesman and cus- 
tomer. The extensive use of glass and 
modern lighting effects give the in- 
terior the appearance of being almost 
in the open air, an inviting atmosphere 
in a country with a large percentage of 
gray days. 

Mr. Haimes drew attention to the 
addition of high quality lizard, both in 
shoes and purses, and to the new hosi- 
ery and hand bag section near the 
entrance. 

Like many business men, Mr. Haimes 
will not hazard an opinion as to the 
future. “We don’t know,” he said. 
“What we are most interested in at 
present is giving the best possible ser- 
vice—right now!” 





Leases Store, Will 
Remodel for °48 


MILWAUKEE, Wisc. — Nunn-Bush 
Shoe Company recently leased the 
premises at 160 W. Wisconsin Ave., 
here, and will make extensive chances 
before taking possession Jan. 1, 1948. 
A new front will be installed, and the 
store, 19 by 85 feet, will be air-condi- 
tioned. 





Austrians Develop 
Plastic Shoe 


New YorK—A “revolutionary type” 
of footwear, made of plastic and 
guaranteed to withstand approximately 
1800 miles of walking, has been de- 
veloped by Austrian jndustry, a dis- 
patch from the Associated Press in 
Vienna said recently. 

The shoe will be mass-produced and 
sold for the usual cost of leather shoes, 
it was said. A wide variety of styles 
is planned. 


WOMEN’S SMART 


HOSIERY 


FULL-FASHIONED 
& CIRCULAR-KNIT 


. 
NYLONS 
Regular . . Slim-Leg 
Extra-Long . . Outsizes 
- 


PURE SILh 
45-Gauge . . 3-Thread 
Also Outsizes 


. 

RAYONS 
Full-Fashioned . . Medium & 
Service-Weight . . Regular & 

Slim-Leg Styles . . Also Bareleg 

No-Seam Type 

- 


FULL-FASHIONED 
FINE LISLES 
* 


DESCRIPTIVE PRICE-LIST 
ON REQUEST 
. 








FRIEDMAN ceosieny eve 


SIP Fifth Avenue, Nem York City 16 











Chrome tanned for extra 
strength, finished or unfin- 
ished. Flynntan Sole Splits 
ore easy to work, hold 
stitches well, give extra 
good service. Economical 
for casuals, women’s street 
ond dress shoes, infants’ 
and children’s shoes, bowl- 
ing and boxing shoes and 
all kinds of slippers. 


John Flynn & Sons, Inc. 
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HUARACHES 














*“SAGUAYO”’ 


A rugged hucrache built for rugged moun- 
tain use. Correct last for this type. Clean, 
uniform, comfortable. 24 pairs per case. 


#108 MEN'S NATURAL $3.30 


Sizes 6-10 - 
#109 MEN'S BROWN $3.30 
Sizes 6-10 








WILL SHIP 
HALF 
CASES 

















F.0.B8. | 
Brownsville | 
Net 10 days 
RIO GRANDE 
IMPORTING CO. 


| BROWNSVILLE, TEXAS 
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BOWS 





<r 





OTe 


“GLAMORIZERS” | 


by ACE Bows 











No. 
Genuine Black Patent. Biack, T Brown, 
Army Ruust, Red, Navy Coif, Beck, Brows, 
Gold or Silver. . —_ 
$6.60 per dozen. Terms: 














WORK SHOES 








j Mens Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Hollistoa, Massechesetts 

















Half of the area of the new Town Shop in Buffalo is occupied by this attractively 
modern shoe department. The central columns with the petal-like arrangement of 
shoe models provide easy visual access and a pieasing balance and focus. The 
divisional brick-glass wall is unusual in design, and is doubly functional in that it 
allows an eye-level display space. Sulesman at left is Marvin Lubick, the one 
seated at right Max Lubick, both well-known shoemen who operate the department. 


BuFrFraLo, N. Y.—The beautiful new 
Town Shop at 35-37 West Chippewa 
Street, here, has just been opened to 
the public. For 7 years this shop was 
located at 19 West Chippewa, and han- 
dled ladies’ clothing only. Lack of 
space for enlargement purposes made 
it necessary to take over the new store, 
which now features all kinds of wear- 
ing apparel for women, accessories of 
many kinds and a large, modern shoe 
department. 

The store is of the salon type, mod- 
ernistic in design, fluorescent lighting 
throughout, its color scheme on walls, 
furniture and cases being chartreuse 
and salmon pink, with deep gray broad- 
loom carpet on the floor. The two wide 
doors into the shop are entirely of 
glass, set between one small and one 
very large front window, making an 
open view and very attractive front. 

The shoe department is operated as 
a@ concession by Max and Marvin 
Lubick, brothers, and both well-known 
in Buffalo shoe circles. Max, the older, 
has been in the shoe business for 
eighteen years and during this time 
spent six years as assistant manager 
of Burt’s Shoe Company; was assistant 


buyer for Hens & Kelly Company for 
two years; managed a Clark’s cancella- 
tion store for about four years and 
had his own store on Grant Street in 
Buffalo for a year. He sold out to come 
to the Town Shop. 

Marvin was also with Hens & Kelly’s 
for a year, then went with Clark’s for 
another year and a half, leaving there 
to come to the Town Shop with his 
brother. 

The shoe department features wo- 
men’s shoes exclusively — high grade 
novelty footwear, sports and casual 
types, ranging in price from $6.95 to 
$12.95. The store’s policy offers cash 
sales, charge and budget accounts and 
has a lay-away plan. 

The department is roomy, taking up 
about half the entire floor space, has 
eighteen chairs and a large stock room 
in the rear. To tie in with these dis- 
plays, the small front window is given 
ever entirely to shoes, with spot dis- 
plays in the large window. 

The store is in a busy shopping cen- 
ter, just off Main Street, and is open 
every evening until nine, a feature 
much appreciated in this theatre, night 
club and restaurant section. 





Opens Shoe Shop for 
Women, Girls, Infants 


Los ANGELES, CALIF.—Maurice Liptz 
and Harry Berlinger, Jr., have opened 
a shoe store at 116 S. Beverly Drive, 
Beverly Hills. 

Called “Deb,” the store caters to 
women, girls, and infants and features 
low-heeled shoes of all types. 

Liptz was with Saks-Fifth Avenue 


for 14 years and served as head of the 
Debutante shoe department in their 
Beverly Hills store. Berlinger was for- 
merly in United States Marines. 





Open Men’s Shoe Department 


RALEIGH, N. C.—Nowell Clothing 
Company, 311 Fayetteville, has opened 
a men’s shoe department under the 
management of E. O. Edgerton. 
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LYCO Foot Socks 


Snug Fit 
Prevents Irritation 
Protects Hose 





GRADES: *Celanese Rayon ...$2.75 per doz. pairs 

Quality Cotton ... 1.80 per doz. pairs 
*Reg. U.S. Pat. Office 

SIZES: 8% to 11. 

PACKING: Individual dozen bores also Colorful 

and attractive COUNTER DISPLAY (as illustrated 

above, 6 dozen assorted, sizes 8% to 11 

Write for Samples also HOSIERY FORM In‘ormation. 


LYONS & COMPANY 


Quality Shoe Store Supplies Since 1900 
120 DUANE STREET NEW YORK 7, N. Y. 








RUBBERS 


MEN'S SNUGFIT RUBBERS 
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JODHPUR BOOTS 








COMPARE!! 
LADIES’ 


© Kip Leather Uppers 


® Lined Throughout 
© Packed 12 assorted 
sizes to case 


Style Ne. 826 Brown 
Style Ne. 827 Black 


C width 


Immediate Delivery 


asco 


SHOE CO., INC., 101 DUANE ST.. N.Y.C. 
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Shoe Retailers Voice 
Opposition to Sales Tax 


PITTSBURGH, Pa.—The Middle At- 
lantic Shoe Retailers’ Association has 
called upon its members to voice their 
opposition to an impending state sales 
tax and to support the Pennsylvania 
Retailers’ Association which has stir- 
red up statewide publicity against the 
tax. Members of the shoe association 
have been requested to communicate 
with their state senators and repre- 
sentatives immediately, putting their 
opposition to the proposed tax on rec- 
ord. 

Last month the association sent a 
telegram to Gov. James H. Duff in 
Harrisburg, stating, “The Pennsylva- 
nia Shoe Retailers are opposed to a 
retail sales tax. We heartily endorse 
the statement, recently presented to 
you by Mr. Coons, vice-president of 
the Pennsylvania Retailers’ Associa- 
tion, at a group conference in oppos!- 
tion to a sales tax.” The telegram was 
signed by Cal J. Mensch, secretary of 
the organization. The Governor ac- 
knowledged receipt of the message, and 
said that the recommendation would 
receive his serious consideration. 





Announce New Sales Set-Up 


New York—Sales plans for 1947, 
which give representation in every sec- 
tion of the country for the Desco Shoe 
Corporation and its affiliates — The 
Wing Step Shoe Corporation, Webster, 
Mass.; The Rex Shoe Corporation, Au- 
burn, Maine; and the Little Folks Foot- 
wear Company, Inc., Brooklyn, N. Y.— 
have been announced. All of these com- 
panies will be represented by the same 
salesmen. 

New York showroom for these lines 
is in the Marbridge Building. Willy 
Hess will cover Greater New York and 
New Jersey. The Los Angeles sales 
staff will be headed by Fred Ullman, 
in the Haas Building, and will cover 
Arizona, California, Colorado, Idaho, 
Kansas, Missouri, Montana, Nebraska, 
Nevada, Oregon, Utah, Washington, 
Wyoming and New Mexico. Illinois, In- 
diana, Michigan, will be covered by 
Joseph Moore with headquarters in 
Chicago. Iowa, Minnesota, North Da- 
kota, South Dakota, Wisconsin comprise 
the territory of Roy Degginger, whvu 
also makes his headquarters in Chicago. 

Other territories are covered as fol- 
lows: 

North and South Carolina, H. G. 
Strader, Burlington, N. C.; Delaware, 
Kentucky, Maryland, Virginia, West 
Virginia and the District of Columbia, 
Stephen Kahner, Petersburg, Va.; 
Alabama, Mississippi and Tennessee, 
Ernest W. Lane, Milwaukee, Wis.; Ar- 
kansas, Louisiana, Oklahoma and Texas, 
Eli Feldman, Dallas, Tex.; Connecticut, 
Maine, Masachusetts, New Hampshire, 
Rhode Island and Vermont, Theodore 
Nathan, New York; Florida and 
Georgia, Samuel D. Price, Miami Beach. 
Fla. 
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MEN'S SLIPPERS 
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Py 
"* for TURNOVER 





BACK AGAIN 
Pre-War Quality 

Men’s Leather Romeo 

No. 850! 
Brown Leather 
Upper; leather 
sole; rubber 
hee! 


Sizes 
7 to 12 


$2 @ Net 





IMMEDIATE DELIVERY 
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SHOE COMPANY 


SHOE CLEANER 
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SENSATIONAL 


White Dry Shoe Cleaner 
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STOCK IN CHICAGO 





‘ WOMEN'S 
:“BILLCO” SADDLE 









No. 2993 
White Elk, 
Genuine 
Goodyear 
Welt 


with Brown or 
Black Elk Leather 
Saddle; New White Rubber Sole and 
Heel; Sizes: AA 6 to 9; ta 

B 4 to 9; C 4/2 to 9. Ban J 


Packed 3 pai 

caver Minima $3.75 5 Hz 
rs 

“tie covel pair aie 


Immediate Delivery-2%-10 Net 30-FOB Chicago 






Casuals « Sport Shoes « Slippers 


WILLIAM COHAN 
COMPANY 





GOLF SHOES 





WHEN YOU THINK OF OLE SHOES 


rank OF GERUICE 
YOUR FIRST RESOURCE 


3310—Water-repellent, Chocolate Black, Oiled 
Retan, Rubber Sole fly ——— 
ikes, Flexible Goodyear Welt Construct 

__ D width only. Packed 7 
to 11. sizes In- 
. 12 prs. 


fo case. 
$5.40 
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leathercrafters Since 1 
120 East 16th Street, New York 3, N. Y. 








Buy Savings Bonds 
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In-Stock Department Resumed 


BALTIMORE, Mp. — One indication 
that a buyers’ market now prevails is 
the resumption since February 1, of 
the in-stock department of the Pilot 
Shoe Company, of this city. 

According to Frank P. McShane, 
sales manager, this department is now 
equipped, for the first time since pre- 
war days, to give one-day service on 
requisitions received from units of 
chain organizations. Buyers of these 
outputs have recently been assisted by 
the company’s representatives in se- 
lecting types of shoes carried in stock 
in large quantities for setting up 
checking-sheets which individual store 
department-heads can use in preparing 
requisitions at regular intervals. 

“This service helps control the in- 
ventory of chain stores, fills in missing 
sizes, and avoids overstocks and po- 
tential markdowns,” says Mr. Mc- 
Shane. “Response has been substantial 
so far from company representatives 
in New York, Columbus, Chicago, 
Pittsburgh, Charlotte, and St. Louis, 
buying headquarters of many shoe 
chains.” 





To Distribute Sandals’. 


St. Louis, Mo.—The Mallory Shoe 
Co., 1708 Delmar, has announced their 
incorporation as a wholesale firm, dis- 
tributing a branded sandal line for 
men, women and children down to in- 
fants’ sizes. They also will carry a 
branded line of boys’ welt oxfords. 
Later the firm plans to add other lines, 


| officials said. 


Officers of the company are Ed G. 
Bearman, president; Lester H. Levy, 
treasurer and Harry H. Bearman, sec- 
retary. 





Edison Sales Increase 


Sr. Louts, Mo. — Edison Brothers 
Stores, Inc., announced recently a con- 
solidated net sales of $3,845,304 for 
the month of February. This compares 
with $3,770,494 for February 1946, an 
increase of $74,810 or 1.98 percent. 

For the two months ended February 


| 28, sales amounted to $8,155,663 as com- 


Terms 2-10 | 
% 


| welt shoes will be started by 


pared with $7,497,080 for the same 
period last year. This is an increase 
of $658,583 or 8.78 percent. 





Production Stalled by Delayed 
Delivery of Shoe Machinery 


Dover, N. H.—Production of women’s 
Miller- 
Hermer, Inc., of this city, as soon as 87 
new machines are installed, it has been 
announced by company officials. 

There will be an immediate production 
of 3600 pairs of welt shoes daily, with 
an additional 1800 pairs as soon as pos- 
sible, it was stated. 

The new machinery was ordered a 
vear ago, but its delivery, expected early 


| this year, was delayed. 





Rubber Co.’s Profit After 
Taxes Drops One-Quarter 


WINCHESTER, Va.—The O’Sullivan 
Rubber Corporation, here, has declared 
a dividend of $1.25 per share on its 
preferred stock, payable April first to 
all stockholders of record as of March 
fifteenth, it was announced recently. 
The regular quarterly dividend of 10¢ 
per share on common stock has also 
been declared for payment at the same 
time. 

Gross sales of the company for the 
year 1946 amounted to $6,632,592.73. A 
taxable net profit of $412,453.09 was 
earned. Net after taxes amounted to 
$251,332.56 compared to $328,386.05 for 
the year 1945. 

O’Sullivan was a large producer of 
soles and heels used by the government 
during the war, when approximately 
50% of its total production was de- 
livered to the government. After a drop 
in government business in 1946 of 
$1,591,447 below 1945, the company 
increased its civilian business during 
1946 by $1,283,265.78. A portion of this 
increase was in plastic film materials 
supplied to manufacturers of shoes and 
handbags. 


Moves to Larger Plant 


PHILADELPHIA, PA.—The Hahn Shoe 
Manufacturing Company recently an- 
nounced the removal of the business 
here to larger and more modern quar- 
ters in a plant at 1615 W. Indiana Ave., 
a short distance from the North Phila- 
delphia railway station. 





Reopen Slipper Plants 


BurraLo, N. Y.—Slipper plants in 
Bombay and Fort Covington, N. Y., 
have reopened after a period of several 
weeks shutdown, according to an an- 
nouncement by Francis J. Shields, 
president of the Shields slipper fac- 
tories. 

The original slipper plant at Bombay 
will receive the greater share of the 
production involved in filling the orders 
received so far, and a new type of slip- 
per will be made at Fort Covington 
where infants’ slippers formerly were 
made. This will require no radical 
changes and the factory may continue 
in operation without interruption. 





Joyce Offers 150,000 
Shares of Common Stock 


PASADENA, CALIF.—A _ registration 
statement was filed on February 25 
with the Securities and Exchange Com- 
mission, by Joyce, Inc., shoe manufac- 
turer, of Pasadena, Calif., for 150,000 
shares of common stock with a par 
value of $1 per share. Of these shares, 
100,000 will be offered by the company 
and 50,000 by the stockholders, the 
offering price being $6.25 a share. Prin- 
cipal underwriters are Lester and 
Company, of Los Angeles. 
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CHILDREN'S SHOES 








Child’s T-Strap Sandal 


Retan Leather Soles and Rubber Heels 
Grain Leather Innersole 





All Black Patent or Smooth White Bik 
Sizes: 6-8 $2.15 | 
87-12 2.35 
12Ye-3 2.35 
(Red Smooth Elk in Sizes 68 only) 
IMMEDIATE DELIVERY 
Terms: Net 10 days F.O.B. N. Y. 
See Us ct the New Yorker Show 


POLONER SHOE COMPANY 


156 Duane Street New York, N. Y. 





3 Sole Construction 





Also available in Brown, White, Black 
Patent Leather, same construction—with 
retan leather soles | 


Terms: Net 10 days F.O.B. N.Y. 

See Us ct the New Yorker Show 
POLONER SHOE COMPANY | 
156 Duane Street New York, N.Y. 

| 


Lined Smooth Elk Sandal | 


Retan Leather Sole and Rubber Heel 








Sizes: 5-8; 82-12; 122-2 
Also No. 3502—Unlined Elk 
Sandal, Brown Sport Rubber 

Sole and, Heel at $1.60 
IMMEDIATE DELIVERY 

Net 10 days F.O.B. N.Y. 

36 pairs to a run of color to case. 
See Us af the Hotel New Yorker 


‘POLONER SHOE COMPANY | 


156 Duane Street New York, N.Y. | 


March 15, 1947 





Made Assistant Superintendent 
Of General Shoe Plant 


HUNTSVILLE, ALa. — Jerry Baid, 
manager of the standards department 
of the General Shoe Corporation in 
Huntsville, has been promoted to be 
assistant superintendent of the Gen- 
eral Shoe plant at Centerville, Tenn., 
according to announcement by James 
A. Jackson, local manager. 


Resume Operation After 


Closing for Retooling 

BuFrraLo, N. Y.—Production at the 
factories of Consolidated Footwear 
Corporation in Malone, has been re- 
sumed. The factories had been closed 
for retooling for the first time in sev- 
eral years and have been developing 
new lines for the 1947 season. 

Five footwear factories are involved. 
The main and largest plant is in 
Malone, along with the Sun Valley Boot 
plant. The other three plants, which are 
expected to open soon, are at Chateau- 
gay, Bruston and Mooers. 


New Directors Announced by 
International Shoe Machinery 


CAMBRIDGE, Mass.—The International 
Shoe Machine G@srporation announces 
the addition to its board of directors 
of four names prominent in various 
fields. The new board members are: 
Alfred F. Donovan, E. T. Wright & 
Company, Inc.; Phillip M. Stearns, 
Estabrook & Company; W. Sidney 
Felton, of Herrick, Smith, Donald, 
Farley & Ketchum; and F. J. Kelly 
Harvard Trust Company. 

“These men,” says the announcement, 
“bring fresh shoemaking, financial and 
legal knowledge, and thus round out 
the board’s functional scope. Mr. Dono- 
van, Mr. Stearns and Mr. Felton to- 
gether with W. B. Mathewson, presi- 
dent of the Mathewson Machine Works, 
will, in addition to their duties as 
directors, function as members of a 
newly-formed executive committee. Op- 
erating directly under the board of 
directors, the executive committee will 
meet monthly to direct overall plan- 
ning for the corporation.” 


Shoe Firm Started During 
War Plans Doubling Output 


NICHOLASVILLE, Ky.—The Reinhart 
Shoe Factory, operating for two years 
at Nicholasville, has machinery deliver- 
ed or on order, which according to Ed- 
win Reinhart, president and founder, 
will double company capacity on its 
casual-type shoes, and increase its pay- 
roll by 50 per cent. 

The head of the company claims 47 
years in the shoe business, including 
management of plants in New York 
and Los Angeles. The plant was started 
in March, 1945. Reinhart, native of 
Osborn, Mo., was with General Shoe 
Co., in Frankfort, in 1943 and 1944, 
prior to forming his own company. 
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WOMEN'S CASUALS 
HAITI SLIPPERS 


Fascinating, Captivating, Exciting 
for « Home 
¢ Club 
* Beach 












For Completing 
Feminine Ensembies 
Now la Vogee 

Lot 84051, Natural Sisal 

Lot B-4053, Red Sisal 

Lot B-4054, Green Sisal 
Lot B-4055, Brown Sisai 
Lot B-4057, Yellow Sisal 


$455 pr. ner FOB BALT. 
Women's Sizes 3-8. Each Pair Boxed 


P. H. VOLK & Company 


2-4 W. Lombard St. Saltimore 1, Md. 
Importers & Distribetors 








X-RAY SHOE FITTERS 


PRIMEX........ 


most imitated shoe fitter. 
Our circelar tells you why 
eo © « Wee ce 
PRIMEX EQUIPMENT CO. 
135 Se. LaSalle $?#., Chicage 3, il. 

















PRICE TICKETS 








Great Little Time Savers 


PRICE TICKETS: Size 1,” wide, 
2%,” high: prices 25¢ to $12.00. 
Cardboard white. prices black. color 
designs . . . choice of Green. Blue, 
Orange. Brown. Lavender. Samples 
on request. 30¢ a doz. 12 doz 
$3.00. 


| MERCHANTS SERVICE DEPT. 
#207 S$. Stete St., Chicago, M. 
/ 
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CHILDREN'S BOOTS 


—~" 














CHILDREN'S RUSSIAN 


BOOTS 


BENCH MADE—MODERN LASTS 
INDIVIDUALLY 


BOXED 





F.0.B. Brownsville 


Packed 36 pairs to case. Net 10 days 


RIO GRANDE IMPORTING CO. 
BROWNSVILLE, TEXAS 




















y JOBS 
WE SELL | 
QUALITY SHOES 
Quvelity Shoes Since 1932 


From the Nation's | 
leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Serples 
Merchandise, Better for Less. 
BARIS SHOE CO.., Iac. 
Worth 2-5198-1 
79-81 Reede $t., New York 7, M. Y. 
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PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—10$ prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
20? So. STATE ST. CHICAGO 4 
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Hosiery Company Starts 
Merchandising Program 


New York—An extensive merchan- 
dising program which will aid the re- 
tailer is being presented by Hanes 
Hosiery, Inc., it has been announced. 
Advertising copy and lead lines will be 
sent regularly to the retailer, and sales- 
girl training aids will also be supplied. 

A new display piece included in the 
program is a patented plastic holder 
for advertisements and fashion releases 
which is exclusive with Hanes. 

Hanes has also announced two new 
colors for Spring: “Masque” and 
“Venetian,” light and dark tones of 
sun-bronze. They are subtle shades de- 
signed to blend with the muted greys 
and beiges of the Spring dress picture. 
Seamless stockings, called “Nylon 


Nudes,” will be featured in a Bridal” 


Fashion Show, to be presented by Ivey’s 
of Ashville, N. C., on Apri! 11. 





Holds Advance Showing 
Of Fall Lines in St. Louis 


St. Louis, Mo.— Moulton Bartley, 
Inc., has announced a pre-view show- 
ing of their Fall line to be held at the 
Lennox Hotel, here, the week of April 
21-26, in advance of the National Shoe 
Fair, New York, beginning April 28. 

Other manufactur@®s also are ex- 
pected to participate in this advance 
showing. 





Appoint Manager in 
Shoe Products Division 


AKRON, O.—Appointment of Charles 
B. Marks as manager of sales to job- 
bers for the shoe products division of 
The Goodyear Tire & Rubber Company 
has been announced. He _ succeeds 
George G. Kerr, recently named sales 
manager of the shoe products division. 

Coming to the company in 1937 as a 
sales trainee, Mr. Marks was first a 
sole and heel representative, being 
named salesman at New York in 1939. 
He was associated with the sole and 
heel division of the OPA from July, 
1942 to December, 1943, when he en- 
tered the Army. 

Mr. Marks is being replaced by W. 
M. Black as jobber representative in 
the Philadelphia, Baltimore and Wash- 
ington territory. 


O’Sullivan Rubber 
Expands Radio Advertising 


BALTIMORE, Mp.—O’Sullivan Rubber 
Company has broadened its radio ad- 
vertising of O’Sullivan heels and soles 
from 41 to 99 stations, including all 
major markets in the United States. 

A series of one-minute spot an- 
nouncements, featuring the boogie- 
woogie beat of the O’Sullivan Singing 
Bootblacks with announcer Milton 
Cross, is scheduled five mornings a 
week, Monday through Friday, in 99 
markets. In addition, five stations have 
been selected for programming, utiliz- 
ing the one-minute announcements. 
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WORK SHOES 
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PILOT 
Work Shoes 


At New Low Prices 


Immediate Delivery from Stock 
any quantity —any size runs 


Brown, Plump, Smooth Split Leather 
Uppers 

“Armortred Cord Wear,” One Piece 
Molded Rubber Sole and Welting 


@ Nailed Construction 

Reinforced At All Points of Wear 
20435/,, Boy's sizes [1-6 $2.35 
#28435, Gent's sizes 10-132 $2.10 

The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 


Honest-made since 1899 





WHEN STYLE'S 
IN THE PICTURE 





New York Offices, 508-5 10 Marbridge Bidg., New York 1,N.Y. 
‘West Coast Offices, 401-402 Hass Bidg., Los Angeles 14, Calif. 
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Executive Personnel Changes Announced 





W. MAXEY JARMAN 


NASHVILLE, TENN.—W. Maxey Jar- 
man, president of General Shoe Cor- 
poration since 1932, at a recent meeting 
of the board of directors relinquished 
the presidency of the company to be- 
come chairman of the board, and was 
succeeded as president by Henry W. 
Boyd, Jr. 

Mr. Jarman, as chairman of the 
board, will be chief executive of the 
corporation. He stated that the move 
was one designed to broaden responsi- 
bilities and leadership at a time when 
the company is entering into a new 
period of expansion. Responsibilities 
for administration of the company will 
be divided between himself and the new 
president-elect, Mr. Jarman said. 

Mr. Boyd’s elevation to the presi- 
dency of General Shoe Corporation fol- 
lowed 16 years of service with the com- 
pany. A native of Chicago, he came 
with the company here after his cradu- 
ation from Cornell University in 1931 
with a degree in mechanical engineer- 
ing. He served in the office, later be- 
coming an assistant secretary, then 
secretary and treasurer, and a member 
of the board of directors. In 1939 he 
was elected vice-president and trea- 


March 15, 1946 








HENRY W. BOYD, JR. 


surer, and last year also assumed re- 
sponsibility for direction of the com- 
pany’s manufacturing division. 

The new president is 39 years old. 
During the late war he served as chief 
of the shoe section in the War Pro- 
duction Board at Washington. 

The board of directors recently also 
made the following additional changes 
in the executive personnel of the com- 
pany: Noble C. Caudill, from vice- 
president to vice-president and trea- 
surer; and Nelson Carmichael from 
assistant secretary to assistant vice- 
president, after he had been elected 
a director in the company at the annual 
stockholders’ meeting Monday. 

At the same time, Mr. Jarman an- 
nounced the election of six new officers 
of the corporation, as follows: Madison 
S. Wigginton, a director of the com- 
pany and assistant to the president, 
to become vice-president; Charles R. 
Murphy, assistant director of General 
Shoe Intercontinental Company, the 
foreign division, to assistant vice-presi- 
dent; C. W. Butler, Jr., member of the 
central purchasing staff, to assistant 
vice-president; James W. Byron, mem- 

[TURN TO PAGE 159, PLEASE] 


Douglas Announces 
Advertising Program 


BrockTon, Mass. — W. L. Douglas 
Shoe Company advertising in 1947 
will continue to feature the “style plus 
quality” theme, it has been announced. 

National consumer advertising will 
appear regularly in Collier's, Esquire, 
Foreign Service, American Legion 
Magazine, Sport and Boys Life. Trade 
advertising is scheduled in Apparel 
Arts, Boor & SHOE Recorper, Creative 
Footwear and Coast Shoe Reporter. 
Special advertising will run in Ameri- 
can Exporter. 

The newspaper schedule includes 
over 50 dailies and about 25 Labor, 
Foreign Language and Negro publica- 
tions. College publications will be ex- 
tensively used, as will major league 
basebal)], football and hockey pro- 
grams, and car cards. 

Window displays will be keyed to 
the advertising, with emphasis on im- 
proved display with the use of plastics. 
The famed Douglas Trademark will 
be an integral part of every advertise- 
ment, window display and counter 
card. 


Named President 
Of Trimfoot 


Sr. Louis, Mo.—J. B. Reinhart, Jr., 
has been named president of the Trim- 
foot Co. of Farmington, Mo., makers 








J. B. REINHART, JR. 


of children’s and infants’ shoes. He 
succeeds his father, J. B. Reinhart Sr., 
[TURN TO PAGE 154, PLEASE] 
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New High Style Women’s 
Shoe Firm Launched 


Los ANGELES, CAL.—A new line of 
high quality, high-style ladies shoe is 





JOSEPH J. RATHY 


now being manufactured on the West 
Coast by Rathy Shoes, Inc., of Pomona, 
California, in what has been called one 
of the most modern factories in the 
country. 

The new line consists of tailored, 
sport and dress shoes using the hand- 
lasted-cement process and fine quality 
materials. These shows, the factory in 
which they are made, and the materials 
and methods used in manufacture were 
shown and explained to a goodly cross 
section cf buyers from leading stores 
throughout the nation, at a formal 
opening of the factory in Pomona re- 
cently. 

Joseph J. Rathy, who is president of 
the new West Coast venture, is recog- 
nized as an outstanding authority on 
shoe design and manufacture. His 
background includes seven years ap- 
prenticeship with the Fleishman Shoe 
Company in Budapest, Vienna and 
Milan, learning every phase of and 
practicing the art of custom shoe-mak- 
ing for the most exacting customers on 
the continent. Released from his ap- 
prenticeship, the Parisienne Shoe Com- 
pany of Paris, France, acknowledged 
style and quality leaders in Europe, 
chose him as their manager of styling, 
model cutting and design. He came to 
New York with Engel Brué, as a de- 
signer of custom-made shoe for the 
theatrical trade and has designed 
shoes for an unusually large number 
of shows, including the leading ladies 
of Ziegfeld Follies and numerous stars 
of the stage, screen and radio. I. Miller, 
J. T. Cousens and the Queen Quality 
Branch of the International Shoe Com- 
pany subsequently delegated to him 
full responsibility for all their design 
and other specialty work. 

In Pomona, Mr. Rathy has designed 
and built his own shoe factory and has 
equipped it with new and modern ma- 
chinery, a great portion of which has 
been built to his own specifications. 
The original lasts were personally 
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made by Mr. Rathy and are said to 
incorporate innovations in appearance, 
fit and shoe comfort that should at- 
tract the most discriminating. Rathy 
officials expect to turn out approxi- 
mately 500 pairs of shoes daily by the 
middle of this summer. 





Tanner Shows Leathers 
At Opening Show 


New YorK — Murray Leather Com- 
pany, Woburn, Mass., tanners, showed 
the following leathers at the Fall 
Leather Opening held here March 11 
and 12: patent, elk, smooth, white and 
flexible leather, lining splits and suede 
splits. 





Crescent Salesmen Assigned 


New YorK — Allen Rosenthal has 
taken over the Western Pennsvlvania 
and West Virginia territory for Cres- 
cent Shoe Company, of New York. 
Charles Bern is now covering the state 
of Ohio for the same firm. 


Argentine Shoe Machinery 
Manufacturer to Visit Boston 


New YorK—Enrique Schuster, a 
partner of Enrique Schuster and Son, 
shoe machinery manufacturers and 
representatives in Buenos Aires, Ar- 








ENRIQUE SCHUSTER 


gentina will arrive in Boston about 
April 15th, on a tour through Mexico, 
the United States and Canada. 

Enrique Schuster and Son was 
founded in 1915 and has supplied a 
large number of shoe factories located 
in Argentina, Uruguay, Peru, Para- 
guay, Chile, Bolivia and Colombia with 
shoe machinery and equipment. 

Mr. Schuster is a member of the 
legislative committee of the Argentine 
Chamber of Commerce, a member of 
the Buenos Aires Stock Exchange, a 
life member of the College of Doctors 
in Economic Sciences and Certified 
Public Accountants, a member of the 
Board of “Norberto Pinero” Polytech- 
nic Industrial Institute, and other or- 
ganizations. 


Appointed Representative 
Los ANGELES, CAL.—Walter J. Gal- 


vin, Western sales representative for 
Allen Squire Work Shoes, was recently 





WALTER J. GALVIN 


appointed to represent the M. A. Pack- 
ard Company, Brockton, Mass. He will 
handle their line of men’s shoes. Gal- 
vin will continue to make his head- 
quarters for both houses in the Haas 
Building, Los Angeles. 





Named President 
Of Trimfoot 


[CONTINUED FROM PAGE 153] 


who becomes chairman of the board of 
the firm. H. S. Gardner, former board 
chairman, becomes chairman of the 
financial committee. 

Other changes are: E. R. Gardner, 
treasurer, made a vice-president in ad- 
dition to his former duty and J. B. 
Ruebel, advertising director, named to 
the additional duty of secretary, re- 
placing Miss M. E. Donoghue, who is 
retiring in April. 

Mr. Reinhart, Jr., is a well-known 
figure in the shoe industry. He went 
to work for Trimfoot in 1932, covering 
a Texas sales territory. He has been 
vice-president of the company for the 
past 6 years. 





Sbicca Increases Sales Force 


New YorK—William Baumann, Sr. 
and Mr. Baumann, Jr. who maintain 
sales offices in Dallas, Texas, at the 
Southland Hotel, have been appointed 
to cover the states of Texas, New Mex- 
ico, Arkansas, Oklahoma and Louisiana 
for Sbicca, Inc. Both are well known 
in this territory, having covered it for 
many years. 

Sam Kessler, formerly with the In- 
ternational Footwear Company, also 
joins Sbicea, Inc., as sales representa- 
tive in upper New York State and the 
New England territory. 

M. Stevens, formerly manager of the 
women’s shoe department in Lytton’s, 
Chicago, has joined Sbicca, Inc., as 
sales representative in the states of 
Indiana, Illinois, Missouri and Kansas. 


Boot and Shoe Recorder 
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RUBBER SOLE & HEEL 
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OTHERS—Sport Sole 
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Announce April Dividend 


St. Louts, Mo.—The Johnson Ste- 
phens and Shinkle Shoe Co. has an- 
nounced that the firm will pay the 
regular quarterly dividend of 25 cents 
per share April 1, of record March 20. 


Recent changes within the firm are 
the naming of McCleod Stephens to the 
newly created post of assistant to the 
executive vice-president; Pete Fogerty’s 
elevation to purchasing agent and the 
naming of Andrew Shinkle as assistant 
purchasing agent. 


March 15, 1947 


Announce Changes 
In Sales Organization 

BALTIMORE, MD.—The Cavalier Com- 
pany, manufacturers of shoe dressings 
and leather finishes here, has an- 
nounced 5 changes in its sales organiza- 
tion appointments. 

Jerry Rosenfeld, sales representative 
in Michigan for the company, since 
his discharge from the Army in 1946, 
has been assigned the additional Ter- 
ritories of Ohio, Indiana and Kentucky. 
Mr. Rosenfeld’s appointment: comes 
after 7 years with the Cavalier Com- 
pany. 

Clinton Downing has been appointed 
the West Coast sales representative, in- 
cluding California, Washington, Ore- 
gon, Montana, Utah, Arizona, Idaho 
and Nevada. Mr. Downing was with 
the company for twelve years before 
entering the U. S. Army, covering 
Chicago, Wisconsin, Minnesota and 
Illinois. 

John J. Miniter has been made Chi- 
cago sales representative. Mr. Miniter 
has over twelve years’ experience as 
a Cavalier salesman for the A. J. Berg- 
ren Company of Chicago. In his new 
position Mr. Miniter will be the ex- 
clusive sales representative for the 
company and will sell to all the im- 
portant established shoe findings whole- 
salers in the Chicago area. 

Harold Treadwell has been made 
Southeastern States sales representa- 
tive, including Virginia, North and 
South Carolina, Georgia, and Florida. 
Mr. Treadwell was employed in the 
Cavalier factory for two years before 
entering the U. S. Navy. He returned 
to the company in January, 1946, after 
three years’ service in the Pacific area. 

Wallace E. Dow has been appointed 
assistant sales manager and will give 
full time to the development of sales 
in the New England States and metro- 
politan New York City. 





°47 First Quarter Net Sales 
Increase 77 Per Cent 


St. Louis, Mo. — Johansen Bros. 
Shoe Company, Inc., for the first 
quarter of the company’s fiscal year 
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“First Aid Arch Cushions” 


The ideal insole 
for relievi i 
cases of eta- 
tarsal Arch weak- 
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vate Metatarsal 
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Inner Longitudi- 
nal Arch lift. Self- 
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part of shoe. Men’s 
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sizes, wide and 
narrow. Retail, 
$1.00 pair. 
sale $6.00 dozen. 
Write for catalog today! It is crammed 
with ideas on how to make Foot 
Relief pay you big dividends. 


THE SCHOLL MFG. CO., Inc. 


213 W Schiller St, Chicage + 62 W. 14th St, New York 











for 1947, ending February 3, reports 
consolidated net sales of $2,217,395.46, 
compared to $1,253,732.30 for the same 
period in 1946, an increase of 76.86 per 
cent. The company, founded in 1876, 
celebrates its 70th anniversary this 
year. 

The report for the first time includes 
full quarterly net sales of the wholly- 
owned Valley Shoe Corporation, St. 
Louis, Mo., acquired by Johansen Bros. 
in August, 1946. Valley Shoe Corpora- 
tion sales for the first quarter totaled 
$792,293.68, an increase of 62.09 per 
cent. 
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Appointed Sales 
Representative 


New YorK—The Somersworth Shoe 
Co. of Somersworth, N. H., manufac- 
turers of fine shoes for women, has 





AL LEVINSON 


appointed Al Levinson as its sales 
representative for the States of New 
York, New Jersey and Pennsylvania, 
with a show room at 35 Court Street, 
Buffalo, N. Y. 

Al, who spent two years in the Army 
in the Quartermaster Corps, is the son 
of Harry Levinson, president of the 
Tri State Shoe Travelers, and is very 
well known among buyers, traveling 


this territory for ten years. Al is 
secretary of the Tri State, is 34, mar- 
ried and resides in Buffalo. 





Schwartzman to Represent 
U. S. Shoe in New York 


CINCINNATI, O. — Announcement was 
made March 6 by A. B. Cohen, president 
of the United States Shoe Corporation, 
of the resignation of Harry E. Weil, 
veteran New York sales representative, 
due to ill health, and the appointment 
of Charles Schwartzman as his suc- 
cessor. 

Mr. Weil represented United States 
Shoe Corporation in the New York area 
for many years and his activities there 
were highly successful. He will con- 
tinue in an advisory capacity and will 
also continue to operate his own chain 
of Gold Cross stores under the name 
of John Gillette, Inc. 

Mr. Schwartzman is a native of New 
York and has been associated for seven 
years with Stuart Brooks Stores special- 
izing in Gold Cross shoes, in the capacity 
of general manager. Prior to that, he 
was shoe buyer for the Hahne Depart- 
ment Store of Newark, N. J. He will 
make his headquarters in the present 
offices of Gold Cross at 3931 Empire 
State Building, and will be assisted by 
Edward Schain, who will also work out 
of the New York office. Mr. Schain has 
for sometime been associated with the 
wholesale branch of the shoe business. 





Organize to Promote Chicago Market 





Chicago.—The Chicago Shoe Market, an association formed to publicize the 
advantages of the Chicago market fo shoe dealers all over the country, and to 
inform them of the types of footwear available in this city, was recently organized 


here. 


All wholesalers and manufacturers in the Chicago metropolitan area are eligible 
for membership. The charter members of the association are: 

(Front row—left to right) Bernie Nius, Grobe Nias; Meyer Evans, Security Shoe 
Co.; Irving Lamet (director), Irving Lamet Shoe Co.; E. T. McBreen (secretary), 
McBreen Shoe Co.; D. F. Groves (president), Groves Shoe Co.; Paul Kirschten 
(director), Harper & Kirschten Shoe Co.; William Cohan (director), William Co- 
han Co.; Otte Von der Hoff (director), C. W. Marks Shoe Co.; (Second row—left 
te right) Harry Maler, Security Shoe Co.; David Zeid, David Zeid Footwear Co.; 
Robert Gallagher, Gallagher Advertising Co.; Phil Yudkoff, Royal Shoe Co.; Harry 
Grobe, Grobe Nius; Abe Wellens, Sinbac Shoe Co.; Seymour Keer, Louis Keer Co.; 
Irving Brown, Irving Brown Shoe Co.; Roy Keehn, Jr., Keehn Brothers; Harry 


Samson, Harry Samson. 


Boot and Shoe Recorder 














Assumes Stetson Post 


SoutH WEYMOUTH, Mass.—Paul N. 
Vonckx, who has been appointed sales 
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PAUL N. VONCKX 


© Brown Leather Uppers 
@ Orthopedic Rubber Soles 


© Sizes 62-11 Stetson Shoe Company, Inc., here, be- 
gan his new duties March 1. 

Th Immediate Delivery Mr. Vonckx has been associated with 

ASCco the shoe industry for many years. He 

0, 2 was connected with the United Shoe 


Machinery Corporation in various de- 
SHOE CO., INC., 101 DUANE ST., N.Y.C. partments of sales and research from 
1930 to 1943. During the war he served 
in the Navy as purchasing officer for 
Navy footwear and was later given 
charge of shoe inspection and specifica- 
ENGINEER'S BOOT tions. 

Prior to coming with the Stetson 
Shoe Company, Mr. Vonckx was con- 


COMPARE il nected with the Regal Shoe Company 
ee | in a merchandising capacity. He is a 


| Harvard graduate. 




















17” Brown Elk Upper 
Viscolized Outsole . 
Goodyear Welt Construc- | To Show Fall Line 

tion MALONE, N. Y.—Consolidated Foot- 
Packed 6 pairs to case. 895) wear Corporation and its five affiliated 
Sizes 7-11 | plants have completed retooling for 
| their new run of cold weather footwear 
| and slippers. The new line will be pre- 

$9.85 IMMEDIATE sented at the Spring show. 
DELIVERY Because of the scarcity of materials 
during the war, it was necessary for 
Consolidated to use many substitutes. 
Semples seat This situation has now been corrected 
Style Ne. 3740 apes request | ond the public can look forward to 
Stadium Boots and Sun Valley Boots 


Th | superior in design, quality and work- 
Off | manship to any in the past, the company 











ASCO announces. 

Waterproofing methods have been 
SHOE CO., INC., 101 DUANE ST., N.Y.C. | perfected which will enhance the value 
of the boot to the user, and a new 
method of construction provides in- 
creased flexibility with a substantial 
reduction in weight. 








Fred M. Etter 


Str. Louis, Mo.—Funeral services . es 
were held recently for Fred M. Etter, International Dividend 
62, who at the time of his death rep- Sr. Louis, Mo.—International Shoe 
resented the Matthew Mattson Com- | Company directors declared a quarterly 
pany sole leather in the local market. | dividend recently of 60 cents a share on 
Mr. Etter’s death was attributed to a | common stock payable April 1 to hold- 
heart ailment. He is survived by his | ers of record March 15. The previous | 
widow, Mrs. Ruth Thomas Etter; a | payments on this stock were 45 cents 
daughter and three sons. ' quarterly. 
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General Shoe Nominated 


As Best-Managed Company 
NASHVILLE, TENN.—For the purpose 
of showing the importance of good 
management, American Business Maga- 
zine, a Dartnell publication, is carry- 
ing an editorial feature under the title 
“America’s Best-Managed Companies,” 
in which leaders in finance, industry 
and business are asked to nominate 
what they consider to be the best- 
managed companies in America today. 
A preliminary report of the first 
returns appeared in the February is- 
sue, and in summarizing the results of 
the poll the magazine said: “More 
people have nominated General Shoe 
Corporation of Nashville, Tennessee, as 
the best-managed company in America 
in their opinion than any other com- 
pany in the list of 86 companies which 
have so far been named as worthy of 
inclusion on the list of best-managed 
companies in the country.” 


Becomes Sales Manager 
With Milius Shoe Co. 


St. Louis, Mo. — Gerry Potashnick 
has assumed his duties as sales-mana- 
ger of the Life Stride division of the 
Milius Shoe Co., according to a com- 
pany announcement. 

Mr. Potashnick joined the Milius 
firm seven years ago where he worked 
with and later became an assistant to 
Paul G. Williams, who was then sales- 
manager of the Life Stride division. 
Since returning from three and a half 
years Army service, however, where 
ke participated in the European inva- 
sion as a First Lieutenant of Military 
Police, Mr. Potashnick has been pro- 
duction manager of the Life-Stride divi- 
sion. 





Longer Skirts Produce 
New Shoe Treatment 





New York.—The increasing length of 
skirts, placing more emphasis on the 
foot, is one of the current stimuli pro- 
ducing this new sandal. The half-inch 
leather-covered platform and scalloped 
vomp treatment, with narrow strap, 
flatters the shape and size of the foot. 
It is a new Lester Pincus Original. 





Raymond Faircloth Marries 


CHARLOTTE, N. C.—Raymond R. Fair- 
cloth, Jr., salesman for Marion Shoe 
Division of Daly Brothers for Maryland 
and West Virginia, was married Febru- 
ary 21 to Miss Betty Todd Marshall 
in the Second Presbyterian Church of 
their home city here. 

Raymond’s father, the now deceased 
Raymond R. Faircloth, Sr., traveled 
North Carolina for the Marion Shoe 
Division and Raymond Jr. traveled with 
him and liked the work so well that 
he decided to become a shoe salesman 
also. 

World War II came on and Raymond 
Jr. volunteered to serve in the Marines. 
His was one of the first units sent into 
the Pacific. Raymond Jr. was in all the 
important island fighting until malaria 
hit him and he was hospitalized home 
and in the hospital over a year. Re- 
covering fairly well, he applied for a 
position with his dad’s old firm (the 
first son of a Marion Shoe Division 
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salesman to come with it). He has been 
traveling for the past three seasons 
in Maryland, District of Columbia and 
West Virginia, where he has made 
many friends. Mr. and Mrs. Faircloth 
will make their home in Arlington, Va. 


Named Quality 
Superintendent 


HANOverR, Pa—Frank W. Kiely has 
been made general superintendent in 
charge of quality for the three factories 
of L. E. Beaudin Shoe Company at Han- 
over, Pa., Fairfield, Pa., and Emmits- 
burg, Md. 
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Shoemen Named to St. Louis 
World’s Fair Committee 


St. Louis, Mo.—Six shoe manufac- 
turers have been named to the advisory 
committee of the contemplated St. 
Louis World’s Fair which may take 
place in 1953, commemorating the 
sesquicentennial of the Louisiana Pur- 
chase. 


March 15, 1946 


They are: John A. Bush, president 
of the Brown Shoe Co.; Irving Edison, 
vice-president of Edison Bros. Stores, 
Inc.; Frank C. Rand, board chairman 
of the International Shoe Co. and 
Thomas W. Pettus of the International 
Shoe Co.; Howard V. Stephens, presi- 
dent of Johnson, Stephens and Shinkle 
Shoe Co. and David P. Wohl, president 
of the Wohl Shoe Co. 





Change Positions of 
Executive Personnel 
[CONTINUED FROM PAGE 153] 


ber of the central purchasing staff, to 
become assistant treasurer; Carl Ste- 
phens, in charge of legal and insurance 
affairs, to become assistant secretary; 
DeVaughn Woods, member of the con- 
tro] department, to assistant controller. 

Mr. Jarman, at 42 years of age, be- 
comes one of the youngest chairmen- 
of-the-board of any major industrial 
concern in the country. He assumed 
the presidency of General Shoe in 1932 
when his father, the late J. F. Jarman, 
founder of the business, became chair- 
man of the board. He had been one of 
his father’s pioneer employees when the 
Jarman Shoe Company was started at 
Shelby Avenue and South Second Street 
in 1924. . 

It was announced that Nelson Car- 
michael, assistant secretary of Gen- 
eral Shoe Corporation for the past five 
years, was elected to membership on 
the company’s board of directors at 
the annual stockholders’ meeting, held 
March 3. The meeting was presided 
over by President Maxey Jarman. Six- 
teen other directors were re-elected. 

Carmichael has been with General 
Shoe Corporation more than ten years. 
Before becoming assistant secretary, 
he was head of the cost department, 
and a year ago was made assistant to 
the head of the company’s manufactur- 
ing division. 

During the meeting President Jar- 
man reported to stockholders that: 

“Production is currently running 
about 12 per cent ahead of last year. 
The sales demand from dealers is 
strong but retail demand has been 
dropping off. 

“Hides are in plentiful supply but 
prices continue high. However, prices 
are less than the peak reached in 
November and our shoe prices have 
been adjusted downward twice since 
January 1. 

“Sport shoes will again be in very 
short supply because tanners have not 
been able to keep up with demand for 
white leathers. 

“Our company is expecting to still 
further increase its volume during the 
balance of the year. A new line of 
ladies’ shoes has just. been put on the 
market and a new line of children’s 
shoes has been out just a few months. 
Another line of ladies’ shoes will be in- 
troduced about July 1, and a new line 
of men’s work shoes is scheduled for 
next October.” 
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In Stock for Immediate Delivery 
Write for Color Card TODAY 


LYONS & COMPANY 


120 Duane Street, New York 7, N.Y. 
QUALITY SHOE STORE SUPPLIES tor 44 years 


Buy Savings Bonds 


i 
| 
| 
































Classified and Mint Ms 





SALESMEN WANTED | SALESMEN WANTED 


SALESMEN WANTED 








OUTSTANDING OPPORTUNITY FOR 
California Salesman 


WANTED, A SALESMAN, for California, to represent manu- 
facturer of nationally reputable quality men’s shoes. Rare 
opportunity for a permanent, profitable connection. The man 
who qualifies must be experienced, energetic, tactful, of ex- 
cellent personality; and with a real record of success among 
California retailers. Commission basis. Write in confidence 
giving complete resume of past experience together with all 
essential details about yourself. Interview will be arranged 
for at mid-western office. 


ADDRESS 686, CARE BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








ARE YOU INTERESTED IN A SIDELINE? 


Here is the strongest instock line of athletic shoes, heretofore not 
available, 


YANKEE SHOEMAKERS 


WANT 


2 SHOE SALESMEN 
in the 
following territories: 


1. NEW ENGLAND 


Maine Massachusetts 
New Hampshire Connecticut 
Vermont Rhode Island 
2. SOUTHERN 
South Carolina Alabama 
Georgia Mississippi 
Arkansas 


Must now reside in sales terri- 
tory. Give experience, back- 
ground, references. Replies will 
be kept confidential. Write: 
Abraham Rosenberg, Sales 
Manager. 


YANKEE SHOEMAKERS 
Newmarliet, N. H. 





Now ready for delivery to all shvue and sporting goods stores. 
This line is offered to salesmen of repute and proven ability. Other 





carried must be non-competitive. Commission basis. Many lucra- 
tive territories now open. Inquiries strictly confidential. Write at once 
stating experience and lines now garried. 
Address 669, Care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














SALESMEN WANTED 


To carry Fast Line of Juvenile Shoes and Women's 
Casuals, ae, in-stock proposition for fol- 


and Connecticut 
Up-State New Y: 
Pennsylvania and Ohie 


ee 


Stanton Sechs, THE MAY CO. 
> eee New York City. 








expenses; direct repre- 


Pull time besis—salary 

omwe ¢ wi le nee ¢ ae 
and Canvas Footwear—Growing Girls oo 
Territories—-Northern and West New — 


Rhode I 


Connecticut, 
Vermont, New Hampshire, New Jersey. 


Give Comptaers Deratcs t= Fieer Lerres 


Address G63, care BOOT & SHOE 4 


100 East 42nd Street, New York 7, 








EXPERIENCED SALESMEN ccapeigges tan 
to represent one of oldest and best NATIONALLY ADVERTISED 
rte wat of Wom Nov BRAND CASUALS 
ing territories: Texas, Oklahoma, OPEN TERRITORIES 
See Anema || | Mi Tr 
and Kentucky. All replies confiden- California Louisiana 
tial. State experience and references. Washington New Mexico 
CRESCENT SHOE CO. —— — 
132 Duane Street New York, N. Y. “Titania 




















Buy Savings Bonds 








CLASSIFIED ADVERTISING RATES 





. advertising for reg advertisers on contract. 





The rate for undisplayed classified Sqvertiting is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
for each insertion. When a box number is desired, addressed to any of our offices, 12 words must be added for this and charged 
at the word rate. If advertiser’s own name and address is used, count each word (street number is one word) at word rate. 
Classified advertising is payable in advance. Send check or money order with your copy. No accounts are opened for ciassified 


The rate for all displayea or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 
al Advertisements for this page mast be in our New York Office 10 days preceding publication date = 





Boot and Shoe Recorder 












































SALESMAN WANTED 


SALESMAN WANTED 





SALESMAN WANTED 











MANUFACTURER 


Wants full time or side line salesmen, 
preferably with following, to sell fine 
Women's all Leather Casuals to Depart- 
ment Stores, Chains and good Retailers. 
Straight commission basis. All territories 
except Idaho, Chicago, Indiana, Mich- 
igon, Montana, Texos, Utah, Milwaukee. 


Address 671, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N.Y. 








SALESMEN WANTED 


opportunity for right men te represent well 
— stitehdown house. Mid-West, South-West; 
and West Coast territory. Volume accounts only 
Advise experience and complete details. 


Address 674, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N.Y. 








SALESMEN 
ALL TERRITORIES 
Salesmen to sell a line of Women’s 
Elk Moccasins direct from factory to 

cetail trade. 
Address 637, care BOOT & SHOE RECORDER 
10 High Street, Besten 16, Mass. 











SSS: REPRESENT WELL KNOWN 
MANUFACTURER of 


ume trade only. Address #612, care Boot & 
Shoe Recorder, 100 East 42nd Street. New 
York 17, N. Y¥. 





WANTED 
to Sell Our Line of Shoes, Slippers anJ 
Casuals for Men, Women and Children. 
Following territories available: 
Otichoma 


lowa 
Kansas Nebraska 
Tennessee North Dakota 
Kentucky South Dekota 
ia Minnesota 
Florida Wisconsin 
Alabama Ohio 
Mississippi Indiana 
Pennsylvania 


Write Giving Full Details of Experience 
Sideline Men Acceptable 


Gerda Footwear Co., Inc. 
158 Deane Street New York 13, MN. Y. 











SALESMEN WANTED to handle High 

a. Infants’ and Growing Children’s 's Hand 

Moccasin in the following territories: 

iidwesn Far West, Northwest and Southwest. 

Address Ss replies to H. S. Ross & Sons, 
. Mass. 





WANTED EXPERIENCED AND WELL- 

KNOWN SHOE SALESMAN with car to 
travel Texas, Oklahoma, and Arkansas, exclu- 
sively if possible. Line of nationally advertised 
Casuals to retail $4.95 to $7.95. Line consists 
of approxi 


a 
drawing account if results are shown. Line 
teady for immediate delivery. py $665, 
care Boot & Shoe _— 100 East 42nd 
Street. New York 17. N. Y. 


ly 30 P 





March 15, 1947 








WANTED—MEN’S SHOE SALESMAN 
FOR WASHINGTON, OREGON and IDAHO 


A large, well-known manufacturer of men’s shoes (better 
grade), expanding for complete national distribution backed 
by powerful sales promotion and advertising, offers excel- 
lent future for experienced salesman with initiative, of 
sound judgment and good personality; and with successful 
sales performance among retailers in the Washington, Ore- 
gon, Idaho territory. On commission basis. Application 
will be held in strict confidence. Write giving your com- 
plete history, references, etc. 


Address 687, Care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








SALESMAN WANTED FOR ONE OF THE 
LARGEST SHOE FACTORIES manufac 


turing Women’s and Men's Casuals, California 





SIDE LINE SALESMAN WTD. 





process; for the States of Arkansas, I 
Oklahoma and Texas; Pennsylvania and bm 
North and South Carolina. State in 

t@rritories covered, past experience and cane 
Line carried; references; age; family status, 
and present residence, Recent photo appreciated. 
Only experienced men should apply. Outstant- 
ing opportunity. Address #685, care Boot & 
Shoe — 100 East 42nd Street, New York 
17, N. 


WANTED: Salesmen to carry exclusively or 
as a side line, a line of Leather Rubber 
Soled Growing Girls’ Oxfords, Tennis Foot- 





basis; 
tucky, Montana. 684 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


S Nice" ye oh ggg Sb Manufacturer of 





ti High-Grade Compo style line of 
Casuals, Operas, also Casuals 

5 “Califoraie construction, and Compo Operas 
in i patterns. Territories open fo 
experienced salesmen. State experience and ref 


Recorder, "100 42nd Street. New 


York 17, N. Y. 


Laas s STITCHDOWN SHOE MANUFAC. 
RER has an opening for an experi 
ction man, calling on Jo! and Chain 
Stores for the Middle West. Give full infor- 
mation and details in first letter. A side line 
man not considered. Address #661, care Boot & 
nd os 100 East 42nd Street, New 


REPRESENTATIVES WANTED in the sur- 
rounding territories of Virginia, 
Western Pennsylvania, Southern Illinois, i 
consin and California, to represent an eastern 
manufacturer of quality, low priced Children’s 
Pre-Welt Shoes, on a strictly commission basis, 
as a side line. Give age, refi lines ear- 
ried and territories covered. in first letter. 
Address #656, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


HE COUNTRY’S LEONG MANU- 
Shoe Sundries Ortho- 


East 











FACTURER 
Specialties several oe. open. 
An unusual ity. Address 2690. care 
Boot & Shoe . 100 East 42nd Street, 


New York 17, N. Y. 


LEADING WHOLESALE DISTRIBUTOR 
complete line Women’s Corrective Footwear, 
Wel: Oxfords, Sports and N , seeks sales 
representatives to cover following territories: 
Alabama and Mississippi; New Orleans and 

Arkansas; Jacksonville and 
Northern Florida; = -4 and Illinois; St. 
Louis and Missouri. men 
with following. Cosuutosion ' basis. Applications 
confidential. Give full details first letter. Good 
opportunity. Address #626, care Boot & Shoe 
oe 100 East 42nd Street, New York 17, 











SIDELINE SALESMAN FOR POPULA® 
PRICE Men's, Women’s, Children’s; also 
Rubber Footwear. Five per cent Commission; 
all territories except New York State. Address 
#655, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





SALESMEN vaste by New York a 4 
facturer of Ladies’ Shoe Ornaments in 
i territories: West Coast, tt. 
States, Middle West and New England States; 
ission basis. SANDY MFG. CO., INC., 
1469 86th Street, Brooklyn, New York. 





KNOWN 


EXPERIENCED AND WELL 
to travel 


oak Ee SALESMEN with car 
orth 


and Wyoming. Line of nationally ad : 
Casuals to retail $4.95 to $7.95. Will assign 
three or four of the above Stated to any one 
man. Will pay 5% to start, if good 

are shown drawing account will be considered. 
Line is ready for immediate delivery. Address 
7666, an be 6 ie See oe 
42nd Street, New York 17, N. Y. 





RUBBER FOOTWEAR DIRECT FACTORY 
DISTRIBUTOR, widely known line, newest 

novelties, desires representation in Carolinas, 
Georgia, Alabama, Mississippi, Ohio, Michigan, 
Can be handled as a side line. Address #689, 
care Boot & Shoe Recorder 100 E. 42nd Street. 
New York 17, N. Y. 





Ng ag SALESMAN WANTED to sell 








pA All = open. —— #5: c 

Boot & Shoe Recorder, 100 East 42nd 

New York 17, N. Y. 

SIDELI SALESMEN WANTED: A - 4 
ESTABLISHED WHOLESALE 

FIRM complete line line of Men's, Bere, 

Women's and s a Rubber Goods 

and Tennis Footwear. ==. 

— giving ah a ot 


desired. Address: 
GRALNICK SHOE COMPANY, 1315 WASH. 
INGTON AVENUE, ST. LOUIS, MO. 





S'DELINE yg! WANTED By Chi 
Slippers, Play 
All territories 














HELP WANTED 


FOR SALE 








a 


vith 
TRAVELERS ASSOCIATES, ROOM HAAS 
SLOG., 219 ae ‘eee STREET, Los 
ANGELES 14, CALI 











up; 250,000 ye around 
business, wishes connection for a line 
of Nationally known Women’s Shoes to retail 





Address: Box £0666, Care of BOOT & SHOE 


EXCEPTIONAL Png So Seley ar open to 

expert light lea’ with tanning ex- 
> This position with good remunera- 
tion and outstanding prospects offered iy = 
pany in New York area deve’ 


and upper leathers. 
ag Boot & Shoe — "rly 
42nd Street, New York 17, N. 





Stoc AND SALESMAN, Popular 

Prin a Shoe oe Good Oppor- 
tunity. Address #648, Boot & Shoe 
— 100 East 42nd Serect, New York 17, 





FOR SALE 


9600 Pairs Infants’ Sizes 2 to 9, Pre-Welt 
Lost with Upper Dies for Complete Styled 
Line of Shoes. 
CURTIS-STEPHENS-EMBRY CO. 
Reediag, Pa. 











For SALE: COLLECTION OF FOREIGN 

ty ~ Old Shoes, Lasts, Tools and Shoe- 

s Bench, for collector, promotion or win- 

_—y 1 purposes. Address: Terhune, 504 
Sileowend Road, Maplewood, N. J. 





POSITION WANTED 














RECORDER, 209 Se. State Street, Chicago 6, Ill. 





WANTED: MANUFACTURER’S LINE 
GROWING GIRLS’ SHOES or Boys’, or 
Manufacturer's Line of Men’s Welts in a popu- 
lar price range. Have well-established business 
in Southeastern States. Can furnish best of 
references. Address #678, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 





SALESMAN, LIVE WIRE, covering North 

and South Carolina, Georgia, Florida, and 
Alabama, wants fast selling Manufacturer’s 
Line. No Casuals or Slippers. Have estab- 
lished following and good references. Commis- 
sion basis. Address #672, care Boot & Shoe 
_ 100 East 42nd Street, New York 17, 





MANUFACTURER'S LINE MEN’S OR 

CHILDREN’S SHOES wanted by Sales- 
man well acquainted with better rated accounts 
in California, Oregon and Washington. Perma- 
net sample rooms in San Francisco; regular 
contact calling on Buyers. Will submit personal 


and business references. Address #663, care _ 


Boot & Shoe oS 100 East 42nd Street, 
New York 17, N. 





SALESMAN WITH GOOD CONNECTIONS, 

VOLUME BUSINESS in New England, 
New York and Southeastern States desires line 
of Women’s Staple shoes; is also very capable 
Mode! Cutter and Designer and can handle fac- 
tory’s style problem from design to clicker dies. 
Address #657, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SUCCESSFUL SALESMAN, with established 
following among better Retail and 

ment Stores in the 

advertised quality line. Excellent background 

references. Address #673, care Boot & Shoe 

.. 100 East 42nd Street, New York 17, 


wants Nationally 
and 





HELP WANTED 


SINGLE; 29; 10 YEARS" EXPERIENCE 
WITH WOMEN'S SHOES. Previous 
experience selling, managing, super- 
vising, and some merchandising. 
Very aggressive and quick to catch 
on. | am looking for a connection 
with a good future. Amount of work 
or number of hours makes abso- 
lutely no difference at all. Will take 
anything good. Willing to invest up 
to $7,500. Will welcome 

ity as traveling salesman for good 
line of Nationally advertised shoes. 
Address 677, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 








ASSISTANT 
SALES MANAGER 


Of Nationally Advertised and Dis- 
tributed Line of Merchandise, with 
retail contacts in shoe industry, 
desires to make a change. Has 
had personal contact with buyers 
in Eastern States. Young, aggres- 
sive, and can give excellent ref- 
erences. 


Address 668, care BOOT KA b cues geqegece 
100 East 42nd Street, New York 17, 











ETERAN, PRESENTLY EMPLOYED AS 

COMPTROLLER desires change. Eleven 
years’ experience with one employer in all 
phases footwear manufacture, including cost, 
office management and production control. Edu- 
cational background accounting. Can go any- 
where; prefer large town or small city. Excep- 
tional references. Address #660, care Boot & 
Shoe Recorder, 100 East 42nd Street. New 
York 17, N. Y. 





FOR SALE 








Ge ee Ee FOR SALESMEN 

Man to learn Business, Chicago 
pr. 4 State > Ray in first letter. 
Address #676, care Boot & Shoe Recorder, 209 
So. State Street, Chicago, Ill. 





GROWING CHAIN OF WOMEN’S SHOE 
DEPARTMENTS in Colorado and neigh- 
Merchandise 


boring States needs Assistant 


chandising q 
Address: James Grigsby, 1728 Lawrence Street, 
Denver 2, Colorado. 


162 





ARMY SHOES 


immediate shipment Men's Army Shoes. Re- 
built. Top quality. Continuous supply. 
SCHULTZ SHOE CO. 
908 N. 10th Street, St. Leais, Me. 











FAMILY SHOE STORE FOR SALE in New 
Mexico town fourteen thousand population; 


Average sales Thousand 
, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17. N. Y. 





600 Pairs, New $3.08. Stems S12, Widths 
Artics, 4-Buckle 200 Pairs, New, 
$2.35, 14; Waves Oxford Gym ‘Sneak- 
ers, 400 Pairs, New, $1.25, Sizes 5-9. 
Will divide proportionately. 
Address G81, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N.Y. 











ADRIAN SHOE X-RAY MACHINE FOR 
SALE. Fink Shoe Co., Inc., 312 Livingston 
St., Brooklyn, N. Y. Phone Tr. 5-3062. 





STORE AND TWO APARTMENT BUILD- 
ING next to Woolworth’s 5 & 10, in 100% 
location; sacrifice; 13 x 150. Address #680, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





FOR SALE 


LARGE SHOE FACTORY 


METROPOLITAN AREA, MONTREAL, 
CANADA, PROFITABLE, GOING CON- 
CERN: LARGE QUOTA OF MATERIALS: 
SUBSTANTIAL ORDERS ON HAND: 
FULLY EQUIPPED PLANT AND BUILD- 


ING. 
PRICE $500,000.00 


NO BROKERS. PRINCIPALS ONLY. 


déress G82, care BOOT & SHOE RECORDER 
“eo East 42nd Street, New York 17, N. Y. 











STORE IN PENNSYLVANIA, Population 
140,000; tremendous drawing; volume about 
$100,000; Two years to run; Can renew lease. 
High grade lines; about $25,000 inventory; 
$10,000 for key. Illness; Moving to West 
Coast. Finest location in city. Address 4675, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


FOR SALE 
2 FLESHING ROLLER MACHINES 
Improved Wilmington automatic 4° 6” 
long, in excellent condition with spare 
rubber rolls, cylinders, and miscellaneous 
a_i SHOE RECORDER 
Adine Cast 4dnd Street, New - York 17, N.Y. 














EXCLUSIVE LADIES’ AND JUVENILE 


» Most mg store in 
ra yy industrial area of 28,- 


tral Illinois; in 
pe Nationally advertised lines. Volume last 
year over $80, Good ; Approximately 


$30,000 required; Cash only. Very good reason 
for selling. Address: Box #670, care of Boot 
and Shoe Recorder, 209 So. State Street, Chi- 


cago, Ill. 





HOE FACTORY FOR SALE: Can produce 
Ss 1100 pairs a day Ladies’ Cement Process 
.. 14,000 square feet of space on one floor; 
very modern; latest equipment and labor saving 
devices. Plenty of good help available; 95 miles 
—_ New York City. A good buy for the right 

rty. Price $18,000. Address wy" care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


Boot and Shoe Recorder 





















































FOR SALE WANT TO SELL WANTED TO PURCHASE 
ATTENTION HIGH GRADE RETAIL STORE WANTED 
NYLONS FOR SALE WANTS TO SELL ITS ODD LOTS Machine for Stamping, Pinking 
4266 All Nylon oon $1250 and Perforations on Men's Shoes 
see Al Noon i ae AND BROKEN SIZES. SHOES Aceren 01. we 0eT 2 onoe agcgnocs 
l EE OE 

Sieg 15 den. A'Nylon—-- 1650 | | | THAT RETAE AT $9 10 $20. | | prema isang To PURCHASE 
50 den. 45 and Sigg Rayon... 7.50] | | WRITE FULLY 10 _ mere, jecated io, Winwasin,, Minncosa_or 
d5eg Nylon lr's 1.00 | | | Atom oe, ae soor a ewoe neconoen | | JAMES 1. ARENE, Bor ei, Us Crome, Wie 
ef 12.00 . 
5lgg 15 den. Nylon Irr’s........ 13.00 
oe oe | | WE ARE INTERESTED IN LARGE 


QUANTITIES OF SHOES FOR IMMEDI- 
ATE DELIVERY — ONLY COMPLETE 
SIZE RUNS CONSIDERED — SEND 
SAMPLES WITH FULL INFORMATION [ 
— QUOTE LOWEST PRICE FOR CASH. 


BLAIR & ROSS, Inc. 


Export Department 
23 Beekman St., New York 7, N. Y. 


J. & L. HOSIERY, Inc. MERCHANTS' NEEDS 


1211 Chestnut Street 


====~ NYLONS 


°51 GAUGE »° FIRST QUALITY 
*SHEER ° 30 DENIER 
* ALL NYLON (TOP to TOE) 














FOR SALE 


Men’s High Grade Shoe Store, 100% 
Location in 350,000 population, South- 
ern City. Good lease. $20,000 will 
handle. Good reason for selling. 


Bex 692, care BOOT & at qpegaces 
100 East 42nd St., New York | 






































YOUR ckotper showing 
* Beautiful New Spring Shades MEXICALI SANDALS 
e 1 1 is avoilable. Best quality hecreches, sen 
BUSINESS OPPORTUNITY SIZES 8% to 10% Write THE MEXICO CO. Dest. BSR, Gol. 
Torass 3/10 net 30 5 6 eee 
PARTNER WANTED FOR SHOE FAC. IMMEDIATE DELIVERY! ! . . 
el By dh nn Re ye Tg 24 NEW LOW PRICE!! 
machinery to prodcs 1000 pairs a day:, Ladies | 
Highly skilled production executive. A _ life EXPORT SHOES 


time chance for a good shoe man. 100 Miles 
from New York City. 


1632 | 


PARKER'S 


9040 Commercial Avenue 
Chicago 17, Illinois 
REgent 1030 
Terms: Net 10 Days. F.O.8. Chi- 
cago. Minimum Order 5 Dozen. 
Select Your Own Sizes. Satisfac- 
tion Guaranteed or Return At 

Our Expense. 


PRICE TICKETS GPECIAL CLOSEOUT BUYS in Sparkling 


Plastic Displayers for Shoes, Accessories, 
FOR WINDOWS THAT SELL General Merchandise, made by Nationally Fa- 
Colors for every trim — 


mous Design and ‘Engineering 
available. Address #679, care 
109 prices to choose from 
30c doz. $3.00 12 doz. 





References 

Must have 20 to 25 thousand dollars. ‘Address 
#658, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 











MERCHANTS’ NEEDS 

















CHAIN-STORE TYPE 


SHOE MAT SERVICE 


NOW pg 



































Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 
WRITE NOW FOR FREE 
SAMPLES AND CIRCULAR 


MERCHANT'S SERVICE 


Dept. 8, Boot and Shoe Recorder 











209 SO. STATE STREET, CHICAGO 4 


SIZED ORDER BOOKS 
ORDERS 100 DUPLICATES 
75e each—plus postage. 
Send for samples. 
CLYDE BENNETT 
P. O. Box 1065, Lansing 4, Mich. 


























March 15, 1947 

















WANTED TO PURCHASE WANTED TO PURCHASE MERCHANTS’ NEEDS 








TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert iste cash—eny quuntity 
YOUR MAME PROTECTED . .. WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 
1215 Weshingtos Avenve—St. Louis, Mo. Centre! 4878 


edie '|BARIS BUYS 


Quality Shoes for Men, 




















SURPLUS AND COMPLETE STOCKS Games aa Gatien ecu 
OF BETTER GRADE SHOES FOR CASH a ae Gane 
FOR CASH | BARIS Sus co., | 
2-5180-1 


SHORT LEASES ASSUMED 2h Gis te te en oh Efficiency 


YOUR NAME AND BRAND | e 
ane tn SELL YouR JoB Lots}, @&, se bee 

















“The House of Jobs” | ° 
89 aoe aay _|SAM CAMITTA & SONS 
New York Uity 95 Reade St., New York 13, N. Y. 
Phone BARCLAY 1-7887 | | roREMosT SHOE BUYERS me 1906 | | — 
COrtiendt 7-4878-9 











Win the Brannock Adult and 


BARIS BUYS for CASH | eam get immediate "Heslte Soll” — 


Quality Shoes for Men, Women Shoe Stores “Heel-to-Toe”’—"Width-at-Ball” direct 

and Children Short Term Leases Assumed measurements. This means speedy, 
Scrupelous Protection for your Name and Brand Since 1932 occurate fitting; more sales per fitter; 

BARIS SHOE CO., INC. mae geted Ginp Sew site 

79-81 READE STREET WOrth 25180. NEW YORK 7, N. Y. with their subsequent costly ond 


troublesome exchanges. 
*Available at special qnete ote price 










































































MY HOBBY CASH PAID FOR Tenens ter wile list ond tol Gonatte 
Buying, Selling Shoes for 35 years SHOE STORES write to 
oe CLOSE OUTS, JOB LOTS THE BRANNOCK DEVICE 
HARRY HESS B. SABIN wale a ce Eee 
76 Reade Street New York 7, N. Y. 98 DUANE ST. NEW YORK 7, WN. Y. 4 AE. : 
Telephese: WOrth 2-886 Telephone WOrth 2-2515 
WILL NEBTISING 
GET TOP VALUE 2UY CLOSE OUTS AND ay Al R, TIS! 

In Selling Your of ity Shoes for Men, Women and @ 1141S 
¢ SURPLUS STOCKS er Chitdren oe CASH (pp da’! 
= 

MPLETE STORE BROITMAN-GAFFIN SHOES, INC. ‘ 

m \CAMITTA SHOE CO. 147 Duane Street, New York 7. '. —here’ how to get 

Phene—LOMberé 2002 More Business! 

CASH FOR YOUR STORE + T "Serice ten ever om sated ere 
Each order filled according te whet 
stores and Chains wanted in Pennsylvania, PENDLETON, ORE.— Bud Brown of want ads of compefitive brands. , 
Jersey, Delaware. Brown’s Shoe Store is planning store Vou wi Gnd ct © cindy of cumpaper 
Address 982, care BOOT & SHOE RECORDER | | Alterations amounting to approximately Seales cet to hony'be touch wtb what 
100 East 42nd Street, New York 17, N.Y. $3500 as soon as materials are avail- going on. 
able. Use quupee below to learn more about 
this va service and the special short 
i aie ee ee ee 
FUR TRIMMING For Shoe Firm VINCENT EDWARDS & CO. 
St. Louis, Mo.—Purchase of the lot 342 Madison Ave., New York City 
and two-story building at the Southwest Please tell bout 
RABBIT FUR TRIMMING corner of Nineteenth Street and Wash- paper od clipping service and special 
IN PASTEL SHADES ington Avenue has been announced by a oe 
FOR THE SLIPPER TRADE the Rice-O’Neill Shoe Co. Approxi- ae 
Write for “= mate purchase price of the property, 
mATIONAL psa co + nage the firm has t located for Company rrrrrrrrrr rer tier terre rrr 
; the past 19 years, was said to be ap- | = | City ..........-.2..0--eecceeceeeeeeeeeneees 
447 S. Hewitt St., Los Angeles 13, Calif. proximately $175,000. City 
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Compo Report Shows 
Record Year in 1946 


Boston — Compo Shoe Machinery 
Corporation reports a record year in 
1946, with net income amounting to 
$387,757 after all charges including 
federal] taxes on income, equal to $1.29 
per share on the 299,954 outstanding 
shares. This is an increase of 64 per 
cent from the net income of $235,510 
reported for 1945 amounting, after pre- 
ferred dividends, to 70 cents a share on 
the common stock adjusted for the 
share for share distribution made in 
1946. The preferred stock was retired 
in March of last year. 

Noting that output of all types of 
shoes in the United States approxi- 
mated 529 million pairs in 1946, an all 
time record for the shoe industry and 
8 per cent greater than 1945, the an- 
nual report states that factories using 
Compo equipment to attach soles pro- 
duced 81 million pairs during the year, 
an increase of 27 per cent from the 
total of 64 million pairs in 1945. 

At the close of 1946 there were in 
operation 775 Compo conveyors, the 
basic machine leased by the company. 
This is an increase of 160 for the year. 
Factories producing shoes on equip- 
ment leased from the company in- 
creased to 332 during 1946 compared 
with 230 at the end of 1945. 


Reviewing progress made in the de- 


velopment of new machines and meth- 
ods, the report states that: 

“The men’s sole attaching conveyor 
and auxiliary equipment are now in 
volume operation and excellent results 
are being obtained. Existing equip- 
ment has been adapted for the manu- 
facture of juvenile shoes and is now 
past the pilot installation stage. Both 
the men’s and juvenile shoe develop- 
ments place your company in new 
fields with large potential volume and 
which should add materially to the 
sales of adhesives and income rentals.” 

Commenting on current trends, Wil- 
liam H. Bresnahan, president of the 
corporation, expressed optimism re- 
garding the outlook for the shoe in- 
dustry during 1947. 

“It seems likely that there will be 
an excellent market this year and 
probably next year also, for well- 
made shoes that are priced right. The 
present declining trend in sales of 
higher-priced shoes may continue, and 
there may be a ‘shakeout’ in connection 
with the liquidation of certain low- 
quality merchandise, but the industry 
as a whole should have a good year 
in 1947.” 

The balance sheet of the corporation 
shows total current assets of $1,218,- 
661 on December 31, 1946, including 
$654,030 of cash and United States 
Treasury certificates. Current liabil- 
ities amounted to $676,267. 


‘FIT COMES FIRST 
with the original 
SHOE DOCTOR SHRINKERS 
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$15.00 


Carved type iree out harm. 
Special combination offer $32.50 (fluids 
included in above prices). 


Send your order or write for detall informatics. 


E. C. SMELTZER CO. 


121 EB. Gist Street, Indianapeli«a, Ind. 
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Adds New Lines 


Los ANGELES, CALIF.— Paul Hess, 
219 W. Seventh Street, has announced 
that he will now handle the Clix Foot- 
wear Company’s, New York, line of 
children’s sandals with orthopedic con- 
struction. 
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Bispay 


Advertising Ideas 
Prize, Discount and Gift Ideas 


New, Enlarged Edition 





SHOE RETAILERS WILL WELCOME THIS BOOK. 
for them, a long chapter of 138 ideas for Shoe Selling, 
and Stock-Keeping, besides hundreds more adaptable to 
shoe sales promotion—and still more, including— 


Ideas to Attract Children 
Cash, Credit and Collection Ideas 


|  - Unusual and Miscellaneous Ideas Anniversary Sale Ideas 
| * no wear me wt — | aaa Ideas ae — ay re Ideas 
a eS enteee tein Ideas Mailing oy he 
no Ideas That Make Stores More Attractive Dollar Day Ideas 
sn Ideas That Attracted Christmas Crowds Mother's Day Ideas 
: Ideas for Merchants Who Get Together Hosiery Ideas 
i at Radio Advertising Ideas 
—-. aS THIS BOOK inspires quick action, helps to plan ahead. It is all 
= < “A "meat", long articles boiled down for the use of the experienced, 
-“< busy merchant; to keep at his elbow, for the idea he wants when 
he wants it. '3033" offers him the biggest business return ever 
40 Chapters for the small cost. 
306 Pages Foreword by PAUL H. NYSTROM, 
$3.50 Professor of Marketing, School of Business, Columbia University 
POST PAID 
ey BOOT AND SHOE RECORDER 
— 100 East 42nd St., Dept. 3033 New York 17, N. Y. 
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THE SHOE OF TOMORROW 





AIMS TO GIVE YOU 
MORE SALES with these 


exclusive selling points 


BW Allen Edmonds’ U-Turn Flexibility. 
be Allen Edmonds’ special Osteo-path-ik Nailess Construction. 
f Allen Edmonds’ unique STOCK PLAN -+. Cuts inventory, multiplies turn-over for more profits. 


» Consistent national advertising —monthly in ESQUIRE, seasonally in 
TIME, NEWSWEEK, HOLIDAY. 


BW Cooptrative Advertising— 
mat service, display material, 


booklets, etc. 


ALLEN EDMONDS 


BELGIUM, WISCONSIN 
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Unlined White Elk 
Boot, Moccasin 
vamp in flexible 
Pre-Walker. Sizes 


Dr. POSNER'S 


YOUNG MOTHERS 


TO YOUR STORE 


nd 





2-4, Widths C, D. 
Also in First- 
Stepper with spring 
wedge heel. Sizes 
3-6, Widths C, D. 


The young mother is your most desirable 
customer. She is vitally interested in her baby’s foot 


health. The shoes she buys now greate a buying 
habit that brings future shoe business to your store. 


Bring her in with Dr. Posner’s Ritestarts . . . a name 
with consumer acceptance. Offer her a complete 
Ritestart service in Pre-Walkers and First-Steppers. 

Back of this product is extensive national advertising 
in Good Housekeeping, Ladies’ Home Journal, Parents’ 
Magazine... plus Joca/l advertising helps in wide 





variety. Let’s talk it over—now! 


DR. A. POSNER SHOES, INC. 


Executive Office: 137 OUANE STREET, MEW YORK 14, &.¥. 
* 


Sita * Wew Oxford, Pa * Chicago Sales Office: Merchandise Mart, Room 1046 
Pocific Coast Sales Office: Haas Bidg., Suite 1112: and 824 So. Los Angeles St., Los Angeles, Calif. 
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That’s why Invincible Roll 
Setting Aluminum Eyelets 
in large sizes are so prac- 
tical and desirable for 


children’s shoes. 


COLORS 
They are available in Pink and 
Blue as well as in all other 
standard colors. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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See Us at NATIONAL SHOE FAIR 


New York... April 28 to May 1 yi, 
Hotel Biltmore, Rooms 451, 452, 453 / 
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The Practice of Leading the Field 


ush§shoes so good, you ask? 
Frankly, Qe wark at if§ Hefe at Nunn-Bush we strive 
with all Qur \- abd ; to make the world’s 
finest shoes Yor hen. ha@ high purpose gives you 
a degree of Quality on whith we are mighty proud 
to have the Nunn+Bush name. Enjoy the loyal 


patronage Nunn-Bush shoes will bring to your store. 


W hat Q¥nakes\¥Nunn- 


Nunn- Bush 





NUNN-BUSH SHOE 





CON PAN Y . MILWAUKEE ¥ WISCONSIN 





air of Stride-Rite shoes - - - 


many Stride-Rites that have guided 
and guarded her growing feet. How ; 


s that children walk 


;mportant it 1 
ly and in perfect © 
nning' For 


correct omfort 
from the very beg 


e-Rite. you are trusting 


with Strid 
development toas 
est possi 


foot hoe 
built to the high rds 
e finest materials 

on pre-tested lasts. 


ble standa 


and of th 


to a shoe constructed 
Atting correctly: yet providing 


t room for normal growth. 


Stride-Rite 


barrage of 


advertising 





SHOE 


full page in : GREEN SHOE <0, CO. BOSTON. MARE. 
* the Apri 
April issue of PARENTS’ magazine 








